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=. Sprays the Paint on the job~ 
ms Sprays the Profits your way 


M 


The user simply plugs it into the near- 
est socket and paints the NEW WAY. 
The ATOMISTER breaks up the liquid 
material and sprays a fine, even mist 
that clings everlastingly and assures a 
smooth, durable finish in a fraction of 
the time of hand brush methods. 

Sprays paint, varnish, lacquer, enamel, 
bronze, shellac, wall finishes, white- 
wash, powders, insecticides, extermina- 
tors, disinfectants, etc., etc. 

Unequalled for both inside and outside 
work for plumbing and heating contrac- 
tors, painters, car and home owners, and 
others. 

Weighs only 5 pounds. No complicated ad- 
justments. Easy to operate and keep clean. 


Fully guaranteed. Priced to retail at $37.50 
with a liberal profit. 


Write for literature and discounts 


THE ATOMISTER CORPORATION 
RAHWAY, NEW JERSEY 
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Another PROEFITUNITY 
FOR AMERICAN MERCHANTS IN 


847 ROGERS BROS 


SILVERPLATE 
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No. 9358 
26 pieces 


Deep violet outside. Burnished gold framed top 
with hand-colored French print mounted under 
glass. Mirror inside of cover. Inside of case finished 
in jay blue with partition and two liftout pads of 
jay blue satin. . . . 6 each Dinner Knives, hollow 
handles, stainless steel blades, Dinner Forks, Tea 
Spoons and Table Spoons; one each Sugar Shell and 
Butter Knife. 





No. 931s 
34 pieces 


Jade green outside. Burnished gold framed top with 
hand-colored French print mounted under glass. 
Mirror inside of cover. Inside of case finished in 
orchid with partition and two liftout pads of orchid 
satin... 8 Dinner Knives, hollow handles, stainless 
steel blades, 8 Dinner Forks, 8 Tea Spoons, 8 Dessert 
Spoons, 1 Butter Knife, 1 Sugar Shell. 
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What’s a PROFITUNITY? 


Merchandise... mixed with selling sense... ina form that gives 
the dealer. ..|1] a“‘group” sale... several sales lumped in one... 
therefore, more volume. . . [2] several profits with but one selling 
expense... therefore, more net profit . .. [3] @ reason for the cus- 
tomer to return for additional purchases .. . therefore, “repeat 
sales” ... and profits. It’s a customer-maker ... rather than a 


single-sale-maker. 


The Vanity Box Sets 


No. 935s. ..26 Pieces. . .retailing at $38.00 
No. 931s. . .34 Pieces. . .retailing at $48.25 


Analyze this vANITY BOx SET... and again 
you find as much selling sense as silverware in 
it. Only ... of a different kind! Your patron- 
age is made up of different types of people. 
They won’t all respond to the same appeals. 
Some of them have to be lured by other rea- 
sons. Which is why this Set finds a place as a 
PROFITUNITY in the 1847 Rocers Bros. line. 

For here we have a doud/e reason for selling 
... [1] the silverware itself... and [2] the 
VANITY ‘Box ... a box frt for any woman’s 
dressing-table. Two pulls on the customer’s 
purse instead of one ... but with the same 
customer-making characteristics, the same 
more-sales-to-come qualities. This VANITY Box, 
too, is so reasonably priced, adding but $4.75 
to the retail price of the complete set. 

Simply another example of how putting 
selling thought into an offer makes it a 
PROFITUNITY instead of just another merchan- 


dise number. 


1847 ROGERS BROS 


— SALVER PLATE * 


GENERAL OFFICES: MERIDEN, CONN, SALESROOMS: NEW 
YORK, CHICAGO, SAN FRANCISCO,CANADA: INTERNATIONAL 
SILVER COMPANY OF CANADA,LIMITED, HAMILTON,ONTARIO 
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Makers of Good Tools 
for 58 years—in Chicago 


Send for our catalog. It describes 
the following among other V & B 
products: 


Nail Sets 
Nippers 
Pincers 
Planes 
Punches 
Rivet Sets é 
Scrapers 
Scutches 
Star Drills 
Tongs 
Etc. Etc. 


Are Swiftly Chopping Their Way Into the Hearty 
Good-Will of American Woodsmen 


Latest member of the VAUGHAN group of good tools, they em- 
body our 58 years’ experience in tool-making. 


They come from a shop that is tuned to the manufacture of none but super- 
latively good tools—and are made by a staff of tool makers who wouldn't 
turn out poor tools if they could. 


Each axe-head is forged in dies from a solid bar of our famous SUPERSTEEL, 
followed by special heat-treating and tempering processes which, we are convinced, are 
not equaled in any other plant in America. 


This treatment makes the thin bit, or blade, of this axe hold its edge through hard service. 
And, as the steel is the same throughout the head, it has no soft center and can be sharpened 
way back. 

Handles are made from selected, air-seasoned second growth hickory. Note the strong, 
graceful lines of this handle. And its snappy two-tone finish. Also the rich patent leather 
finish of the head. , 


The moment an experienced chopper sees, hefts and swings this axe—he falls in love with 
it—and BUYS it. That’s what our dealers tell us, everywhere. 


Furnished in Michigan and Dayton patterns. 3 Ib. to 5 Ib. weights. Also Boys’ Axes, 
House Axes, Hunters’ Axes, Camp Axes. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 
makers of Fine ‘Toots 
2!14 Carroll Ave.~ ~ Chicago, Hh U.S.A. 






































& 





PLASTIC 
WOOD? 


Reg. U. S. Pat. Off.] 


The screen doors must go up, 
but the old screw holes won’t 
hold—fill them up with Plastic 
Wood and the screws will quick- 
ly have solid wood in which to 
bite. 

Perhaps there’s a hole or crack 
in shingle, slab, or stucco, loose 
piazza rails, cracked or splintered 
planking. Plastic Wood makes 
repairing easy, out of doors as 
well as in. Work it with the 
fingers or a knife. When hard it 
has all the properties of wood 
except the grain, is waterproof 
and weatherproof, and can be 
painted, varnished or lacquered. 


For Boats, Too— 

Plastic Wood is invaluable on 
a boat, for filling gouges, blem- 
ishes, cracks, splinters, old screw 
holes and bolt holes. It will not 
disintegrate or crumble, adheres 
firmly to wood, metal or fabric, 
and when hard can be worked 
with tools and will not chip or 
splinter. 

For bathroom cracks, loose tiles, or cracked 
porcelain use Plastic Wood White Waterproof 
Tile Cement, a special preparation for this 
particular need, 








Handles Hardens 
like into 
Putty Wood 
1 Ib. can $1.00 ¥% |b. can 35 ets. 


At Hardware and Paint Stores 


One of a series of advertisements 
appearing in Popular Science Monthly 


Somebody’s Losing Out 


We're doing our best to help your sales, but either 
a lot of merchants don’t believe us or 
aren’t looking for any more business. 


We're not necessarily kicking, for those who have been 
handling Plastic Wood must be doing good business — our 
sales are running six to seven times larger than they were two 
years ago. We like to serve our friends, and are making ad- 
ditions to our factory to take care of everybody. 


But here’s a letter that reached us the other day — 


May 4, 1928. 


“Just saw your advertisement in Popular Science and 
can’t resist the temptation ta tell you what a disappoint- 
ment your Plastic Wood handed me. 


“I’ve been living inL...... for the past four years 
and used Plastic Wood to fill old screw holes and for all 
the other purposes you mention, and everything went 
lovely until I was moved here, and just had enough of it 
left to fix the lock-on my car when it came loose and 
dropped out—had to build a new bannister in my house 
here—you know what a botch a telegraph operator ’d 
make out of a job like that— but I didn’t worry much 
about the joints, because I'd gotten to depending on 
Plastic Wood to cover up my mistakes—of course, I 
didn’t hardly expect to find it here, and I drove toC.... 
expecting to find it at at least one of the hardware 
stores in a city of 12,000 and I went to them all and to 
the paint and wall paper stores, and even tried the 
drug stores, and finally came home and filled the cracks 
with putty. 

“There surely must be something the matter with your 
advertising or some one inC... would handle Plastic 
Wood—there’s nothing the matter with the Plastic Wood. 

Yours truly, 


We've been advertising this past six months in Popular 
Science, Popular Mechanics, Saturday Evening Post, 
Better Homes and Gardens, Motor Boat, Motor Boating, 
Rudder and Yachting. These are all being continued, and 
in addition we are planning to use Good Housekeeping and 
The Carpenter during the last half of 1928. 


PLASTIC WOOD 


Reg. U. S. Pat. Off. 
Handles Like Putty —~ Hardens Into Wood 
Carried by Hardware and Paint Wholesalers 


14 lb. 35 cents retail. 12 to a carton. Dealer’s discount 3314% 
1 Ib. $1.00 retail. 12 to a carton. Dealer’s discount 3344% 


We will gladly send a free sample can 
for your own trial, if request is made 
on your store letterhead. 


It Sells Itself and Helps the Sale of Other Things 


ADDISON-LESLIE CO., Mfrs. 
1 Bolivar St. Canton, Mass. 
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with 
a Ple 
Behind It 


| PLAN of showing by figures, 
j =p ‘ 4 averages and chart, that it 
: | are costs $210.24 more to keep an 8 
average house painted for 5 
years with cheap-price-per- 
gallon paint than with a high 
grade paint such as Patton’s 
Sun-Proof Paint. 
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It hits right at your big compe- 
tition — cheap-price-per-gallon 
low quality paint! Patton’s Sun- 
Proof Paint national magazine 
and metropolitan newspaper 
campaigns and 50-50 cost-shar- 
ing local newspaper campaigns 
—these swat the “Cheap Paint 
Hum-Bug” so effectively that 
it’s easy to sell Quality Paint— 
easy to double average business. 





Get a copy of the 
booklet “Swat the 
Cheap Paint Hum- 
Bug” — yours for 
the asking! 
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Get the Sun-Proof 
Simplified-Stock 


Agency Proposition. 
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PITTSBURGH PLATE GLASS CO. 


a 


Paint, Varnish-and Lacquer Factories, Milwaukee, Wis. 








“PITTSBURGH ee N. J., _ Rosine, Ore., Los Angeles, Cal. 
Ref Products 


) es a xe ; oa eo Paint ~ Varnish 
Lacquer-Brushes 
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New, Handy 
25-lb. Carton 
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FOR REPAIRING INTERIOR 
WALL SURFACES 


PATCHING 
PLASTER 


SS" 
READY FOR USE 
WHEN MIXED WITH 


COLD WATER 


TRADE MARK REG, 


IN U.S. PAT. OFF. 


or Every Trade, for — 


Every “Room — 


MURALO Patching Plaster 













Packed in handy sizes to suit 
the needs of the trade — 
2%, 5 and 25 Ibs. 


Write Department J for Sample 


> Sad products ever developed have so widespread a 
selling appeal as Muralo Patching Plaster. Not only 
is it in constant daily use by painters, but by plumbers, 
electricians, and every craftsman who in the course of 
his work may damage plaster walls, which must be 
repaired. Then there is the home owner too. Muralo 
Patching Plaster is scientifically timed for setting and 
hardens uniformly —won’t crack or crumble, so that 
anyone can use it with satisfaction. 

Plaster walls are prone to crack —and every crack 
calls for Muralo Patching Plaster, which incidentally, 
is equally effective for repairing interior brick, concrete 
or stone. 

It does not require higher mathematics to estimate 
the wide sales demand there is in your community for 
Muralo Patching Plaster or what a profitable, worth- 
while seller it is for you to stock and push. 

One of a wide family of fine quality products—all 
of which are money makers for wide awake dealers. 
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Manufactured by 


THE MURALO COMPANY, Inc. 


Founded 1894 


Specializing Exclusively in Decorative Wall Coatings, Cold Water Paints, 


Wall Sizes and Patching Plaster 
STATEN ISLAND, NEW YORK 
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WHY YOU SHOULD 
SELL THIS TURPENTINE 


ERCULES Steam-distilled Wood Turpentine is guaranteed 
by the producer to be a pure spirits of turpentine. 


The guarantee appears on every container where the purchas- 





er can see it. VA 
Itis widely advertised t painters—your best customers. They 
know. about it and have cohfidence in it. 


It is packed in handy containers—quart, gallon, and _ 


5-gallon cans—that make it convenient to handle eee . 
sill 


and to sell. Also in 50-gallon drums. a 
er HERCULES POWDER COMPANY 
—_ 956 Market St., Wilmington, Del. 


Order from your jobber. itt 


— Gentlemen: Kindly send me one of 
the 5-panel window displays shown at left. 
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OLOR in the home! What a vogue for the bright, cheer- 
is ing smartness of color is sweeping the country. 
And more and more the modern man and woman are 
demanding not only beauty, but /asting beauty. 

Murphy Da-Cote Enamel, in addition to being so highly 
regarded for its fine quality, is now to be had in a full The 8 new colors 
range of colors. A complete answer to those who want to 
decorate their own homes with /asting-beauty. 


Mandarin Red Tangerine 


Light Gray Jade Green 
MURPHY VARNISH COMPANY Ivory Spray Green 
Newark Cuicaco San Francisco MontTreaL Pearl Gray Light Brown 


Murphy Da-(ote Enamel 
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MASONRY wall must be 

saturated with water be- 

fore you. apply Medusa Port- 

land Cement Paint. If you put 

it on a dry wall it will not set- 

up properly and will dust off 
in a short time. 


And that is one of the biggest 
advantages Medusa Cement 
Paint has over ordinary paint 
for covering basement walls. 


Soak It Good! 


Two coats of Medusa Port- 
land Cement Paint on a wet 
basement wall will give you a 
hard, dense surface that will 
check dampness. 


There are many other uses 
for Medusa Cement Paint. 
Send in the coupon below for 
complete information on the 
use of Medusa Portland Ce- 
ment Paint. 


THE santSOsKy CEMENT COMPANY 
1002 The Engineers’ Building | Cleveland, Ohio 

















THE SANDUSKY CEMENT COMPANY 





a 
oo 
gd 
Send me complete information on the use 
of Medusa, the patented Cement Paint. 


CEMEN 





1002 The Engineers’ Bldg., Cleveland 


Name ---- 


NIN oles aan hence hein oan’ sin noe 











There’s None 
Exactly Like It 
Q 
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Painting Stucco and Brick 


With Zinc Pigment Paints 
A New Field for Paint Sales 


INE million stucco and brick buildings are waiting to be 
painted. Progressive paint dealers everywhere are increasing 
their sales by broadcasting the necessity of paint for these structures. 


Moisture and dirt can do as much damage to stucco and brick houses 
as to unpainted wooden dwellings. 


An oil paint seals the pores in stucco against the entrance of water— 
the destructive action of rain and freezing weather is largely counter- 
acted by painting stucco. And there are no open pores to gather 
soot and dirt. 


An oil painted surface represents the difference between an attrac- 
tively clean and dry stucco house and a damp, spotted one. Dry color 
mixed in the final stucco coat merely tints —it cannot protect the 
surface. Oil paints also are being used extensively for brightening and 
moisture-proofing old brick dwellings. 


Thesame “quality” paints in which substantial proportions of zinc 
pigments* are correctly combined with the proper oils and driers to 
give lasting finishes on wooden buildings, are being applied to stucco 
and brick with excellent results. Paint manufacturers are recommend- 
ing special primers containing zinc pigments as a base for these paints. 


A technical investigation of this subject has shown interesting facts 
which have been printed in booklet form. We shall be glad to send 
them to you free upon request. Do not miss this opportunity to 
learn how to greatly increase your sales. 


*Nationally used zinc pigments are The New Jersey Zinc Company's “XX" Zinc Oxide 
and “Albalith” (the super-lithopone). Lithopone is a combination of ZINC sulphide and 
barium sulphate. It is one of the whitest pigments known, and contributes to smoothness of 
finish. Lithopone has been adopted by all paint manufacturers asa quality pigment for ail kinds 
of paints. “Albalith’ Lithopone in combination with “XX™ Zine Oxide is being nationally 
used in a remarkable number of high-grade exterior paints. 


The New Jersey Zinc Company 


Since 1848 Manufacturers of Pigments of Quality for Manufacturers of Quality Paints 
160 FRONT STREET, NEW YORK CITY 
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“The heaviest seller 
of any single article in our stock” 


E. I. pu PoNT DE NEMourRS & Co., INC. 
Paint & Varnish Division 


Géntlemen: 


We want to tell you how wonderfully 
surprised we have been at the volume of 
business we have developed on du Pont 
Duco. We were a little slow about 
stocking this product, as colored enamels 
had always been a poor seller with us; 
but in the year and a half that we have 
been stocking Duco, it has grown to be 


In spite of these conditions, our sales 
of other du Pont products—Master- 
Painters’ Base Paint, Town & Country 
Flat, and Supremis Varnish, have far 
surpassed our expectations; and we feel 
that we can account for this in the 
wonderful cooperation of du Pont 
through their national advertising, and 
dealer helps. 


You can just count us as one of your 


: the heaviest seller of any single article ost enthusiastic du Pont dealers. We 
: in our stock. Our sales of Duco have believe that one of our best assets is our 
: been over $2,500 in the past six- du Pont Agency Franchise. 

‘ teen. months; and when you con- 

3 sider the business depression we Very truly yours, 


% 
oe 


have been through, with sales of 
most materials at or near the zero 
point, we consider this a remark- 
able record. 





(Signed) A. W. SHAW 
Shaw and Stuart 
Daytona Beach, Fla. 


Write for introductory proposition on the du Pont 


line. For your 





enience, use the coupon below. 


E. I. DU PONT DE NEMOURS & CO., INC. 
Independence Square, 
Philadelphia, Pa. 


Gentlemen: Without obligating me in any way, please 


send me information on how I can make more profits 


Reg. U. S. Pat. Off. : : ‘ ‘ 
in the paint and varnish business by taking on the du 


D [ ) CO Pont line. 
Ro ee ES ee nee me re er eee Sere ee eer eT 


made by du Pont eee ee ee en ene Peer yee Pier tree 

















HARDWARE AGE for JUNE 28, 1928 











These two important points are being watched by 
more than 30,000 dealers who have supplied 
Alabastine to millions of satisfied users. 


For half a century Alabastine has been preferred to 
kalsomine or wallpaper by millions, and 25 million 
homes see our national advertising. 


We cooperate extensively with our dealers. 


If you are not now an Alabastine dealer you can 
easily build profits for yourself by becoming one. 


Any jobber can supply you with Alabastine. 


You may correspond directly with us if you desire, 
and we will put you in touch with the proper jobber. 


Alabastine Company, 823 Grandville Ave., Grand Rapids, Mich. 





Alabastine FREE Help + 
for Dealers 


Nowhere else can such effective dealer co- 
operation be secured as that given by Alabas- 
tine Company. 


Write TODA ¥ for our liberal array of dealer 
elps — for window cards, counter displays, 
color cards, booklets illustrating Alabastine 
uses and new Opaline effects obtained with 
Alabastine. 
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Ask for information about the many uses for 
Alabastine Dry Positive Colors, our special 
Stencil offer, and other impressive cooperation; 
and we will put you on list to receive our in- 
teresting FREE publication, “Brush and Pail” 
which 30,000 dealers have found very helpful. 


All of these helps are tied in with and sup- 
ported by our extensive national advertising. F 














Mixed in One Minute 
With Cold Water. Ready 


to Apply Immediately 





One Minute Alabastine 


Look for the Cross and Circle 
printed in Red. Not a bad pack- 
age in a carload or a trainload. 


Facts About Alabastine 


Sold onfy in 5-pound packages with trade 
mark cross and circle in red printed thereon. 

A dry powder ready to mix with cold or warm 
water-ONE MINUTE AND IT'S READY TO 
USE. White and 20 colors—all numbered, eas: 
to select from color card, and any tone heoneh 
intermixing. Only wall brush and pail needed. 

Suitable for all interior surfaces —plastcr, wall 
board, brick, cement or canvas. 

It is not Kalsomine, but a uniform, lasting 
wall coating with a 50-year reputation for ex- 
cellence— WITHOUT AN EQUAL. 

Covers more wall per pound than any other 

nish. 

Won't rub off if properly applied; but washes 
off easily when change is desired. Durable, 
sanitary, beautiful, inexpensive, non-fading. 

One package will cover about 350 square feet 
of smooth wall. 30,000 stores sell Alabastine. 


INSTEAD OF KALSOMINE OR WALLPAPER 
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Hack Saw Frames 
For Mechanics 


and Householders 


There is an increasing demand for UNION 
Hardware Adjustable Hack Saw Frames 
because they give lasting satisfaction and 
sell at reasonable prices. 


Being strongly constructed in the patterns 
most sought they meet the requirements of 
the most particular mechanic as well as the 
average householder. 


If your Jobber does not carry UNION 
Hardware Hack Saw Frames, write to 
us and we will refer you to the nearest 
Jobber who does. We protect our 
Jobbers. 


ESTABLISHED 1854 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 


A few of our 
many patterns. 
Made from the 
best Cold Drawn 
and Cold Rolled 
Steel, to take 
blades from 8 in. 
to 12 in. 











A Real Good Lacquer 
Sprayer Priced for 
Large Volume Sales! 


Here’s an excellent chance to net an extra profit 
on the annual spring rejuvenation of the home 
when porch furniture, garden furniture and 
many items of household furniture, together 
with many a family car will acquire a new coat 
of lacquer or paint. 


People have got the spraying idea. They know 
that it is infinitely easier, quicker and more 
convenient than brushing, and the Lowell Lac- 
R-Spray meets the demand for a good, low 
priced lacquer sprayer as no other equipment 
does. It functions perfectly—throws fine or 
coarse spray as desired, and costs no more than 
a good brush. 


Capitalize to the full extent on the big de- 

mand for lacquer sprayers this spring by 

= stocking the Lowell Lac-R-Spray at once. 

_. If your jobber can’t supply you write us 
SS direct for proposition. 





LOWELL 
SPECIALTY CO. 


LOWELL, MICHIGAN 











Faith 


E have an abiding faith in 

the proposition that quality 
begets quality. Therefore, we make 
our paints, varnishes* and enam- 
els to a standard that will attract 
dealers, painters and consumers 
who know the true economy of 
quality. 





Mt: 
MAKERS OF 


VARNISHES : ENAMELS : PAINTS 
BUFFALO, N. Y. 
New York Chicago Washington,D.C. Cleveland 
cf 
*UTILIVAR, an important member of 


our varnish family. An all surface utility 
varnish. 























A Good Stock of Decaleomanias for 


$15.00 That Nets $40.00 at Retail 


Fourteen of our best selling designs for unpainted 
furniture decoration. With this trial assortment 
we furnish FREE a Metal Display Sign, like 
above, size 16 x 18 ins. Center cutout holds pint 
can of Enamel. Write. 


Lewis & Freeman «,. Gisicave. Cleveland, Ohio 
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This Guarantee 1s 


CHALLENGE 


to you and your customers 





ERE is the strongest guarantee 
for quality paint that has 
ever been made! 

It is not onky a challenge to every 
man who buys paint—it is a sales 
weapon for every dealer handling the 
Devoe line. 

It will be read by literally millions 
of home-owners—for it will appear 
in all nine of the startling new Satur- 
day Evening Post advertisements for 
Devoe Lead & Zinc House Paint 
in 1928! 

Hundreds of thousands of these 
home-owners will spend from $200 to 
$1,000 to paint their homes this year. 
This means a real investment. No man 











81 WORDS—STRONGER THAN 
A THOUSAND ARGUMENTS 


Paint half your house with Devoe 
Lead & Zinc Paint and paint the 
other half with any ordinary paint 
you choose. If Devoe Lead & Zinc 
Paint does not take fewer gallons 
and cost less money per job, we will 
make no charge for Devoe. 

If Devoe Lead & Zinc Paint 
doesn’t wear one or two or three 
years longer—longer and better— 
we will give you free of charge 
enough Devoe Lead & Zinc Paint 
to repaint your entire house. 














one single ounce of silicates or any 
other ‘‘filler.”” A paint proved 
right by thousands of the hardest 








wants to make it oftener than is 
necessary. 

And every man faced with it is 
going to be interested in a paint that 
is actually guaranteed to last one, two 
or three years longer—and guaranteed 
to cost less in the beginning as well! 
He is going to want that kind of paint on 
his house. 

Back of the Devoe Guarantee are 
174 years of experience—and a pure 
lead and zinc paint that contains not 


tests paint can be given. 

The same outstanding quality 
that is back of Devoe Lead & Zinc 
House Paint is back of every other 
item in the Devoe line. This line has 
meant increased business to thousands 
of dealers throughout the country. 
We guarantee that it will mean in- 
creased business to you. A postcard 
will bring you full details of the 
Devoe line and agency proposition. 
DEVOE & RAYNOLDS COMPANY 


INC. 
1 West 47th St. New York 


DEVOE HOUSE PAINT 


AA Devoe Paint and Varnish Product 






























16 HARDWARE AGE for JUNE 28, 1928 














Waiting on Trade is more than shoving some- 
thing across the counter. 









When a customer asks for a night-latch, find out 
whether he wants it to keep the door from stand- 
ing ajar, or whether he really wants Burglar 
Protection. 


He will appreciate your interest in his problem 
—and will pay for it. 





SEGAL LOCK & HARDWARE CO., INC. 


Makers of Burglarproof Locks 
155-61 Leonard Street, New York City 
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Bolts, Nuts, Cotter Pins 





Efficiency Cellar Box Cotter 
Efficiency Point 


‘ CLS & 
SEEDS) Greer 








manag = — send Oval Head Square Head and 
“‘Buckeye’’ Lamson Ribbed Nut Lamson 


Tire Bolt Carriage Bolt Machine Bolt 





Cold-Punched 
Chamfered and Trimmed 
Nut with Reamed Hole 


Semi- Finished 
Castellated Nut 





Hot Pressed Square 
eas tees hia ties and Hexagon Nut 


Stove Bolt Stove Bolt 





Gimlet Point 
Lag and Skein Screw 
with Square Head 





Lamson Carriage 
Bolt 





No. 3 





Round Head Square Shank No. 1 Effictency Cotter Assortments 

. ow and Cultivator Bolt > i oP . 

Bull Dog Wire with Forged Square Nut Flat Head Screu Top Tin Box 
Rope Clip Finished Point Elevator Bolt 


The New Smith Process gives L & S Bolts a tensile strength 
unequalled by any other commercial standard bolt. 


THE LAMSON & SESSIONS COMPANY | 
1971 West 85th Street + Cleveland, Ohio 


CHICAGO ST. LOUIS EL PASO SALT LAKE CITY LOS ANGELES 
DETROIT ATLANTA SEATTLE CHATTANOOGA SAN FRANCISCO 


MANUFACTURERS OF THE MOST COMPLETE LINE OF BOLTS IN THE COUNTRY | 
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STAR-Rite 
Empress Waffle Iron 


The only Iron with a 
patented heat indicator— 
“Total Eclipse” 


$15.00 


In Canada $18.50 


This is the first and only 
waffle iron equipped with a 
heat indicator—the patented 
Total Eclipse. 


This waffle iron eliminates 
all guess-work, embarrass- 
ments and mistakes. It’s the 
only iron that tells the exact 
cooking temperature. 

This new STAR-Rite Waffle 
Iron with the patented heat 
indicator, overnight  revo- 
lutionizes the entire waffle 
iron industry. It’s the great- 
est advancement since waffle 
irons were first introduced. 
It’s the greatest selling oppor- 
tunity in the appliance field 
today. You will sell as many 
of these new STAR-Rite 
Waffle Irons as we can sup- 
ply, and our supply will be 
unequal to the demand. 


HARDWARE AGE for JUNE 28, 1928 


From today 
this is the 
standard of 
the waffle 
iron field. All 
other waffle 
irons will be 
judged in comparison with 
this STAR-Rite. Low prices, 
freak shapes, odd designs will 
have no future bearing on 
waffle iron sales—every 
woman will want this new 
patented heat indicator fea- 
ture—Total Eclipse.” 


Every housewife will know 
of this new, modern, im- 
proved waffle iron. Our ad- 
vertising will make the mod- 
ern woman interested only in 
a waffle iron with a_ heat 
indicator, and STAR-Rite is 
the only iron with this fea- 
ture—“The Total Eclipse.” 











Ready Today—Tomorrow’s Waffle Iron 


The EMPRESS model is 
made of brass throughout, 
finished in sparkling nickel 
and beautifully engraved, 
with ebony Bakelite handles. 
This EMPRESS is without 
doubt the most beautiful 
waffle iron on the market to- 
day. 


Place your order for a sample 
immediately. We will send 
it as soon as possible. We 
urge immediate placing of 
orders for summer, fall and 
holiday requirements as the 
demand is sure to exceed pro- 
duction. 


STAR-Rite 


ELECTRICAL NECESSITIES 


The Fitzgerald Manufacturing Company, Torrington, Conn. 


Canadian Fitzgerald Company, 95 King Street, East, Toronto, Ont., Pacific Coast Branch “The Better to Serve You in the West,” 1211 Van 
Ness Avenue, San Francisco, Calif.; Makers of Famous Never-Leak Automotive Gaskets. ’ 


b 


a 








Ss 


4 
a Py 
igk 
By 





5 a Oe 
: i 





























prey 


> 


Don’t Fight “Established Preference” 
—Make It Build Sales for You! 


Cyclone “Red Tag’? Lawn Fence is the orna- 
mental fence home owners know—the brand 
they are sold on. Why fight this “established 
preference” to make sales? Even though you 
take the extra time and effort required to sell 
another brand, you cannot give customers the 
deep-rooted satisfaction they would get from 
Cyclone Lawn Fence. Moreover, these cus- 
tomers, leaving your store without getting what 
they really wanted, are apt to feel that they are 
“victims of salesmanship.” 


On the other hand, if you sell Cyclone “Red 
Tag” Lawn Fence your fence sales will be easy. 


Main Offices: 





lone 
« 


Basket 


A high-grade trash basket and 








You will build sales and good will by supplying 
your customers with the fence they know and 
want. That’s why Cyclone sales represent the 
greatest possible profit for the dealer. 


You can get the big, high-class ornamental 
fence jobs with Cyclone ‘‘Complete Fence.” 
Made-to-order to fit your customer’s property. 
Heavy. tubular steel framework and malleable 
fittings, picket type or «chain link fabric, gal- 
vanized or painted green. Send measurements 
to nearest Cyclone offices for estimate. Also 
write for complete catalog. 


CYCLONE FENCE COMPANY 


Waukegan, Ill. 


Works and Offices: North Chicago, IIl., Cleveland, Ohio, 
Newark, N. J., Fort Worth, Texas. 
Pacific Coast Division: Standard Fence Co., Oakland, San Fran- 
cisco, Los Angeles, Calif. 
Northwest Fence and Wire Works, Portland, Oregon, and 
Seattle, Wash. 


Direct Factory Branches in All Principal Cities 


lone *107 


Gafcr-ALL 
rubbish consumer. Baked green REG.U.S.PAT. OFF. 


enamel finish. We also manu- 
facture the “Junior” Burner 


Basket, low-priced to get the r.% 
—vomongg ence.-°Gates 
©Cc. F. Co. 1928 
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Select List of Big Sellers! 


Every dealer should carry a representative line of wheel goods 
comprising the proper selection as to sizes and the best sell’ 











ing numbers of each item. DUMP TRUCKS 
; ; No. 8567 Junior 
The list at the right can be safely followed as a guide to right VNo. 8587 Road King 
purchasing. Every dealer, as nearly as his space will P= yp! ot ‘ 
should carry every item shown. If that is not possible then 
No. 8506 Star 
at least the items checked. No. 8508 Ace 
No. 8512 Cheverolet 
"The way to larger Children’s Vehicles sales is through a complete VNo. 8518 Jewett 
showing of the best line—American—The Line Beautiful. No. 8519 Jordan 
No. 8528 Overland 
AEROPLANES 

























VNo. 8597 Columbia 
No. 8598 Spirit Of St. Louis 
No. 8599 Spirit Of America 


SCOOTERS 
No. 187 No. +/192 
No. 190 No. 195 


Steel Coaster Wagons 
No. +/ 45 Rambier 
No. 660 Speedway 
No. 662 American Chiet 


Wood Coaster Wagons 
VNo. 143 Hi-Speed Racer 
No. 363 American Coaster 


VELOCIPEDES 
Nos. OER, 1ER, 2ER 
Red Wing Three Sizes 

V/Nos. 15, 16, 17 

High Grade Three Sizes 

Nos. 71, 72, 73 

La Salle Three Sizes 

PARKCYCLES 
V/No. 820 American 
No. 826 American 
No. 832 American 


PEDAL BIKES 
No. 158 Junior Bike 
VNo. 160 Junior Bike 
No. 163 Junior Bike 
No. 165 Junior Bike 










WRITE FOR CATALOG 
SEE YOUR JOBBER 






















Children’s 
Vehicles 


THE AMERICAN NATIONAL COMPANY, TOLEDO, OHIO 


“Known Around The World” 
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More Profits for Hardware Dealers 


500 Push Broom. Made of gen- 
uine African Bass—lengt of 
fibre6". Size of block 16" x34" 
—sweep of broom 22}4”, large 


Selling Osborn Push Brooms 


Osborn makes a better- 
wearing, better sweep- 
ing broom for every need 
—from finest bristle for 
tiled floors to heavy 
duty bamboo and flat 
wire for street and fac- 


tory use. 





0277 Bamboo Push Broom. 
Made of Split Bamboo. Length 
of Fibre 7". Block size 16° x 
314" A heavy duty push broom fibre 6”. 


at a low price. 


277 Rattan Push Broom. Made 
of select round reed. Size of Made of tempered flat steel 


block 16° = 3¥4°, 


There’s a stéady de- 
mand for brooms of this 
type—and you will find 
it easy to sell Osborn 
Brooms because of their 
high grade construction, 
better-wearing qualities 
and low price. 


121 Flat Wire Push Broom. 


th of wire. Widely used in roa 
construction. Block size 
16" x 2%,'—length of wire 5°. 


JWé OS80RN MANUFACTURING COMPANY 


5401 Hamilton Ave. Cleveland, Ohio 
Branch Offices: 
New York Detroit Chicago San Francisco Los Angeles 


bo 








A BETTER WEARING BRUSH FOR EVERY USE 
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P akoigaye addition to Lupton Equipment 
and a money-maker for your store — the 
Lupton Cutlery Display Table! Like all items of 
Lupton Equipment, this table is built to the de- 
sign and dimensions approved by the National 





Rear View 


and broken fots. 


are standard N. 












Attractive but not interrupting, this Cutlery 


Display Table draws customers like a magnet 
to your cutlery line. With its approved color 
combination — neutral green and N. R. H. A. 


orange blocks —it is the ideal merchandising 





Retail Hardware Association and 
has the superior advantages of steel 


construction, namely, permanence, 


— Lupton Steel Display Tables 
N. R. H. A. approved) cost less 
than the average mark-up of the 
goods they hold. One turn-over pays 
for one table and it will increase 
your turnover from 25°% to 500% 


background for the display of 69 
profitable items. 
Write for catalogue No. 913 giv- 








space - economy and /ower fist cost. 


DAVID LUPTON’S 
2211 E. Allegheny Ave. ° P ‘ - 





ing complete information and prices. 


SONS COMPANY 


Philadelphia 


) Hardware Store 
WIE QUIPMENT 


The front of the Cutlery 
Display Table permits 
hog rey arrangements 
rge specials, while 
<: back of the table has 
shelves for surplus stock 
glass top slides smoothly 
mm steel runways and has 
a spring catch. Dividers 
R. H. A. 
bulb-edge glass 


CUTLERY 
DISPLAY 
TABLE 


Plate 
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Dependable Miniature Train Manufacturers 








USINESS has been unusually good 

with AMERICAN FLYER since the 
New York Toy Fair when the Entirely New 1928 
Rainbow Line was displayed for the first time. 
The nation’s leading Toy Buyers were quick to 
recognize the impressive enrichment and striking 
innovations built into our trains. Knowing our 
unrivaled record for stamina, they immediately 
placed American Flyers away out in front—in a 

class by themselves—as America’s finest toys! 

The Buyers’ reception of our new Rainbow 
Line created a sharp advance in our 1928 sales— 
so noticeable as to warrant the addition of exten- 
sive plant and special machine equipment. This 
expansion program is so well under way that 
we positively can assure you prompt delivery as 








WRITE today for your you require. 
copy of _ ae 5 Hand-in-hand with our increased production 
Catalog which sllustrates facilities, we are making extensive plans to con- 


and describes our EN- 

TIRELY NEW 1928 

RAINBOW LINE! 
tt’s ready to MAIL! 





















tinue building AMERICAN FLYER, Good-Will 
with increased dominant year-to-year National 
Advertising. 

To those of you who are undecided or desire 
something really new in miniature railroads, we 
will cheerfully tell you how the trade has found 
the AMERICAN FLYER Rainbow Line a most 
profitable and dependable one! 
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2225 South Halsted Street Chicago, Illinois 


Sales Offices: 
200 Fifth Avenue, New York, N. Y. 660 Mission Street, San Francisco, Calif. 
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This Week’s Issue 
Trade Winds, by Llew S. Soule......... lee vcdiin acti aaiawitaee HIS issue of Harpware 
Carney Made Good, and How!........... Sahih Ta cael ee AGE presents another of the 
‘ ° popular paint sections. Here 
Put Light on the Sales Force.................. se se wle ee 29 are eight pages devoted entirely 
P , , E to this important department of 
Impressions of a National Convention, by Saunders Norvell 30 se Meeceeeabien Mic ombaie: 
Report of the Arkansas Convention.................... 32 dising experiences and other 
: . features of interest tothe store 
Everybody’s Business, by Floyd W. Parsons........... oe handling paint are given here. 
Why Different Size Catalog Pages?.................... . 34 The regular departments of 
HARDWARE AGE are also given 
Paint Salesmen Hear of Good Prospects................ 35 attention. 
Picture the Results—the Paint Will Sell Itself........... 36 Next week's issue will carry 
a complete report of the Na- 
He Deserved the Order; He Came After It.............. 38 tional Retail Hardware Associa- 
‘ ‘ ; ; tion’s convention at Boston. 
Little Things that Help Increase Paint Sales.......... ... 40 This will be the first complete 
Letters on the Guarantee of Tools..................- eoatae report of the convention to be 
im : published. Watch for tt. 
Show Card Writing for the Beginner, by Joseph Bertram 
Prey Pree eer err GME etn tie da lise nein 44 
Collections ......... Peeben < SURE Lewie wa eye wakes ‘ 46 Read What They Say 
en ee nee 48 About Us: 
I Meine a ae 
(Signed) Watter FENWICK, 
’ Niagara Falls, Canada. 
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Branch Office Representatives of Hardware Age 


EDITORIAL 
CINCINNATI: BURNHAM FINNBY 
Union Central Bldg. 
Boston: GERARD FRAZAR 
425 Park Sq. Bldg. 
MINNEAPOLIS: F. S, SMITH 
4216 Bryant Ave. S. 
WasHINcTon: L. W. Morrgert 
536 Investment Bldg. 


Cuicaco: D. M. ANDREWS 
1507 Otis Bldg. 

PHILADELPHIA: JaMEs M. RosB 
1402 Widener Bldg. 

PITTSBURGH: G. F. TEGAN 
1002 Park Bldg. 

CLEVELAND: F. L. PRENTISS 
1362 Hanna Bldg. 


ADVERTISING 


PHILADELPHIA: Haroutp G. BLopGETtT 
1402 Widener Bldg. 

New York: P. J. Coscrave 
239 W. 39th St. 

Boston: CHauNcEY F. ENGLISH 

425 Park Sq. Bldg. 


SUBCRIPTION Prick—United States, its. possessions, Canada, Mewico, Central America, 
South America, Spain, and its colonies. 1 year, $3.00; 2 years, $4.00. Foreign coun- 
tries, not taking domestic rates, 1 year, $6.00. Single copies, 25c. each. Subscription 
remittance should be made by Check, Post Office Money Order, Express Money Order 
or Bank Draft, payable to Harpware AGg, New York. 

Member of the Audit Bureau of Circulations 

Member of the A iated Busi Papers 


Cuicaco: R. R. CRONKHITR 
1507 Otis Bldg. 

CLEVELAND: WILL J. FEDDERY 
1362 Hanna Bldg. 




















Most of our hardware salesmen 
receive the HARDWARE AGE and get 
a great deal of good from your pub- 
lication. 

Yours very truly, 
Tue CANTON HARDWARE COMPANY, 
(Signed) B. F. Booru, 
Canton, Ohio. 
Sales Director, 
(Signed) FE. Kuster. 


I attach check for one year sub- 
scription for HARDWARE AcE. May 
you continue to function and grow. 

Norvell piece every week is worth 
$1.50 or more. 

(Signed) Doucras METCALFE, 
Mount Dora, Fla. 
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New Weapons with which to Fight 


Your Chain Store Competition! 


NY independent hardware dealer 
with an ounce of gumption will 
guarantee to lick chain store 

competition providing he can match 
his chain competitor in price. You 
know you have the advantage in the 
quality of merchandise, in its suitability 
to your locality’s needs and in the per- 
sonal, neighborly service you render. 
The only additional weapon you need 
is Price. And now you can have that. 


We at Hibbard’s are now prepared 
to supply you with a variety of special 
goods at amazingly low prices. With 
them you can freshen up and attract 
people to every department of your 
store. Tools, household necessities, 
cutlery, kitchen utensils —there are 
hundreds of items in this special line 
from which to choose. The list of 
goods will not always be the same—but 
there will always be a wide variety from 
which to choose. You 
can sell each item at 
a profit and equal or 
beat the price asked 
for the same item by 
your local chain store. 
In fact all of these 
items have always re- 
tailed for more. 





To make possible this new service 
for you we have literally “fought the 
devil with fire.” We have enlisted the 
support of a large number of promin- 
ent manufacturers who feel, as we do, 
that the independent hardware dealer 
occupies a necessary place in the field 
of distribution and should be helped. 
We have made mass purchases of 
these items, from the manufacturers. 
They and we have cut our profits to 
the bone—actually in some cases there 
is no profit for us at all. In such cases 
the dealer’s profit is also small—but 
that is chain store practice—small prof- 
its on special bargains has been their 
means of attracting attention and is the 
secret of their growth. 

In turn we ask you to buy in unit 
packages (thus saving repackaging costs 
all along the line), pay cash, without 
cash discount, and give these bargain 
items mass display in window and on 
tables and sell them 
at their competition 
prices-5, 10, 25 & 50c. 

This is the merchan- 
dise you have long 
wanted—and needed. 
Write us today for full 
details or ask our sales- 
man when he calls. 


HIBBARD, SPENCER. RARTLETT & (0. 


SHI CAS © 


211 EAST 


WATER ST. 
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TRADE ¥ WINDS 


By Llew S. Soule 








Chain Store Competition 
The Service “Nigger in the Distribution” Wood Pile 


these days is the “Rising Costs of Distribution.” 

It is generally conceded that it is costing too 
much to sell merchandise; that margins of profit are 
too narrow because of excessive costs in getting the 
goods to the consumer. It seems logical therefore to 
analyze those costs and find wherein the larger part of 
the expense lies. 

What are the expenses of distribution? Roughly they 
are: .Advertising expense; warehousing and jobbing 
expense; credit and accounting expense; salesmen 
expense; store expense; service expense. 

Advertising today is absolutely necessary. If 
handled in the proper way by manufacturers it can be 
made to pay for itself, by creating sufficient demand 
to increase production and thereby cut manufacturing 
costs. If rightly handled by jobbers and retailers, it 
will increase sales volume and thereby cut overhead. 
Among independent retailers at least, there is too little 
constructive advertising. 

Jobbing and warehousing of merchandise is essen- 
tial in the hardware field. There are so many items 
of hardware that it would be practically impossible 
for the independent hardware retailer to maintain 
stocks on a profitable basis without the wholesaler. 

Business cannot get along without accounting. so 
accounting costs are bound to stay with us. A certain 
amount of credit seems necessary, but credit costs can 
and should be cut appreciably. 

Salesmen are needed in getting merchandise from 
manufacturer to jobber, jobber to retailer, and retailer 
to consumer. There is probably some overlapping of 
territories and some inefficiency which can be cor- 
rected, but there will always be the need of efficient 
salesmen. 

Retailing cannot be done without store expense, and 
while store overhead can be whittled down somewhat, 
it is doubtful if any great reduction can be attained. 

That leaves only the service item to be considered, 
and we sometimes wonder if the free service which 
permeates the regular channels of hardware distribu- 


‘Tie favorite subject for business discussion 


tion is not the chief cause of high distribution costs. 
Certain it is that manufacturers, jobbers and retailers 
of hardware are giving many free services which were 
not given by the hardware industry in the old days, 
and are not given by chain store systems today. 


We are willing to concede that special services do 
attract a certain number of new customers; that they 
do help to satisfy many old customers. But we must 
also take cognizance of the fact that these free services 
add to the expenses of business, and narrow the mar- 
gins of profit. At the same time we wonder if free 
service really holds any great percentage of customers, 
unless prices are kept at the same level as those of 
competitors who give little or no service. 


People are shopping these days. They are not 
shopping entirely for price, but for quality at a price. 
They understand price, but generally they do not un- 
derstand quality. They buy price; they have to be 
sold quality. Where prices are the same, they nat- 
urally give preference to stores where free service 
predominates, but service alone seems no longer to be 
the big appeal. Meanwhile it creates an exceedingly 
large part of distribution costs. 


Now don’t misunderstand us. We are not against 
service; we merely recognize that service costs money. 
Some services are necessary to the success of the in- 
dependent retailer; some are unnecessary and expen- 
sive. We are inclined to believe that the successful 
independent hardware man of the future must sell 
hardware, rather than long credits and a host of other 
so-called services. The type of service still demanded 
is that which is closely related to the merchandise, 
such as adequate stocks of quality goods; stores where 
it is easy for the customer to buy; salesmen who know 
and who can impart practical knowledge of merchan- 
dise, its value and how to use it. 

Such service is the back bone of independent retail- 
ing, but many free services which have little or no 
connection with the merchandise itself may, in the 
face of the present competition, be just so many white 
elephants. . 


This is the tenth of a series of articles in which the Editor discusses Chain Store Competition 
in all its phases. 




































Carney has 
Made Good 
and How? 


Wire win E. CARNEY is the personality behind 


The personnel of the Carney organization. 


the William E. Carney Company, of Philmont, 

N. Y., one of the largest and most successful 
retail hardware houses in that part of the State. The 
arrangement of the new Carney store, the quality of 
the merchandise and the attitude of the Carney sales- 
men—all reflect the splendid character and forcefulness 
of “Bill” Carney. 

Mr. Carney had planned to be a professional man. 
He was brought up in a hardware atmosphere, as his 
father, the late Michael Carney, sold hardware for many 
years, until his death in 1900. Shortly after his passing, 
Bill Carney overheard a remark to the effect that he 
was utterly incapable of carrying on his father’s busi- 
ness. “This was an incentive,” he relates, “to prove that 
this statement was false. Although many of my friends 
urged me not to give up my professional career, I re- 
solved to carry on the business and make good.” He is 
succeeding, for the company is highly respected and 
enjoys a reputation for selling quality merchandise at 
reasonable prices. 

There are two things about which Mr. Carney is very 
emphatic. One is the danger of a discourteous employee 
and the other the practice of “price cutting.” “A dis- 
courteous employee in a store is as dangerous as a broken 
plank over a stream,” he says. “It has always been my 
aim to sell quality merchandise with a reasonable com- 
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HEN Michael Carney, success- 

ful hardware merchant of 
Gloversville, N. Y., passed away 
in 1900, it was said that his son Bill 
was utterly incapable of carrying on 
the business. Bill Carney was roused 
by this remark and gave up a profes- 
sional career to prove the statement 
inaccurate, to say the least. 

In addition to building a fine hard- 
ware business he has rendered more 
than a quarter century of useful 
service to his community. 


PD 











> 












Above is a small section of 
the well arranged store. 


mission included in the selling price for servicing and 
distributing.” 

In the past few years the business has grown to such 
proportions that additions have been built. About a 
year agé a new building was erected which was fur- 
nished with the latest types of fixtures, lighting equip- 
ment and merchandise display material. 

The front of the store is on the street level, the rear 
slightly elevated. New display cases are filled with at- 
tractive merchandise and in the center of the store is a 
horseshoe case 13 ft. in length and 7 ft. deep. It is 
filled with silverware, glassware, crockery and novelties. 

A large stock of builders’ hardware, radios, electrical 
supplies, tools, electrical refrigerators, crockery, etc., 
contributes largely to the success of the establishment, 
and the company also conducts a large department for 
the installation of plumbing and heating supplies. Al- 
though his successful business takes much of his time, 
Mr. Carney has found it possible to serve his community 
in various public offices. He is finishing his second 
term as a trustee and has served as a member of the 
Board of Supervisors, president of the board of trade 
and other organizations. 

It is twenty-eight years since Mr. Carney assumed 
the management of the company. He resolved to make 
good and can now look back over a period of more than 
a quarter century of useful service to his community, 
both as a merchant and as a citizen. 
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The store of the Saxton Hardware Co., New Orleans, where business was greatly improved by proper lighting 








Put Light on Your Sales Force 


66 NEVER imagined,” says John A. Saxton, Presi- 
dent of the Saxton Hardware Co. of New Orleans, 
“what an important part proper lighting played in 

sales until I came to apply it to my own business. The 
first intimation I had that something was wrong with 
certain sections of my store was when I started to analyze 
the sales costs of my various departments. After I had 
the figures in tabulated form they showed plainly that it 
cost me considerably more to move cutlery, electrical 
appliances and small tools than any other type of goods 
which we carried in stock. 

“My first step to correct this condition was to comb 
the sales force of the three departments in question. A 
thorough investigation in this direction forced me to 
admit that the trouble certainly was not there; each man 
measured up to the standards of efficiency, courtesy, hon- 
esty and intelligence that I had set for him. The force in 
these departments also compared favorably with the force 
of other departments whose batting average was very 
much higher. 

“My second step was to check the stock that showed 
a tendency to allow overhead to climb above profits.” 
But Mr. Saxton found nothing wrong there either—the 
goods should have sold readily, but for some strange 
reason did not! The next step was really a discovery. 
For Mr. Saxton realized suddenly that the three depart- 
ments in question, grouped together in the center of the 


building, received very poor light. There were no sky- 
lights accessible to these departments and the only light 
that reached them canie from the entrances and was not 
very plentiful even in the best of weather. The supply 
of light certainly was not sufficient to show up the mer- 
chandise to its best advantage; consequently sales were 
retarded and sales costs increased. 

“I was sure I had placed my finger on the trouble.” 
Mr. Saxton says, “and I consulted a lighting engineer 
to remedy it. As my store was not more than one and 
one-half times as wide as it was high, he recommended 
a single row of lights to be placed down the center of 
the ceiling. He figured the space between each light 
on a basis of, ceiling height. In other words, the dis- 
tance from light to light should correspond with the 
distance from floor to ceiling. Good lighting pays! I 
found this out as soon as the lights were installed. Im- 
mediately sales took a jump for the better. The effect 
on sales was prompt and startling.” 

Mr. Saxton was not content merely to know that the 
black figures of his balance sheet had forged ahead of 
the red figures; he also determined to find out just what 
the lights meant to his store in dollars and cents. He 
found that in the three departments which formerly 
showed a tendency to lag, sales had increased between 
20 and 25 per cent. Of course, the overhead was in- 

(Continued on page 74) 








30 HARDWARE AGE for JUNE 28, 1928 





Impressions of a National Convention 


By Saunders Norvell 


AST night, by radio, I listened in on the Kansas 
City convention. I heard the nominating speeches. 
I listened to the seconding speeches. I heard the 
twenty-eight minute cheering when the name of Herbert 
Hoover was announced. I heard the roll call; the final 
result. It was then 1.30 in the morning, and I went to 
bed feeling that I had wasted an evening. Possibly I 
will bring down on my devoted head all kinds of criti- 
cism if I tell just how I was impressed. ‘ 

The whole show seemed to me to be childish and lack- 
ing in the dignity that the great importance of the occa- 
sion demanded. Four years ago, here in New York, I 
attended the Democratic national convention, and their 
antics were enough to make the angels weep. Are such 
conventions a true expression of our democratic spirit? 
Imagine George Washington, Alexander Hamilton, 
Thomas Jefferson or Benjamin Franklin attending one 
of these conventions! 


In Other Days 


There is no doubt that the forefathers of this country 
were strongly imbued with the selective and aristocratic 
spirit. This is shown in the organization that they 
planned for the country. In those days there was not 
complete confidence in the judgment of the masses. 
Congress was arranged to represent the people. Con- 
gress was to be a sort of “‘rough-neck”’ assembly. Then 
the Senate was arranged to be a check on Congress. I 
heard Senator Root once make a speech in the Senate 
Chamber, in which he called the Senate “‘the sober second- 
thought of the nation.” 

Then the selection of the President, as arranged by 
our forefathers, was not by direct vote of the people, but 
through an electoral college. 

All of these things, it seemed to me as I sat at the 
radio listening to the sounds that came from the Kansas 
City convention, indicated that there was not too much 
respect on the part of the leaders of that day for the 
mass of their horny-handed fellow countrymen. 

There was a radio announcer who seemed to be at a 
loss just what to say during the cheering. He informed 
us it was hot. He told us about a lady who passed, 
wearing a yellow bonnet with a red rose on it. He in- 
formed us she was very pretty. Then, he told about 
two more ladies, who 
looked as if they came 
from Spanish ances- 
try. They were 
dressedain black and 
red. He remarked 
that he thought they 
might be entertainers. 

I suppose this radio 
announcer knows his 
business. He knows 
the kind of stuff the 
public wants. Why 
does he announce 
such drivel? He just 
“dumbs” things up, 
I suppose, to strike 
the average mental 








capacity of the radio public. If this isn’t true, why 
doesn’t he tell something intelligent about the conven- 
tion? Who cares about yellow hats with red roses? 
Who cares about the Spanish dancers? What have they 
got to do with the situation? 


Radio “Humor” 


Then this announcer described how Senator Moses’ 
gavel was being worn out. He suggested he would give 
him a new one. This was very funny! I wonder if he 
could hear the laughter. Then he said that Senator 
Moses must have been a woodchopper when he was 
young, because he did not seem to grow tired wearing 
out the gavel. This was funny! Great stuff!! 

A great historical event that may have a far-reaching 
influence upon the destiny of the country was taking 
place, but this even was being accompanied by all the 
buffoonery of clowns at a circus. 

The announcer informed us that the great stuffed 
elephant was now being carried around. He suggested 
that at future conventions where they have snake dances, 
they arrange for larger and wider aisles. Then they 
waved flags. People screamed and hollered until they 
were hoarse. They climbed upon chairs and pounded 
each other in the neck and on the back. They smashed 
each other’s hats. 

Now all this, no doubt, is great stuff. It stirs up en- 
thusiasm. It is just like the college boys on the campus 
with their cheer leaders, yelling enthusiasm into their 
forces. Somehow all this display of sweating energy 
leaves me rather cold. 


Modern “Oratory” 


Then the speeches! My good Lord, has American 
oratory fallen so low? The shades of Patrick Henry, 
Daniel Webster, Henry Clay and Calhoun must have 
wept. What would Abraham Lincoln, who delivered the 
immortal Gettysburg address, have thought of the words 
and sentences that came screeching to us over the radio? 
Has oratory become a lost art? You could hear the 
voices very clearly. I studied their inflections. It is 
evident that the great art in convention oratory is to 
emphasize the last syllable. Say your important words 
with a rising inflection, something like this: Amer-I-CA ; 
Okla-HO-MA,. Of course, these orators were talking be- 
fore a microphone, and I suppose they had all been in- 
structed to speak loudly and clearly, so their oratory 
would be carried by radio to the farthest ends of the 
country. Not one of them spoke in a natural tone of 
voice. They all strained their vocal cords. 

Of course, the whole performance, from a logical 
point of view, was an absurdity. Everybody krew that 
Herbert Hoover would be nominated for President by 
an overwhelming majority on the first ballot. All this 
had been thrashed out in committees. Everybody knew 
that the nominating speeches and the seconding speeches 
for the other gentlemen were simply so much wasted 
wind. Nothing of a practical nature was accomplished 
by these speeches. Most of the speeches were the same 
old stuff that was pulled off at Fourth of July meetings 
when the writer was a boy. 

Most of them stressed the fact that whatever man they 
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were nominating was a real Republican—A REAL 
PARTY MAN. The impression I gathered was they 
were trying to put it over that no matter what their 
party did this man would stick and had stuck. My 
party, right or wrong—still my party—that was the idea. 
Now, isn’t this childish? Aren’t people supposed to have 
any brains, opinions or judgment of their own? Are 
they to be herded like a lot of cattle in a corral and then 
driven up a chute into a box car and delivered in the 
market at so much per hundred pounds ? 


Mass Production of Votes 


I thought that on this basis of party loyalty I couldn't 
qualify for the job of feeding a bear in the zoo. I ac- 
tually do not know whether I am a Democrat or a Re- 
publican. Sometimes I have voted the Democratic ticket 
and sometimes the Republican ticket. Now, isn’t that 
terrible? Just think of a man making such an admis- 
sion! Where is all of my political future? But I would 
rather make this admission than to stand up and say 
that I will stand by one particular party, just because 
it is my party, REGARDLESS OF ANYTHING 
IT DID. I just can’t see it. If each one of us is to 
blindly, like a sheep, follow his political party, doesn’t 
this nullify the whole idea of republican government 
based on free speech and independent thinking? How 
can we have a government of the people, for the people 
and by the people, if one of the characteristics to be 
lauded above all others is that a man give up his own 
independent thinking and decision and blindly follow 
the leader of his party? Such a doctrine, of course, is 
mass production and delivery of votes reduced to polit- 
ical formula. 

Another thing that impressed me, as I listened over the 
radio, was the fact that there are so many Senators 
these days who are always “up and ararin’’’ whenever 
there is a Presidential nomination. The Senate of the 
United States has been called one of our most “exclusive 
clubs,” membership in which, in some cases, has been 
very expensive. 


Will Rogers Was There 


I wonder if our Senators have developed the idea that 
hecause they are Senators, that all of them are in line 
for the Presidency. It does seem to me, having read the 
papers for the last few years, that our Senators are 
getting very perky. Possibly it will not do any harm 
to pour a little ice water down the spinal columns of the 
Senate. Maybe the Senate does think it is running 
the country. 

Will Rogers, so the announcer said, was also at the 
convention. Will never loses an opportunity for a little 
personal advertising. He passed up a note, written in 
his own hand, to the announcer, and what Rogers had 
to say was broadcast to the waiting millions. It was 
while a man from Oklahoma was orating. Will said 
the man was an Indian. He said that he himself was 
also an Indian, and that the Indians in Oklahoma had 
just about decided that it was about time for the white 
men to get out. Personally, after hearing some of the 
oratory, I agreed with Will. There is one thing about 
Indians: They do not talk too much. 

I understand that the convention was packed with 
Congressmen. In fact, every other delegate was a 
Congressman. When a certain Congressman arose to 
make a speech, they gave him a hand. He belonged to 
their lodge. He was a member of their society. I 
wonder if our Government is not getting too centralized 
in Washington ; Senators thinking they have a first mort- 
gage on the Presidency; Congressmen running around 





the whole country and telling 
everybody just how they 
should vote. But why not? 
This is their game. 

One speaker in making a 
nomination, in what he knew 
was a forlorn cause, just 
galloped all over the lot. His 
speech started with Adam and 
Eve, came down through his- 
tory and wound up at the 
sodawater stand. It reminded 
me of one of my own articles. 
I suppose at home, in his own bailiwick, they just eat 
up that kind of stuff. His talk was full of sobs, but 
what he had to say reminded me too much of the same 
kind of stuff I had heard before on many political occa- 
sions. I think he worked off his speech No. 13 on the 
convention. He knew his speech too well! 

Then there was another speaker. I liked this fellow, 
because he started out in the most polished manner. He 
was just full of harmony and tact. He was a regular 
party man, but after a while he got “het up,” the spots 
under his clothes where the skin had been rubbed off 
in committee, began to hurt, and he cut loose and said 
a few real true things. He sure was sore, and among so 
many regular party men it was refreshing to hear one 
fellow talk who was just mad through and through and 
couldn’t help showing it. “One touch of nature makes 
the whole world kin!” 


All Tuned In for Houston 


Then there were two lady speakers. They both spoke. 
One, I think, spoke a little louder than the other, but we 
must not forget that we are gentlemen, and, as an 
Englishman once said, “The less we have to say about 
Mueen Victoria the better.” Therefore, I will pass up 
the ladies. I think one of them did intimate that the 
nominee was a perfectly correct and regular family man. 
| was glad to learn that. A regular party man and a reg- 
ular family man. What more could you ask? 

Now, the Democrats will shortly have their conven- 
tion in Houston. I propose to listen in at that conven- 
tion. I suppose since the Republicans nominated their 

(Continued on page 75) 
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Twenty-seventh Arkansas Convention 


Held at Little Rock 


HE twenty-seventh convention | 


of the Arkansas Retail Hard- 

ware Association met in the 
Hotel Marion, Little Rock, Ark., on 
Tuesday and Wednesday, May 15 
and 16. It was a well worth while 
meeting and the dealers who attend- 
ed expressed 


tion for the time they had taken from 
their businesses. 


Pine Bluff called the convention to 
order at 10 a. m. The president's 
message and the secretary's report 
were both well received and immedi- 
ately after the appointing of commit- 
tees, John W. Gamble of Omaha, 
Neb., was introduced as the speaker 
of the session. Talking on “Beacon 
Lights Ahead’”’ Mr. Gamble gave’ the 
members an instructive message re- 
garding business conditions at the 
present time and the outlook for the 
future. Following his talk, the session 
was adjourned. 


Talks on Business Control 


Rivers Peterson, editor of Hard- 
ware Retailer, spoke on “Business 
Control” at the afternoon session. 
With the aid of charts and work 
sheets, he explained how to conduct 
a retail business most efficiently. The 
members worked out for themselves 
the problems of an average store, 
budgeting the expenses in order to 
make a certain definite profit at the 
end of the year. Following Mr. 
Peterson’s talk, a round table dis- 
cussion regarding retail hardware 
problems was held. Many valuable 
thoughts were interchanged during 
the discussion and all agreed that it 
was of great help. 


themselves as_ being | 
amply repaid in advice and informa- | 


On Tuesday morn- | 
ing, President W. L. Matthews of | 


On Tuesday evening the Little Roc< 
_ jobbers and manufacturers were hosts 
| to the retail dealers and provided a 
| banquet and vaudeville show for their 
| entertainment. W. N. Brandon was 


| the toastmaster, serving in his usual | 


| excellent style. 








L. P. BIGGS, Secretary 











The Wednesday morning session 
was well attended and John W. 
Gamble was again introduced. His 
talk was based on the new era in 
merchandising and he discussed from 
many angles the problems of the 
dealer in merchandising at the pres- 
ent time. He*stressed the need of 
good display, both in windows and in 
the store, and advocated the use of 
modern fixtures as an important aid 
in merchandising. 


Welding the Weakest Link 











Following his talk, Mr. Peterson 
spoke about some dealer problems 


and suggested several remedies. At 
the conclusion of his talk another dis- 
cussion period was held. The clos- 
ing session was held on Wednesday 
afternoon, R. W. Carney, sales pro- 
motion manager of the Coleman 
Lamp & Stove Co., Wichita, Kan., 
spoke at this session and gave a most 
interesting address, based on “Weld- 
ing the Weakest Link,” in which he 


_ urged closer cooperation between the 
/ manufacturer, the jobber and the re- 








taller. Mr. Carney’s talk was of 
value to the retail dealers as it was 
a clear, concise and timely discourse 
of present day problems of distribu- 
tion. 


Election of Officers 


The election of officers was held 
before the adjournment of the con- 
vention. W. M. Mitchell of Morrill- 
ton was elected to the presidency ; 
Lawrence Hurley of Warren, was 
made vice-president and W. F. Bracy 
of Little Rock, treasurer. L. P. 
Biggs of Little Rock was again elect- 
ed secretary of the association. His 
election was in the nature of a vote 
of approval of the excellent work he 
has been doing for the association. 
The following directors were elected : 
C W. Maxfield, Batesville; H. E. 
Tobin, DeQueen; L. P. Jacobs, Paris ; 
John Hamilton, Piggott; F. A. 
Stuart? Newport; J. F. Hunter, 
Marianna; T. E. Alford, Glenwood ; 
Earl Young, Stuttgart; Ray Merri- 
wether, Paragould; Ralph Lewis, 
Fayetteville. 

The 1929 convention will prob- 
ably be held during May in Little 
Rock. 


Verified Retail Store News Notes 


Frank Adams has taken over the store of Fred. Burger & Son in 


Port Richmond, S. I 


Thos. J. Johnson is now operating a retail store at 5 South Fulton 


Street, Fulton, N. Y 


Johnson City Hdwe. Co. has purchased the stock of the Barton Hdwe. 


Co. in Johnson City, Tenn. 


Harry B. Fisher is now located in a new building in Beaver, Pa. 
Clark & Owings of Ellicott City., Md., have taken over the business 


of E. T. Clark. 


Huber Hdwe. 
Patton, Pa. 


Co. 


has purchased the Binder 


EASTERN 


Bros. Hdwe. Co. of 


Joseph B. Grevis has purchased the store of E. C. Fay, 782 Adams 
Street, Boston, Mass., and will conduct it as the Grevis Hardware Co. 

C. C. Pooler has taken over the C. S. Dutton hardware business in 
Cato, N. Y., and will operate it. 

Geo. M. Harris has retired from the hardware business and has been 
succeeded by M. L. Long, 38 Court Street, Binghamton, N. Y. 

Floyd W. Stoker has taken over the stock and equipment of the late 
J. Ward Knowlton, Sandy Creek, N. Y. 

Joseph E. Tregler has secured the business in Central Bridge, N. Y., 
formerly operated by S. E. Clute. 

H. C. McRae, of the “Mac” Hardware in Oswego, N. Y., has opened 
a branch store in Fulton, N. 
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EVERYBODY’S BUSINESS 


HAT of tomorrow? 
yesterday before us, who has the wisdom to say a year. 


By FLOYD W. PARSONS 


Business Reincarnation 


Even with the lessons of 3altimore, it was St. Louis. 


where the modern metropolis is taking us? What make it, he lost it.” 


of future religion, education, transportation and prices ? 


t It wasn’t a week, it was 
It wasn’t $50,000, it was $5,000! and he didn’t 


Fallacies are accepted and spread without question or 


What substitutes will replace wood, copper and petro- thought. The average person notes the seemingly un- 


leum, and how 
will we handle 
the problem of 
carelessness, 
noise, rust, un- 
employment, fire, 
crime and war? 
Will we have a 
five-day week, 
and will atomic 
energy be re- 
leased, or life 
produced in the 
laboratory? 
How will com- 
bustion be car- 
ried on, and 
what fuels will 
we use? 

These are 
merely a_ few 
questions select- 
ed at random. A 
hundred others 
of equal impor- 
tance might be 
asked without 
any hope of get- 
ting more than 
guesses for an- 
swers. With all 
of our accumu- 
lated experience, 
we are complete- 
ly at sea with 
respect to the 
changes that lie 
ahead. We are 
surrounded and 
influenced by 
half-truths. 

It reminds one 
of the slight er- 
ror made by Sol- 
omon in telling 
of the good for- 
tune of one of 
his friends. “Did 
you know that 


>>COAL PRODUCTS TREES 
Showing the products obtained from soul by carbonization in the 
he branche 


modern by-product coke oven. T s of wes € repre- 
sent the various ieaery products recovered and the shields indi- 
cate some of the ultimate uses made of these coal products 
THE KOPPERS CONSTRUCTION COMPANY, — PETTSBURGH, PA. 
ry) 7s of By-Product 
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bts Che Sud Ons Pianist 





Harry made $50,000 in Baltimore in a week?” said Sol. of us are relatively ignorant. 
Sol called his friend electrical age, when the truth is that our average house- 


“T don’t believe it,” replied Abe. 
Weiss over and said: “Isn’t it true that Harry made 


$50,000 in Baltimore in a week?” 


ending streets of 
fine homes, the 
long lines of mo- 
tors and_ the 
numberless other 
evidences of rec- 
ord wealth in 
America, and at 
once concludes 
that his modest 
$8,000 a_ year 
places him in a 
class that ranks 
well down the 
list so far as an- 
nual income is 
concerned. But 
a little investiga- 
tion would show 
this same citizen 
is a_ fortunate 
member of a 
small group of 
lucky people 
who make up 
considerably less 
than 2 per cent 
of our total in- 
come - receivers. 
He may hold his 
head high in the 
knowledge _ that 
out of every 
hundred people 
he meets on 
America’s Main 
Street, 98 of 
them get less 
money per year 
than does he. 
When judged 
on the basis of 
acquired infor- 
mation, as com- 
pared with the 
total knowledge 
already devel- 
oped and made 
available, most 


We boast of living in an 


hold expenditure for electricity daily equals only the cost 


“Sure it’s true,” an- of half a package of cigarettes, a single street-car ride 


swered Weiss, “but it’s wrong in four places. It wasn’t or one-seventh of a haircut. 


(Continued on page 70) 








34 


HARDWARE AGE for JUNE 28, 1928 





Why Have Different Sized Catalog Pages? 


EALIZING that there are many 
different sizes of catalog and 
price book pages, the difference 

between which averages very little, 
F. Alexander Chandler of Chandler 
& Farquhar Co., Boston, Mass., 
asked HarpwarE AGE the following 
questions : 

“Have you noticed the uniform 
page size adopted by the automobile 
accessory jobbers for their outside 
and inside salesmen’s use—and which 
pages are filtering into the hardware 
and mill supply trade through which 
some of these manufacturers also 
distribute ? 

“It seems to me that in stimulating 
the adoption uniformly of these ideas 
to our own trade would do a real ser- 
vice to all parties concerned, and 
would provide much more effective 
manner of carrying and handling this 
information, and at less cost. 

3elieving that George A. Fernley, 
secretary-treasurer of the National 
Hardware Association of the United 
States, might be able to throw some 
light on the subject, he was asked 
for whatever information he had on 
the reason for the many sizes of 
catalog pages. Mr. Fernley’s reply 
is as follows: 

“The only action ever taken by our 











association in connection with this 
subject was the adoption of the report 
of the secretary-treasurer at the 1925 


WHAT is 


your opin- 
ion of the most 
practical cata- 
log page size? 
Are you for a 
standard? 
Please tell us. 














convention, which contained the 
following paragraph— 
It would appear that the best 
page size would be 734 x 10%, 
with a corresponding size of 8% 





x 105¢ for salesmen’s loose leaf 

catalogs; the second choice 

would be 8% x 11 and with a 

corresponding size one inch 

wider than is 9% x 11 for 
loose leaf salesmen’s catalog; as 

a third size we would recom- 

mend for those members desir- 

ing a very large page, 9 x 12. 

“The National Supply & Machin- 
ery Distributors Association adopted 
a standard size catalog page of 734 x 
105g which is the same size adopted 
by the National Association of Pur- 
chasing Agents.” 

The most popular size for the 
catalog page appears to be 734 in. 
by 105g in. Many manufacturers 
and jobbers have adopted this size 
for their catalogs. Others have a 
wider page, 8 in. or more, with the 
105g in. depth. Why cannot some 
standard size be agreed upon so that 
time, money and cost might be ma- 
terially saved? 

Retail dealers, jobbers and manu- 
facturers, what is your opinion on 
this subject? HaArpware AGE would 
appreciate receiving your answer to 
the above question. In an early issue 
we plan to publish several other let- 
ters on the subject, so send your 
views for the betterment of the trade. 





Things that go through my mind making an 
approach to a new prospective customer 


By Tuomas Fisu, President, The Ready Tool Co., Bridgeport, Conn. 


get discouraged. 





THOMAS FISH 


Figure that you have not accomplished all that some- 
one might do unless you get an order or a requisition 
started. Here is a chance for you to use your think- 


This will give you a 
We are all human. 


Size up a customer for future calls and requirements, 
so as to eliminate lost time and concentrate on good 


~ 


Leave a good impression, with future business it 


3. Leave something as a reason for a future call. It 


1. Be cheerful; the other fellow may have troubles of | 7. Don't - ever 
his Own. Success is just around the corner. 
2. Tell them you have something new to show. Noone 8. 
wants to hear about old things, but they can hardly 
refuse to at least look at something new. . 
3. Be early; the other fellow may be late and you will ing ability. 
get ahead of him. 9. Put yourself in their place. 
4. Get to the right man and if possible get his name and better angle to work from. 
title. Going to anyone else does not accomplish the 10. Be afraid of no one. 
results wanted. 11. 
5. Think out new methods of approach and plan what 
would interest you if you were in his position. This prospects. 
will help you more than anything. 12. Le 
6. Visualize what service our goods can be to him and mind. 
decide which ones. Otherwise we are of no value 13 


to the prospect. 





will be a big help later. 
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Some of the members who attended the Seventh Annual Advertising and Sales Managers’ Conferences on May 22nd and 23rd at Briarcliff Lodge, 
Briarcliff Manor, New York 


Paint Salesmanagers Hear of Good Prospects 


s¢ J T is a most encouraging thing to note that business 

men are studying their problems in a more enlight- 

ened way than formerly. We are bringing to bear 
on these problems the light of seasoned and scientific re- 
search. Many notions are dissolved when subjected to 
this kind of analysis 
—some facts are es- 
tablished.” 

ugene P. Lynch, 
president of the Na- 
tional Association of 
Paint Distributors, 
made the above re- 
mark as a part of his 
talk before the 
Seventh Annual Con- 
ference of the Adver- 
tising and Salesman- 
agers of the Paint In- 
dustry held recently 
at Briarcliff “ Lodge. 
near New York City. 
In this remark he 
seems to have summed 
up the trend of this conference. 

All through the sessions the speakers were backed by 
facts. They knew whereof they spoke. 

W. F. Donohue of the duPont Co. talked at length on 
the prospects for retail sales and the various sales outlets 
for paint. He illustrated this talk with facts and figures 
and sales curves from actual experiences, obtained by a 
systematic canvass of many territories. 

H. A. Gardner, director of the Institute of Paint and 
Varnish Research, reported on the painting of stucco 
and concrete. He told of the many practical experiments 
conducted at his laboratory and of the failures to get 
2ood and economical results. Also his successes. The 
spray gun, Mr. Gardner concludes, is the solution of 
many troubles in this kind of painting. The results of 
his investigations will be printed as a guide to this class 
of work as soon as possible. 

Then there was the big subject of Sales Training 





The newly elected officers—left to right: Alex D. Graf, Sales Manager of Felton- 

Sibley Co., Vice-Chairman; Frank F. Whittam, Sales Manager of John Lucas & 

Co., Chairman; William R. McComb, Business Manager, Save the Surface Campaign, 
Secretary 


Course, already outlined in HARDWARE AGE. — Horace 
Felton, chairman of the Save the Surface Trade and 
Sales Promotion Committee, and David Rosenblum, vice- 
president of the Business Training Corporation, were 
the speakers on this important subject. 

These men made 
clear that they had 
not undertaken this 
unusual effort to build 
better retail trade fa- 
cilities and — under- 
standing on a “hunch” 
or a theory. They 
had made a close in- 
vestigation and had 
learned that 13° per 
cent of a group of 
hardware dealers fa- 
vored such a_ sales- 
man’s course of train- 
ing as they propose 
to prepare. 

Also they explained 
that they will send ex- 
pert investigators into thousands of stores to ascertain 
just how paints are being sold and that an analysis of 
the actual sales methods will point out the present faults 
and probably supply the suggestions to correct these 
faults. They made it very clear that the salesmanship 
course will not be prepared at a desk by a theorist who 
does not know actual conditions. It will be based on 
counter experiences. 

Already they have ascertained that 30 per cent of the 
sales lost to a store are due to causes over which the 
clerk has control. Also they have ascertained that a 
retail hardware clerk’s sales average $13,697 a year and 
a comparison with similar clerk averages indicates that 
this can be increased. 

The proposed Sales Training Course was given enthu 
siastic approval by the group, because of the definite in- 
vestigations that had been made to show the need for it 
and a desire on the part of merchants for it. 
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The efficient paint department of N.R.H.A. president R. J. Atkinson. 
article is seated at the desk. Russel Atkinson, Jr., display man for the store is pictured on the opposite page making a sale 


of unpainted furniture. Two of his sales producing windows are also shown. 





Manager Sidney H. Atkinson the author of this 


The store is in Brooklyn, N. Y 








Picture the Results—The Paint Will 
Sell Itself 


Paint department manager sums up the results of a generation of 
steadily increasing paint business. 


By Sidney 


UR paint stock is one of the most interesting, prof- 
itable and stable departments of our store. In our 
thirty-two years of business we have supplied more 

than a generation of paint and varnish users. We have 
started with the sale of varnish for the crib of a healthy 
youngster, supplied paints of various sorts for the home, 
later for the honeymoon nest and finally lacquer for the 
crib of the new generation. \WWe have kept the newest 
good paints at all times. 

In this period, paint has been made continuously easier 
to use and to sell. \When that first crib was painted sev- 
eral davs were required for drving before the crib could 
be used. Today with lacquer, half an hour is sufficient. 

To succeed with paint, you must keep up with such 
changes. Today decaleomanias, lacquers, enamels, new 
shades and such things are making the sales appeal. We 


H. Atkinson 


have found that unfinished furniture builds sales for 
stains, varnish, enamel, lacquer and decalcomanias, if 
we keep before the people a picture of this furniture well 
done in color combinations. 

We find that sales can be made easily by stressing the 
objective, not the means to the end. Only after a woman 
gets a picture of the furniture decorated to her taste and 
the sale is closed, do we advise her as to the best means 
of application. If she gets a picture of herself kneeling 
on the floor, rubbing a chair with sandpaper in prepara 
tion for painting, the salesman has erected a well-nigh 
insurmountable handicap. Sell the beauty first, the 
method of getting it later. 

We believe that the man who can advise customers 
intelligently about paint and painting, other things being 


(Continued on page 72) 
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“He 


eserved the Order; 


Many Orders Flow Into Stores When Factory Salesmen Insist 
on Calling on Consumer Prospects to Make a Sale. Average 
$10 Sale Per Call. 


By R. A. HARDY 


Mar. Sales Promotion, Paints and Varnishes, 
EF. 1. du Pont de Nemours & Co., Inc. 


66 I. deserved the order because he came after it,” 
said a property owner. He had just given a 
good sized paint order to a representative of a 
local hardware store, who had made a call at his home, 
soliciting business. 

This remark sums up in a nuishell the whole proposi- 
tion of going out after business that doesn’t come into 
the store. Competition is keen—not only between the 
hardware stores in a community, but all other stores 
who are competing for a share of the consumer's dollar. 
Further competition comes from the things not usually 
sold over the counter. More and more different kinds 
of goods are being brought to the consumer rather than 
waiting for the consumer to come to the dealer. 

Calling on consumers has not been generally prac- 
tised throughout the hardware trade. However much 
business may be needed, there are still many merchants 
and many more retail salesmen who hesitate to budge 
out beyond the thresholds of their front doors in the 
pursuit of sales. 


The Salesman Was Required to Make Calls with 
the Dealer 


Realizing this apathy on the part of many dealers to 
making outside calls, a large paint manufacturer re- 
cently planned a unique campaign of consumer calls. 
The month of April, about the best season for soliciting 
outside house painting jobs, was selected. Every sales- 
man calling on the dealer trade in this large organiza- 
tion was required to make at least one consumer call for 
each full line dealer visited during the month. 

The salesman was not given the opportunity to say 
“T do not choose.” One consumer call per dealer was as 
much a part of the salesman’s obligation during the 
month as writing up a fill-in order or sending in an ex- 
pense report. 

The alibi that a dealer could furnish no names was 
not accepted. In fact one of the principal objectives of 
the drive was to prove to the dealer who was indifferent 


that paint business was there—if he went after it. It 
seemed reasonable to expect that every dealer with the 
full paint line should know at least one good prospect 
for a sizable spring paint order. 

The results? Some twenty-five hundred property 
owners each received a call from an experienced paint 
salesman in behalf of the local store. 

Orders? Yes, in good volume—new business for the 
dealer that might not have come into the store. 


Plan Proved a Convincing Demonstration to the 
Hardware Merchant 


It is true the salesman could probably have secured 
as much or more business by calling on new dealers or 
hitting the high spots in the territory. The real results 
could hot be measured by ¢4he amount of orders written. 
The worth-while effect of the campaign was a con- 
vincing demonstration to the dealer, especially the man 
who was inclined to sit and wait, that there was paint 
business if he made the move to get it. Instead of talk- 
ing about outside selling the paint salesman of his house 
gave a practical demonstration of its value. They prac- 
tised what had been preached for many years. 

There was an awakening of interest among dealers in 
going out after paint business. Dealers realized that 
about three out of four houses, eight out of ten farms 
and two out of three factories in their communities, 
needed painting. They realized that the most effective 
way to increase their spring paint volume was by calls on 
the property owners whose buildings needed surface 
protection and improvement. 


A Few Instances 


A general storekeeper, in a good farming community 
in Pennsylvania, made ten calls on farmers and sold 130 
gallons of paint. 

A Buffalo hardware dealer noticed a fire in a drug 
store and a call the next day sold several gallons of 
flat wall paint and varnishes. 
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He Came Af 


A paint store in New Jersey on the first day of an out- 
side solicitation campaign sold an order for 25 gallons 
and secured the contract for painting. 

These are typical instances of how it paid to go where 
the business was instead of waiting for it to come into 
the store. 

The salesmen’s obligation to make consumer calls was 
for the period of one month. The results lasted much 
longer. Some sales were not made on the first call or 
the second but came through on the third or fourth call. 
Many dealers were impressed and started drives of their 
own. Some salesmen kept on because they found con- 
sumer calls productive of substantial orders. 

Of course, it is beyond the function of a manufac- 
turer’s salesmen for a paint line to continually contact 
the customers of a local dealer. It is the dealer’s job to 
contact consumers, whether they buy over the counter 
or on their own doorsteps. In a line where the unit sale 
is of enough volume to warrant it, a dealer is not capi- 
talizing his opportunities unless he has a definite pro- 
gram for getting business outside the store. 


Showing Him How to Go Out and Get Business 


A manufacturer’s salesman is not developing his 
territory to the fullest extent until he has pointed out by 
practical demonstration that the way to get new business 
is not always by remaining inside the store. This does 
not mean that the salesman should simply hand over 
orders to the dealer. It is far more helpful to show by 
example to the retail sales organization the most effec- 
tive ways to go out and bring in business. 

There is nothing particularly new about the outside 
selling idea. Trade journals have advocated it. Con- 
vention orators have preached it. Most dealers and their 
store salesmen will agree with it in principle. Some- 


er [t” 


thing is needed to stir them to action. What 
incentive is there than a salesman trained in his par- 
ticular line who not only is willing to go out with a 
dealer on consumer calls but takes the initiative in sug- 
gesting them? 

The property owner is usually receptive to a call from 
the representative of a local store. If the approach is 
made in the right way the neighborhood man does not 
meet the antagonism that the regular convasser has to 
The consumer recognizes that the store that 


better 


overcome. 
comes after it deserves the order. 


The Element of Service to Be Considered 


The salesman that aids and inspires his dealers to make 
consumer calls is rendering a most vital service to the 
merchant—sometimes against the merchant's will to be 
sure—but of the greatest importance in meeting the 
outside competition which is coming from many direc- 
tions. Counting all calls, these salesmen averaged $10 
sales per visit. 

There is, too, the element of service to be considered 
in the personal call. The salesman who is working with 
paint, reading and thinking about it, must know more 
about paint than the average consumer. The good paint 
salesman, when the customer comes into the store, asks 
questions and tries to visualize the situation and then 
offer suggestions. How much better he can do this if 
he actually sees the building that is to be painted! 

Suggestions as to color, quantity, kind and manner 
of application can be made so mugh more accurately on 
the spot. The customer is nearly always appreciative 
of such suggestions. Many purchasers will say, like the 
one quoted at the opening of this article: 

“He deserved the order because he was interested and 
helpful!” 
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Little Things That Wi 


Milton J. Mabie of Mabie-Lowrey Hardware Co., Roswell, New Mexico, 
offers helpful advice on conducting a successful paint department. 


\INT is one of the most profitable 

side lines in the hardware business. 

Probably it should not be called a 
side line. ‘The hardware store is the 
logical place for paint to be sold. In 
other words, it is regarded by the con- 
sumer to be sold in a hardware store. 
Many dealers are reaping great rewards 
from a small stock of paint. Others 
handle paint in a haphazard way and con- 
sider it an unprofitable side line. Some 
dealers do not handle it at all but let the lumber yards 
have the business, when the line would fit as well in 
their store as it does in the lumber yard. 

There are many little things in handling paint that 
are essential to making it pay. Oversight of these seem- 
ingly small things will spell disaster. Paint should be 
studied and understood, just like stoves, refrigerators, 
etc.; if it isn’t, naturally it will be hard to sell. Just a 
small amount of study on the part of the sales force 





MILTON 
J. MABIE 


will increase the sales a large amount. 
Knowing Your Stock 


Lots of hardware stores stock their paint so that it is 
even impossible for their own salesmen to know where 
each item may be found. It will be a great boon for 
any store carrying paint to have a regular place for 
every item in the paint line. Hlave all the lacquers in 
one place and arranged in the same order as they are 
sampled on the manufacturer’s color chart. Then the 
sales force, by simply following the manufacturer's 
color chart, can easily what is wanted. This 
method makes it much easier for the new man. By this 
simple method, he can find what is wanted without asking 
someone else. This arrangement should also be carried 
out with the enamels, flat wall paint, house paint, etc. 
Try to have just one size cans in each shelf, as this 
makes them easier to locate and it makes the stock look 


locate 


much neater. 


Displaying Paint 


A great deal of paint is sold through suggestion. One 
can of paint is not very beautiful. A whole lot of them, 
neatly arranged, make a very attractive display, how- 
ever. If possible, have the stock near the front or center 
of the store, so that customers passing in and out can 
see it. Mrs. Jones may come in to buy a box of tacks 
and happen to think she needs a can of lacquer to refinish 
her fern box. Then, too, she might need a brush, some 
sandpaper and some friendly advice on the use of brush- 
ing lacquer, as she has never used it before. Jim Jones’ 
house will soon need painting and perhaps friend wife 
might be able to give him some advice as to where he 
can get the best paint and the best service. Prominent 
display really does create sales. 

It certainly does “get your Angora” to have an old 
customer tell you he didn’t know you handled paint, 


when you've had it back in that dark corner for “nigh 
on to ten years.” The size of your store, kinds of mer- 
chandise carried, etc., have some effect as to where your 
paint stock should be located, of course, but, 1everthe- 
less, a prominent display should be obtained by all means. 
lf possible, have all the stock located where it can be 
seen and reached without the use of a ladder. Low 
shelving has more than one advantage: it gives the dis- 
play man, with the help of the material sent out by the 
manufacturer, a chance to make an attention-getting dis- 
play on top that will far exceed a ragged looking array of 
cans for appearance. Then a few small items, like maga- 
zine racks, end tables, ete., finished in some of the new, 


It certainly gets your 
“Angora” to have a 
customer tell you he 
didn’t know you 
carried paint 





attractive brushing lacquer colors, will add considerably 
to such a display. 


Little Things That Count 


\ déaler should never tose sight of the fact that a 
good many of the best profit bearing items, in the paint 
line, are bought by women. It is very important to keep 
them interested in your store, not alone for paint sales, 
but because paint will help tie them to your store if you 
carry and let them know you carry the little things they 
need. Most women are natural decorators. lormerly 
their talents were centered upon ,needlework. ‘Times 
are changing, however, and they are now using paint to 
decorate scarfs, table runners, pillow tops, ete. It would 
very little to stock tube colors, transfers, fabric 
paints, etc., even though these items might not turn very 
fast at first. Just wait until Mrs. Green sees the beau- 
tiful shawl Mrs. Brown painted for herself; she is sure 
to want one, too. Things of this kind are “catching.” 

Fabric painting has won a place among the home arts. 
All of the needlework magazines are featuring it. It is 
really very simple and takes very little equipment. 
Transfers—here is another item which the women’s 
magazines are featuring prominently. They are using 
transfers on lamp shades, furniture, toilet articles and 
many other items. Carry these items in stock—they 
don’t amount to a great deal, but they get the women in 
the habit of “trading at your store.” Don’t force them 


cost 
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elp Increase Paint Sales 


to go elsewhere for these little things. They may forget 
to come back to you. They are home owners and have 
as much to say about house painting, ete., in these mod- 
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You will soon have the painters coming to 
you for expert advice 


ern times as their husbands do. Provide the little things 
that keep them interested in your store. 


Expert Advice 


It may seem to require courage for the average hard 
ware salesman to become a paint expert, yet with a little 
study he will have the painters coming to him for advice. 
Most people know so little about paint that a man with 
a fair knowledge is far in the lead. I do not advocate 
“bluffing,” but study; know what you are talking about. 
How many square feet will a gallon of house paint cover ¢ 
How many more square feet will a gallon of good paint 
cover than a gallon of cheap paint? How much longer 
will it last?) Why? These are simple things, but you 
and I know hardware clerks who cannot answer these 
questions. These little simple things are what sell paint. 
The housewife will see an ad showing how a certain kind 
of color varhish will improve the appearance of her 
floors; she gets the idea that she can get a get a beautiful 
job by applying it over a painted floor. The salesman 
can do himself as well as the customer a favor by in- 
quiring if her floors have been painted or not. 


Work with the Demonstrator 


How much lacquer will it take to paint a bed two 
coats How should the old surface be treated? Your 
patrons appreciate advice on these little things. Next 
time a lacquer demonstrator comes to your store get a 
brush and work with him; they are all good fellows and 
will be glad to help you. Learn how to use the paint 
you sell. Women will see that vou, as well as the dem- 
onstrator, know about paint. Soon they will be coming 
in for advice from you. Be prepared to give them the 
right kind of advice and keep their confidence. Many 
dealers are making enemies for their line of paint and 
their store just because the paint was not applied prop- 
erly. This is not always the dealer’s fault, but many 
times it can be avoided by being posted on the cus- 


tomer’s needs and a little friendly advice. Don't let 


them put oil paint over a coat of kalsomine. 


The Painter’s Business 

There are dealers who have large accounts on their 
books left there by some painter who left town. The 
dealer gets all “hot under the collar” and says he won't 
sell any more painters on credit as long as he lives 
Credit with painters is indeed quite a problem. There 
are many honest painters, however. Find one who can 
turn out the work and then insist that he pay upon the 
completion of every job. Operating that way, he can 
not “hook” you for much. If you are in a small ot 
medium size town, | believe you will find it more satis 
factory to have one “winner” working out of vour store 
than several men who do not do much work. If you 
have one good man, give him the advantage of your ad 
vertising, hand him jobs, ete.; it will pay. Tle will ap 
preciate it, if he is the right kind of a man, and will be 
loyal to your store and the materials you sell. If he goes 
aiter business, pays at the completion of every job and 
you cooperate with him, as you should, he will sell plenty 
of paint for you and you will both show a nice profit 
at the end of the year. 


The Paint to Sell 


There are lots of good paints on the market now. If 


possible, get a good line and stick to it. You will get 














Keep mail order paint out of your town with a well 
nown and reputable paint 


more cooperation from the manufacturer and more sat- 
isfaction for yourself and your customers by having one 
200d line of paint. Your customers do not like to be 
switched back and forth from brand to another. 
Some of the manufacturers will help with your local ad 
vertising, too, and this is a strong feature. It never 
pays to handle cheap paint. The cheaper grades will 
cause you more trouble and lose you more good cus- 
tomers than anything I know of. Personally | am glad 
to see the manufacturers featuring quality in their ad- 
vertisine. It is goine to do a lot to cut out mail order 
competition and to educate people to “quality” instead ot 
gallon price. 


one 
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New Jersey Hardware Firm 
Westwood, N. Ss 


a circus. It made a 
this suburban New Jersey 
tracted the usual attention 
Young and old and shy and bold gathered 


was recently visited by 
one-night stand 
town and at- 
of a 


at the show grounds on the day of arrival | 


to 
and wagons come to a halt and unload. 
When the elephants, the center of at- 
traction for all ages, were led to their 
hitching posts, the crowd was startled to 
see the following inscription on a banner 
draped over one of the largest of the herd: 
“The two largest things in this town are 
this elephant and the Comfort Coal-Lum 
ber Co.” 


in 


circus. | 


see the long procession of trucks, cages | 


Cashes in on Circus Interest 


| quarters in Hackensack, N. J., and oper- 
ates about 12 branch yards which sell 
paints and general hardware. It has a 
busy store in Westwood. On the side of 
bearing this 
was painted 


banner 
entire fleet 
Comfort Coal-Lum 


the elephant 
wording: “This 
with duPont’s Paints 


Was a 


ber Co.” 

This the 
company to be quite successful and stirred 
The tie-up 


publicity was considered by 
up much favorable comment. 
the 
tremely valuable 
of trucks, wagons, etc., had been painted 


manufacturer was ex- 


as the entire circus fleet 


with paint 


This organization has its head- | with the duPont line of paints. 


JAILS EMTIRE FLEIT WAS 
PAINTED: Wirg 


‘\Dowis 


-_ 


(apr 


The Wooster Spray Brush 

The Wooster Brush Co., Wooster, Ohio, 
for 77 manufacturers of paint 
brushes, recently brought out a portable, 
hand-operated paint spray outfit selling at 
a popular price. Before producing the 
spray brush the company engaged consult 
engineers and conducted a of 

to determine the relative uses of 
sprays and brushes. Commenting on the 
findings of these Walter R. 
Sales Promotion of the 
company, says in part 

“It was apparent from that 
spray painting and brush painting each has 
its own particular field. That is the reason 
why with every Wooster Spray Brush we 
sell, we also pack a Wooster SHASTA 
Bristle Brush. 

“In painting many objects in our labora 
tory tests, we found that there were num- 
bers of places where it was necessary to 
resort to a brush. On the other hand, we 
found that on many decorative jobs spray 
painting equipment is perfectly satisfac 
tory from the standpoint of covering the 
surface. 

“Also, our consultants demonstrated to 


years 


ant series 


tests 


engineers, 
Manager 


l*oss, 


these tests 
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us that the stroke used in applying paint 
with a brush has the effect of working 
the surfacing material into the object being 
painted. This gives a deeper penetration 
that indicates the value of brush painting 
for certain types of work. 

“The Wooster Spray Brush is designed 
for the small household which the 
painter (or householder ) often runs 
into where quick application over rough 
surfaces is essential—for painting radia- 
tors, wicker furniture, fixtures, etc. Sum- 
ming up the usefulness of this product, 
the makers say that it is ‘designed princi- 
pally for applying lacquers to small areas 
and on irregular surfaces where the use 
of a bristle brush is inconvenient.’ ” 

After several months of experience and 
practical use, refinements and improve- 
ments in this small hand spray have been 
developed which are incorporated in the 
| present Wooster models now being 
plied to the trade. 


job 


So 


Color on the Lawn 


Make a special drive this season on 
| gay colors of paint and lacquer for the 
lawn furniture and equipment. 


| to operate. 
| grip handle controls the operation. 


| either A.C. or D.C. current, 
| and protected by fire screen. 
| is adjustable to suit different sizes of work 
and throws a mist-like spray. 
| Spray 
| equipped with 20 ft. of rubber sheathed 
| cord, 


| size cans, 


sup- | 


| ing. 


Presto Electric Spray Gun 

A high pressure electric spray gun with 
contained motor driven air com- 
pressor is manufactured by the Metal 
Specialties Mfg. Co., 338 North Kedzie 
Avenue, Chicago, Ill. Paints, varnish and 
lacquers can be efficiently and effectively 
applied to any surface with the Presto 
Spray Gun, Model 80. 


a self 


This product is a combination of a motor 
driven air compressor and a pressure spray 
gun. To operate, it is only necessary to 
fill the paint container, attach the device 
to an electric light socket and proceed with 
the work. It is easy to handle and simple 
A trigger switch in the pistol 


A powerful universal type motor using 
is air cooled 
The nozzle 


The Presto 


Gun weighs only 5 Ibs. and is 


Pint size containers are used. 


Flatting Oil in Quart Can 
National Lead Co., 111 Broadway, New 
York City, announces that Dutch Boy 
Flatting Gil can now be obtained in quart 
as well as the one and five gal- 


lon cans. The company realized that there 


DUTCH Boy 
) FLATTING OIL 


are many jobs which are too small to re- 
quire a gallon of flatting oil and that a 
quart would be sufficient. To fill this 
need, the new size can has been placed 
before the trade. It contains just about 
the right quantity for mixing up a 12¥% Ib. 
keg of white lead into flat paint. It is a 
handy size for glazing, blending and bronz- 
Quart cans are packed 12 to a carton. 
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From Widely Different Sections of the Country Opinions Are Presented on 


The Guarantee of Tools 


Agrees With Mr. Hill 


“THE most abused line is probably 
pliers, and in 1927 our total adjust- 
ments were less than one per cent, and 
this was very high in comparison with 
other lines. From a standpoint of dol- 
lars aud cents, adjustments are negli- 
gible when considered in the light of 
the total amount of business. 

“Some manufacturers insist that 
tools must be returned for examination 
and for a final decision. This is an- 
noying and expensive for the jobber. 
The expense iu handling is greater than 
the routine handling of two orders that 
go through the house. 

“If the manufacturers could or would 
adopt a policy requiring that all ad- 
justments covering so called defective 
tools must be taken up direct with the 
factory by the consumer and through 
no other source and tag their tools 
to this effect, it would eliminate, in our 
opinion, seventy-five per ceut of the 
claims. 

“In other words, take this-out of the 
hands of the jobber and retail dealer 
and require that the consumer go to 
the trouble of sending the tool back to 
the factory. 

“As it is now the retail dealer, the 
jobber, and the manufacturer do not 
wish to jeopardize the good will of a 
customer and, therefore, the question 
of policy enters in to a great extent. 

“The ease with which a user can ask 
for an adjustment is responsible for 
the majority of all claims. 

“Not long ago a certain tool was re- 
turned to us and the factory represen- 
tative, who is entirely responsible for 
all decisions in his territory, positively, 
and in our opinion, rightly refused to 
replace it. The customer sent the tool 
to a competing jobber in another terri- 
tory, who without question replaced it 
‘no charge.’ 

“Such incidents make the problem ex- 
ceedingly difficult for one who desires 
to be fair to the manufacturer. 

“We have tried to show our retail 
dealers that a tool replaced, which is 
not obviously defective, is a lost sale, 
but we have not noticed a diminished 
number of claims. 

“From our staudpoint, it has not been 
alarming, in fact, we can not imagine 
that any manufacturer from whom we 





purchase would think that the adjust- 
ments that they have, in turn, made 
with us have been unreasonably large.” 
(Signed) E. A. Scumipt, 

Seattle Hardware Co., 

Seattle, Wash. 


Guarantee Basis a Liability 

“WE always believed that selling 
tools or other merchaidise on guaran- 
teed basis is a liability. Manufacturers 
could correct this by giving their goods 
a little closer inspection. In the last 





J. W. HENTGES 











few months we came across two egg 
beaters that sell at $1 a piece—whole- 
sale price $8 a dozen—which were 
defective when sent from factory. We 
also found a high grade hay fork that 
was not properly riveted. We find a 
lot of goods that come through in this 
way, and which causes a lot of unneces- 
sary expense to dealer, jobber and 
manufacturer themselves. 

“We do uot believe in buying cheap 
merchandise for it not a business 
builder. When people buy a_ high 
priced article they expect to get their 
money’s worth.” 


is 


President and Gen. Megr., 
Choteau Hardware Co., 





(Signed) J. W. HENTGEs, | 


Choteau, Montana. | 


Suggests Direct Adjustment 


“THERE is no doubt that the 
cousumer imposes on the dealer who 
in turn imposes on the jobber and he 
in turn is compelled to impose on the 
manufacturer. 

“If it were possible to eliminate the 
dealer and the jobber from the tran- 
saction entirely we believe the average 
consumer would be inclined to be much 
more reasonable, though this would in 
some cases work an unfair hardship 
upon the consumer. 

“The average salesman, both of re- 
tailers and jobbers, is hardly capable of 
intelligently handling a replacement on 
a basis which is fair to the manufac- 
turer and the consumer. 

“If some plan along this line could 
be worked out it would be necessary 
for it to be universally adopted by all 
manufacturers of guaranteed tools, and 
both the jobbers’ and retailers’ sales- 
men would have to be educated so this 
method would be thoroughly explained 
to their customers at the time the 
sale was made, and the nature of the 
guarantee fully explained. 

“Assistance in this could be gained 
by the manufacturers putting a label 
to this effect on each tool which they 
guarantee. There are several manufac- 
turers who adopt this policy and whom 
we understand are very well satisfied 
with the way it is working out. 

“A "Chicago manufacturer will not 
allow jobbers or dealers to make re- 
placements for him but insists on 
examining the tool before any adjust- 
ment is made, and we have found 
among the trade’ very little objection 
to this plan. 

“As stated above any plan of this 
nature could not be expected to be suc- 
cessful unless it was _ universally 
adopted and is universally lived up to 
by both jobbers and retailers.” 

(Signed) T. J. Hutt, 
Secretary-Treasurer, 
Allen & Jemison Company, 
Tuscaloosa, Ala. 





See next week’s Hardware 
Age for more letters on the 
guarantee of tools. 
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Show Card Writing for the Beginner 


Second Chapter on the Single-stroke 


HERE are really only three im- 
portant things for the beginner 
to master in learning show card 
writing. These are namely: The 
proper position in which to hold the 
brush. Keeping all the upright or 
perpendicular strokes from leaning 


to the right or left, and thirdly mak- 5 


ing the curved or circular strokes. 
When these three important things 
have been mastered the beginner will 
soon be able to produce attractive 


legible show cards. On the bottom | 4 
of the alphabet plate all the primary | @ 


strokes used in making the entire 
alphabet are shown. Right Angles, 
Horizontals, Perpendiculars, Obliques 
and Semicircles. The beginner 
should concentrate his practice work 
on these exercises before attempting 
to copy the letters shown above. 
Seven or eight letters are enough for 
one lesson and each one of these let- 
ters should be made at least six times 
starting with the letter “K” making 
the basic strokes in turn until the 
entire letter is built up. It requires 
but three single strokes*to make or 
form the basic part of this letter. But 
it also requires eight little short 
“spur” strokes to sharpen the termin- 
als at top and bottom of upright 
strokes. 

The capital letters, J K LM NOP 
at the top of plate make the second 
instalment of this series on the show 
card poster alphabet, they are usually 


Poster Roman Alphabet 


By JOSEPH BERTRAM JOWITT 


| made the same height as the taller 
lower case letters. 

In making all downward strokes 
begin about 14 inch from the top 
guide line, and remove the brush 
when within about % inch of the 
bottom line. This rule applies to the 
straight up and down strokes only as 
the “spurs” or sharp corners really 
finish off the letters. 

For instance observe the capital 
letter “K” which took but three 
strokes to construct the main part, 
| yet in making the “spurs” which 
finish off this letter eight more little 
strokes were necessary. 





Give Thought to General Layout 


The “spurs” in the letters L M and 
N, were done with the point of the 
| flat chisel-edge brush, but the “spurs” 
finishing off the letters J and K, were 
done with a number 3, Sonnecken 
| lettering pen in order to show the 
| additional strokes necessary to finish 
| the letters. The white spaces or 
“breaks” in these two letters indicate 
| where the brush strokes start and 
| 
| 


leave off. 

As much thought should be given 
to the general layout and spacing of 
| a show card as to the formation of 
| the letters, poor lettering if proper- 
_ ly spaced and lined up well will look 
| better than accurate lettering incor- 
| rectly spaced. Study the system of 
| layout and spacing on the Kodak 
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photo card, and then notice the bath 
spray card how it looks when finished 
and shaded. This is how it was done 
according to the diagram. The card 
is what is known as a one-half sheet, 
outside measurement, 9 x 22 inches. 
A 134 inch margin is first drawn 
around card, then a % inch border 
line is drawn around extreme edge, 
(all these lines and layout should be 
done with a hard lead pencil). Prob- 
ably the most important line of all is 
the center line. 


Beginner Should Study These Cards 


The letter “J” is formed in two 
strokes, not counting the “spurs.” 
The letters E F L are very much the 
same with the exception of the thin 
stroke at the bottom of letter “E”’. 

The beginner should study the lay- 
out of the cards illustrating this 
article because it is the easiest method 
of lay-out known and does away with 
the difficult part of centering the let- 
tering on the card. It is called “Left 
and Right” lay-out. In other words 
a group of lettering is placed in the 
upper left hand corner of card and 
a like proportioned group of lettering 


















eep. 
ool! | 
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is placed in lower right hand corner. | are the principal letters of the lower- 


This is especially convenient when 
pictures or advertising cuts are to be 
pasted on show card. 


Lower-Case Letters 


The lower-case letters are much 
easier to make than the capitals and 
in this type they are used in the ma- 
jority. The arrows drawn by each 
letter show very plainly in what direc- 
tion each stroke should be taken until 
the letter is completed. Notice the 
Ss, 0, e, at the bottom of plate, these 


‘ 
en 
a 


Kodak | 


eee 





Photo | | 
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card brushes are the best 

all-round water color 
brushes made (especially for 
show card work), as the hairs 
are resilient and hoid plenty of 
ink. Always wipe the brush out 
cach time it is dipped in the ink. 
This will train it to keep a sharp 
chisel edge, which is the proper 
shape for single stroke lettering. 


€ pian ten Red Sable show 

















| case for the beginner to concentrate 
on, as most of the strokes used in the 
formation of all the other letters are 
to be found in these three letters. 
The shading of letters has much to 
do with the finished appearance of 
the show card. The shadow or shade 
should be at the left of each letter, 
following the formation of the letter 
and keeping just a trifle away from 
edge of letter. As this is supposed 
to be a shadow the color should be 
a very light tint of either gray, green 
or blue, using the same size brush 
| the lettering was done with. 


| Do Not Crowd Your Cards 


The beginner should be careful not 
to crowd too much lettering on a show 
| card, the copy should be boiled down 
}as much as possible without leaving 


| out any important detail. 
| ; 








The next article on show 
card writing will appear in 
Hardware Age for July 12. 
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OLLECTIONS 


Here is information that will enable the hardware 

merchant to handle his own collections in an intelli- 

gent manner, settling accounts and retaining cus- 
tomers. What to do when the account is in 


NE of the most important facts to remember in 

connection with the successful collection of accounts 

is that the longer past due they become the harder 
it is to collect. An account which has run only a few 
days past the time when it was supposed to have been 
settled is a far easier proposition to handle than one 
which has been allowed to run for several months. In 
other words, the time to start active collection procedure 
is immediately when the account is due and not some 
months later. 

Unfortunately, most dealers have little or no system in 
handling their collections. As long as their own creditors 
are not pushing them for money they become lax in 
handling their debtors. When they themselves find that 
they are in urgent need of funds, or perhaps at inventory 
time when they balance their books for the year, they 
discover to their amazement a staggering total of open 
ledger accounts outstanding and they are forced to act. 
They then make a frantic effort at collecting but ease 
up on the job just as soon as enough cash has been 
brought in to cover the demands of that particular 
emergency and the balance is allowed to rest undisturbed 
until another crisis impends. 
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POPKEN HARDWARE CO. 


(NOT INC.) 
1034 LAKE STREET :: OAK PARK, ILLINOIS 
Telephone Euclid 142 


April Ist, 1928. 
Mr. John Jones, 


922 Main St., 
City. 
Dear Mr. Jones:— 

Not having received your remittance covering the mer- 
chandise which you purchased from us last month we are 
anxious to learn if we made any error either in the goods 
themselves or the account. If so, won’t you please advise 
us at once so that we may make the necessary corrections? 


We are offering some splendid bargains in garden and 
lawn supplies at present and take this opportunity of urg- 
ing you to drop in and look them over. 


Yours very truly, 











With these slip-shod methods it is only natural that 
when one of these frenzied drives for cash is underway 
the easiest collections are the ones that are made first 
and the leftovers become harder and more uncollectible 
each time. Eventually the merchant finds that he has a 
total of several hundred dollars of practically uncollecti- 
ble accounts left on his books, probably some of it so old 
that it is outlawed under the statute of limitations. 

It is usually about there that the dealer makes up his 
mind that he must have the money that is due him and 
makes the further mistake of turning his accounts over to 
some commercial collection agency. While there may 
be among the many collection agencies which solicit the 
business of the smaller merchants a few that are honest, 
the vast majority of them are decidedly unreliable. Fur- 
thermore, even a strictly reliable agency cannot handle 
a collection as well or with as good results as the mer- 
chant can himself if he will take the time. 


Getting the Money and Keeping the Customer 


In spite of verbal assurances to the contrary, even the 
best of collection agencies do not make personal calls on 
the debtors but rely merely on a series of form letters 
to do the work. If form letters are all that are needed, 
the dealer himself can do that and save the usual 50 per 
cent commission charged by the agency. Most of these 
collection agencies, operating out through the smaller 
towns also charge a 50 cent filing fee on each account 
given them and this amount would pay for at least a 
series of ten collection letters, including postage, which 
the merchant might send out himself. Another factor 
in favor of the merchant handling his own collections 
lies in the fact that the collection agency cares for noth- 
ing except to enforce payment of the account and the 
customers future relation with the store is of no con- 
ceru. Very often the account is collected, but with the 
customer driven away from the store for all time. Of 
course, it is sometimes better to get the money even if 
the customer is lost, but it is also possible in the vast 
majority of cases to handle matters in a way so that the 
account is settled and the good will of the customer 
retained. 


How to Handle Your Own Collections 


Having decided to handle his own collections, the next 
step is for the merchant to map out a definite program 
of procedure and then stick to it. A collection program 
to be successful must be prompt in starting and regular 
in following up. Letters, telephone calls and personal 
calls can each be made effective in themselves, while a 











The first of a series of collection letters should be decidedly friendly in 
tone. Very often a gentle reminder will bring to the customer’s attention 
the fact that the account is being watched and a settlement will be made. 
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combination of three is almost certain of results. The 
time to start procedure is immediately when an account 
becomes past due. For example, if the store’s credit 
terms are the usual “all accounts must be paid by the 
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POPKEN HARDWARE CO. 


(NOT INC.) 
1034 LAKE STREET :: OAK PARK, ILLINOIS 
Telephone Euclid 142 


April 10th, 1928. 
Mr. John Jones, 
922 Main St., 
City. 
Dear Mr. Jones:— 

We wrote you last month to ask if there was anything 
wrong with the merchandise you purchased from us during 
March. When we make a mistake in any way, please let 
us know, for we want you to be perfectly satisfied in your 
dealings with us. 

If you have no complaint, won’t you please send us your 
check covering the account? Or, better still, drop into the 
store with it and take the opportunity to see some of the 
new house furnishing goods we are now carrying in stock. 


Yours very truly, 











Friendliness should also be carried on through the “follow-up” letters, but 
there should be a note ef insistence which becomes a trifle stronger in 
each subsequent appeal for settlement, 


10th of the month following the day of purchase,” any 
account not paid is past due on the 11th. 

A friendly note asking if there is anything wrong 
with the merchandise or any error in the account should 
be sent to the customer not later than the 15th. If the 
bill still is unpaid or no extension of time asked for by 
the first of the next month, another note, still friendly in 
tone, but somewhat firmer, is sent. This should be fol- 
lowed by a phone call or possibly a personal call and a 
letter, just a little more insistent each time, or a call at 
intervals of a week or ten days. 


The Merchant Can Handle Collections More 
Intelligently 


The merchant should remember that the reason be- 
hind the customer’s failure to pay promptly is not, in the 
rast majority of cases, a deliberate attempt to avoid set- 
tlement. It is largely because the customer has not 
enough money to pay all his bills as they fall due and 
consequently he pays the merchants who are the most 
insistent and does not pay those that he can hold off. 
In other words, the merchant enters a competition with 
other merchants in the matter of collections just as he 
did in the making of the original sale. It is the friendly 
but persistent collection appeals which will go a long way 
toward causing the customer to pay up his account with 
the sender instead of paying some one else. 

It is also far better to make each letter avoid the ap- 
pearance of a form letter as much as possible. Each 
letter should be individually written instead of being 


multigraphed or printed. Of course this takes more 
time but it is decidedly more effective. 


If You Say the Account Is to Be Placed in the 
Hands of an Attorney, Place It There 


In pushing collections, either by letters or calls, never 
make useless threats. Do not say that the matter is to 
be placed in the hands of an attorney for legal action 
unless such a step is actually planned. To threaten legal 
action and then not take it weakens the whole collection 
process; better to lose the account without any attempt 
to collect it than to lose it after making a bluff that isn’t 
followed up. When the merchant’s efforts are ignored 
by the debtor, the fact that the account will be placed in 
legal hands should be stated as such and this final action 
taken at once. Turn the account over to the local at- 
torney—not some collection agency with offices located 
in a distant city. In the first place, the local man is 
probably familiar with the debtor and knows how to 
handle the case more effectively. Again the debtor will 
make more of an effort to keep his credit reputation 
clean in the eyes of the local man that he will with the 
distant collection agency that he never heard of before. 


—and When the Account Is Collected 


Finally, where the collection of a past due account is 
made, be prompt in thanking the customer for it. That 
little courtesy is the thing that will keep the customer 
from being offended at the persistent collection campaign 
he has experienced and hold him as a future customer. 
And then be very careful how additional credit is ex- 
tended to him. 
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POPKEN HARDWARE CO. 


(NOT INC.) 
1034 LAKE STREET :: OAK PARK, ILLINOIS 
Telephone Euclid 142 


May 19th, 1928. 
Mr. John Jones, 


922 Main St., 
City. 
Dear Mr. Jones:— 

We believe that we have been more than fair in giving 
you many opportunities to explain why your account, now 
long past due, has not been paid. However, we have re- 
ceived neither a remittance or even a reply from you. 


While it is nut our desire to cause you any unnecessary 
unpleasantness we are compelled, unless we hear from you 
by June Ist, to place the matter in the hands of our attor- 
ney on that date. He will be instructed to take whatever 
action necessary to effect collection. 


If you decide to make a settlement or explanation it must 
be done quickly to avoid legal action. 


Yours very truly, 











As a last resort an account should be placed in the hands of an attorney 
for legal action. When this time comes, and not before, a letter telling 
the customer of that step, not as a threat but as a fact, is in order. 





A EN, 


— 


he ay 
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McCullough Succeeds Hegner as President of 
Pittsburgh Ass’n—Jobbers Attend June Meeting 


Representatives from every hardware 
jobbing house in Pittsburgh, Pa., attended 
as guests, the June meeting of the Pitts- 
burg Retail Hardware Dealers Associa- 
tion, held on the evening of June 15 in the 
Roosevelt Hotel. 

One of the interesting features of the 
evening was the presentation of a hand- 
some traveling set to retiring President 
Frank A. Hegner, Hegner Hardware Co., 
Sewickley, Pa. Mr. Hegner has served 
as president of the association for the 
last three years and has made an enviable 
record. Hugh McKnight of the Samuel 
M-Knight Hardware Co., made the pres- 
entation, saying that the set was a small 
token of the esteem from the membership. 

J. E. McCullough of the McCullough- 
Whiffield Hardware Co., Wilkinsburg, 
Pa., was elected to the presidency of the 
association succeeding Mr. Hegner. George 
Sheppard, Swissvale, was elected first 
vice-president; James M. Scott of W. M. 
Scott & Co., Carnegie, second vice-presi- 
dent; L. S. Kelso, Hazelwood Hardware 
Co., Pittsburgh, third vice-president and 
Cecil Wilson of Strathern, Whitehead « 
Wilson of Braddock, fourth vice-president. 
Charles W. Scarborough of Scarborough 
& Klauss Co., is secretary and Theodore 
Backoefer, Oakland Hardware Co., treas- 
urer. 

Retail dealers and jobbers discussed 





many mutual problems throughout the 
evening. A. J. Bihler, J. C. Lindsay 
Hardware Co., Robert Hunter, Hukill- 





J. E. McCULLOUGH 


Hunter Co.; Robert Repp, Logan-Gregg 
Hardware Co. and several others spoke 
from the jobbers’ viewpoint. A discussion 
on the work of the manufacturers’ repre- 
sentatives evoked much interesting com- 
ment as did the retailers’ discussion of 
their problems. 








New England Iron and Hardware 
Association Elects Officers 


At the annual meeting of the New En- 
gland Iron & Hardware Association on 
Tuesday evening, June 19, at the New 
Parker House, Boston, Mass., Franklin 
E. Bragg of N. H. Bragg & Sons, Bangor, 
Me., was elected to the presidency, suc- 
ceeding William A. Hopkins of Decatur 
& Hopkins Co., Boston, who had served 
for two terms. Mr. Bragg has served as 
vice-president of the organization. Wil- 
liam H. Bowe, Herrick Co., Boston, was 
elected vice-president to succeed Mr. 
Bragg. 

In addition to Messrs. Hopkins, Bragg 
and Bowe, the following directors were 
elected for the ensuing year: Charles A. 
Adams, John B. Varick Co., Manchester, 
N. H.; Charles W. Henderson, Jr. and 
R. H. Sanderson, E. P. Sanderson Co., 
Cambridge, Mass.; R. M. Boutwell, Stand- 
ard Horse Shoe Co., Boston; Frank F. 
Chase, Chase, Parker & Co., Boston; F. 
Marsena Butts, Butts & Ordway Co., Bos- 
ton; M. B. Damon, Fitchburg Hardware 
Co., Fitchburg, Mass.; C. C. Dodge, 
George F. Blake, Jr. & Co., Worcester, 
Mass.; George M. Gray, Peter Gray & 
Sons, Cambridge; G. M. Congdon, Cong- 
don & Carpenter Co., Providence, R. I.; 
Quincy W. Wales, Brown-Wales Co., 
Boston, and C. D. Alexander, Emery, 
Waterhouse Co., Portland, Me. 

George J. Mulhall was reelected treas- 
urer and clerk of the association. 

Various reports submitted at the meet- 
ing showed the organization to be in a 


healthy financial condition; growing in 
membership, and successful in collecting 
a large percentage, through its bureau of 
credit, of claims submitted during the 
year. The report of the shelf hardware 
committee pointed out disturbing chang- 
ing conditions and increasing difficulties 
in keeping out of red figures in the trade. 
A step forward was made in cooperation 
in the matter of distribution during the 
past year. One of the most important 
points brought out in the heavy hardware 
committee report was that despite the in- 
vasion of foreign material, jobbers in 
general are confining their activities to do- 
mestic stock and despite the keen competi- 
tion making a profit. 

Resolutions were adopted on the death 
of E. Loring Richards, who died last 
January at the age of 75, in Brookline, 
Mass. He was the last surviving member 
of the old established Boston house of 
Frye-Phipps Co., which later became a 
part of the Winchester Co. Reference 
also was made in appropriate manner to 
the late H. D. Priest, who was presi- 
dent of the Bigelow Dowse Co., Boston. 


Peden Iron & Steel Advances 
H. M. Corley to Buyer 


H. M. Corley has been advanced to buyer 
of sporting goods and general hardware 
by the Peden Iron & Steel Co., Houston, 
Tex. Mr. Corley has been connected with 
the Peden company for three years as as- 
sistant sporting goods manager. 








“Why the Jobber?” Subject 
of Talk by E. R. Masback 


Acting as warehouseman and purchasing 
agent for retailers in his natural terri- 
tory is the dual and basic function of 
the jobber, E. R. Masback, president, 
Masback Hardware Co., 82 Warren 
Street, New York City, hardware jobbers, 
told the Brooklyn Hardware Association 
at the regular meeting, Thursday, June 14, 
at the Johnston Building, Brooklyn, N. Y. 
Mr. Masback surveyed present trends ia 
distribution, commented on present costs, 
and current merchandising practices. 

There were forty interested members 
who listened attentively to the instructive 
talk by Mr. Masback, some of the higi 
lights of which were: From a_ banking 
point of view, the hardware jobbing busi- 
ness is sound and stable, there being only 
three failures in 37 years among Class A 
jobbers, this group including jobbers 
whose annual volume reaches the million 
dollar mark. Of these three, two paid 
100 cents on the dollar and the third about 
92 cents on the dollar. This record is 
not paralleled in any other industry. ° 

The jobber’s duty, he continued, is to 
assemble for the retailer merchandise 
which is sold in his territory, with the 
average jobber handling from 30,000 to 
60,000 items, acting as warehouseman and 
purchasing agent for those dealers. His 
job (the jobber’s) is not selling, but ware- 
housing goods the dealer wants and the 
consumer demands. 

Granting the need of direct selling in 
some lines, Mr. Masback showed the job- 
ber’s place in distribution, picturing the 
plight of the dealer if he were forced to 
buy all lines direct. There are 6700 hard- 
ware producers and, assuming that the 
dealer carried lines of only ten per cent 
of them, he would have to interview at 
least twice a month, 670 salesmen, prac- 
tically an impossible task, he said. 

It was the speaker’s observation that 
more retailers were making money by 
their »selling efforts than they were by 
their buymg efforts. 

Summing up the five points for the job- 
ber and the five for the retailer as recent- 
ly recommended by the Hardware Council, 
Mr. Masback said he and his firm in- 
dorsed this work of the Council and were 
following each point to the best of their 
ability. He urged all salesmen to study 
the Council’s report and to pass on to 
retailers the benefits of their own ex- 
periences, 

In closing, Mr. Masback characterized 
the successful jobbers’ traveling repre- 
sentatives as business men and not as 
salesmen or order takers. If they handle 
their duties properly, he said, they were 
advising the dealers of better methods and 
teaching retailers to make money. 

N. R. H. A. President R. J. Atkinson, 
summarized the recent Southern conven- 
tions he had attended and H. A. Cornell 
as chairman of Metropolitan Hardware 
Association’s outing committee reported 
on the progress of the joint outing of 
that organization to be held July 18. 

President Edward F. Daily presided and 
Secretary Robt. Pearsall made a typically 
efficient report of the past meeting. 
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Nutmegger Outing and Clambake 
Held at Naugatuck, Conn. 


The 1928 Outing and Clambake of The 
Nutmeggers, which was held on Saturday, 
June 13, at the Naugatuck Chamber of 
Commerce grounds and the Naugatuck 
Golf Club, in Naugatuck, Conn., was a 
great success. Nutmeggers and dealers 
enjoyed a full day’s activity and could not 
say enough regarding the excellent pro- 
gram which had been laid out. 

Many arrived at the Golf Club in the 
morning and played a round of golf be- 
fore the luncheon which was served at 
noon. Among those who were awarded 
prizes for their golfing skill were Stewart 
Russell, J. Russell & Sons, Holyoke, 
Mass.; John Jepson, Connecticut represen- 
tative for the Clipper Belt & Lacer Co., 
and Earl Morse. 

Jack Cobleigh of the Pike Mfg. Co., 
who is considered to be the best tennis 
pmyer in The Nutmeggers, was defeated 
in an open tournament by a score of 6-4, 
2-6 and 6-0. His conqueror, a hardware 
dealer, refused to identify himself. 

The rock clambake was served at 4.30 
p.m. Everybody donned a big white 
apron, took a tray and filled it with 
chicken, lobster, sweet corn and many 
fixings and adjourned to the Chamber of 
Commerce dining room. President C. S. 
Phillips, The L. S. Starrett Co., acted as 
toastmaster and introduced Don Hallock 
of Derby, Conn., president of the Con- 
necticut Hardware Association, who made 
a few appropriate remarks. 

In an eating contest, H. C, Trumbore 
won from Chris J. Sachs, both of the 
Bethlehem Steel Co. Pete Cauley of 
Bristol, defeated Collins and Freeman of 
Branford in a political debate. 





P. J. Gibbons Joins Sidway- 
Topliff Co. as Vice-President 


Phil J. Gibbons, who for the past sev- 
eral years has been secretary of the 
National Association of Children’s Vehi- 
cle Manufacturers, was recently appointed 
executive vice-president of the Sidway- 
Topliff Co., of Washington, Fa. He will 
have charge of the company’s sales and 
advertising, and will have his headquarters 
in Washington, Pa. 

Mr. Gibbons, prior to his affiliation with 
the Children’s Vehicle Association, was for 
many years connected with the Kirk-Latty 
Co., of Cleveland, Ohio. 





American Stove Co. Announces 
Several Personnel Changes 


The American Stove Co., Lorain, Ohio, 
has announced a number of promotions in 
its Cleveland plant, incidental to the open- 
ing of a new department for the handling 
of oil and gasoline stoves. 

Thomas Sourbeck, who has been with 
the company 35 years and for several 
years has been sales manager of the New 
Process Stove Co. Division, is general 
manager of the new division. B. R. Trit- 
ton, credit manager, has been made sales 
manager to succeed Mr. Sourbeck and 








A. G. Brecht! has been made credit man- 
ager. 

Edward T. Butler, formerly sales man- 
ager of the Dangler Stove Co. Division, 
has been promoted to the position of 
assistant manager of that division. He 
has been with the company 40 years. 





L. J. Foreman Dead 


L. J. Foreman, who for the last several 
years has been eastern division sales man- 
ager of the Martin-Senour Co., Chicago, 
Ill., passed away recently at his home in 
Brooklyn, N. Y. His death came as the 
culmination of a short illness. 





L. J. FOREMAN 


Coming to the Martin-Senour Co. in 
1905, Mr. Foreman devoted practically his 
entire business career to the concern. At 
first he was a sales representative of the 
company in Pittsburgh, Pa., but later 
moved to Buffalo, N. Y., where he assisted 
W. E. Schunk, then eastern district sales 
manager. In 1922, when the company 
opened a branch in Brooklyn, N. Y., Mr. 
Foreman was selected to take charge of 
the sales organization in the eastern divi- 
sion. He was well known in the trade and 
will be greatly missed. His widow and 
three children survive. 

Mr. Foreman’s brother, E. H. Foreman, 
is general manager of the company. 


W. W. Drummy Joins Winches- 
ter-Simmons Co. in St. Louis 


W. W. Drummy has resigned as assist- 
ant general manager of the Lee-Kountze 
Hardware Co., Omaha, Neb., and has be- 
come affiliated with the Winchester-Sim- 
mons Co. in St. Louis, Mo. 





New B. & P. Hardware Catalog 
B. & P. Hardware Mfg. Co., 312 Santa 


Anita Avenue, Pasadena, Cal., recently 
published a new catalog describing the 
Superior Locks, which it manufactures. 
A sash balance and casement adjuster are 
also mentioned. 





Schoning Wins Animal Trap Co. 
Prize—New Contest Planned 


Herman Schoning of Montevideo, Minn., 
has been announced as the winner of the 
$1,000 cash prize in the 1927-28 contest 
sponsored by the Animal Trap Co. of 
America, Lititz, Pa. A mink pelt, sub- 
mitted by Mr. Schoning, was judged to be 
the best pelt caught in a steel trap during 
the last trapping season. 

The contest was open to all. The judges 
did not base their decision on the value 
of the species, but on the size, prime con- 
dition and the care with which the pelt 
had been skinned, dried and stretched. An 
unusual amount of attention was attracted 
to this contest and due to its success, the 
Animal Trap Co. has decided to spon- 
sor another contest for the 1928-29 trap- 
ping season. It has been announced that 
this contest will again be open to all, with 
the exception of the company’s employees. 
Pelts may be sold in the regular way, 
with the trapper advising the fur dealer 
what brand of trap he used. This will 
have no bearing on the award but will 
serve only as a record. The judges will 
pass upon the quality and condition of the 
pelts; the value of the species having no 
bearing on the award. 

Any pelt legally taken in a steel trap 
during the 1928-29 trapping season can be 
entered in the contest. In case of a tie, 
each winner will receive $1,000. At the 
close of the trapping season the company 
will canvass the fur houses in the country, 
in an effort to find the best pelt of the 
year. The judges will be members of the 
editorial staffs of three outdoor publica- 
tions and the advertising manager of the 
Animal Trap Co. of America. 

Appropriate window display material 
and sales helps are being prepared to en- 
able the dealer who sells traps to stimulate 
his sales. A window cut-out in three 
colors, showing a glaring lynx cat is one 
of the striking sales helps. Another dis- 
play in two colors is now being prepared. 
With each set of window trim, the com- 
pany is sending to dealers 100 copies of 
the contest rules, which can be distributed 
to his customers. “An attractive thermom- 
eter is also offered. 

The contest will close in April, 1929, 
and the winner announced shortly after 
that date. 


Beaver Machine & Tool Co., Inc., 
Changes Name to Beaver Mfg. 
Co. 


Beaver Machine & Tool Co., Inc., 625 
N. Third Street, Newark, N. J., recently 
changed its name to Beaver Mfg. Co. 

The old name dates back ten or twelve 
years and has been misleading. The 
change of name involves no change in 
ownership or policies as the company will 
continue manufacturing its well known 
line of Beaver wiring devices. 

The Beaver Mfg. Co. announces the 
appointment of Otto E. Heilmann Co., 620 
Chemical Building, St. Louis, Mo., as its 
sales representatives in the St. Louis terri- 
tory, succeeding Franklin McDermott. 
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Reducing Distribution Costs 
Topic for A. T. Simonds Awards 


Alvan T. Simonds, president of the 
Simonds Saw & Steel Co., Fitchburg, 
Mass., is again sponsoring the Alvan T. 
Simonds Awards for the best essays on an 
economic subject. This year “Reducing 
the Costs of Distribution” has been se- 
lected as the subject for the contest, which 
will again be conducted under the auspices 
of the American Management Association, 
20 Vesey Street, New York City. 

Mr. Simonds is intensely interested in 
economics. He is offering prizes amount- 
ing to $1,500 to the winners of this year’s 
contest, the purpose of which is to arouse 
a more general interest in the subject of 
economics as related to the individual and 
general welfare. It is also hoped to in- 
crease the general understanding of the 
application of economic principles to busi- 
ness. 

To a business executive, a prize of $1,000 
will be awarded for the best essay on the 
selected subject. A college senior, gradu- 
ate student or an instructor of less than 
assistant professor grade will be awarded 
a prize of $500 for the best essay on the 
subject. All essays must be submitted to 
the managing director of the American 
Management Association, on or before 


Dec. 31, 1928. 





D. H. Evans Dies—Was Charter 
Member of Minnesota Assn. 
David H. Evans, well-known pioneer 

hardware dealer of Tracy, Minn., died 
recently at Santa Ana, Cal., from injuries 
sustained in an automubile accident near 
the latter city. Mr. Evans, who was 76 
vears of age, engaged in the hardware 
business in 1878 and was active in the 
management of his store until two years 
ago, when he retired and turned the busi- 
ness over to his son. 

He was one of the charter members of 
the Minnesota Retail Hardware Associa- 
tion, and served for several years on its 
board of directors as well as a term as 
president. 





Oliver Iron & Steel Appoints 
O. H. Davidson of Denver, Colo. 


O. H. Davidson, president of the O. H. 
Davidson Equipment Co., 130 W. Four- 
teenth Avenue, Denver, Colo., has been 
appointed district manager in the Rocky 
Mountain territory by the Oliver Iron & 
Steel Corp., of Pittsburgh, Pa. Mr. 
Davidson will represent the bolt, nut, rivet 
and pole line departments of the Oliver 
corporation. 





E. A. Pflueger Again Heads 
Fishing Tackle Mfrs. Assn. 


For the eighth consecutive year, E. A. 
Pflueger, president of the Enterprise Mfg. 
Co., Akron, Ohio, has been reelected to 
the presidency of the Fishing Tackle Man- 
ufacturers’ Association. His election took 
place at the association’s twelfth annual 
meeting held recently in New York City. 

Among the outstanding features of this 
meeting was the acceptance cf the report 


of the standardization committee, relating 
to rod plates and reel seats. 





F. H. MclIsaac Dies Suddenly 
in Cleveland on June 20 


Fred H. Mclsaac, secretary and treas- 
urer of the Lamson & Sessions Co., Cleve- 
land, Ohio, died suddenly at his home in 
Cleveland on Wednesday, June 20. Mr. 
Mclsaac was at one time a vice-president 
of the American Hardware Manufacturers’ 
Association and had always taken an active 
interest in the convention work of that 





F. H. McISAAC 


association as well as the American Iron, 
Steel and Heavy Hardware Association, 
the National Association of Farm Equip- 
ment, and the Southern Hardware Jobbers’ 
Association. 

Mr. McIsaac was born in Detroit, Mich., 
in 1884, and in 1901 entered the employ of 
the Kirk-Latty Mfg. Co., Cleveland, Ohio, 
as an office boy. He worked up in that 
organization through various clerical posi- 
tions, both in the factory and office until, 
in 1909, he was made office manager. 

In 1910 he became assistant treasurer 
and two years later was elected treasurer 
of the company. Upon the death of 
Samuel D. Latty in 1925, psesident of the 
company, Mr. MclIsaac succeeded him to 
that position, retaining also the position as 
treasurer. When the Kirk-Latty Mfg. Co. 
was merged with the Lamson & Sessions 
Co., Mr. MclIsaac was elected secretary 
and treasurer of the consolidated company. 

Mr. Mclsaac is survived by his widow 
and a son; also his father, brother and 
sister. 

Remington Cash Register Co. 

Secures Large Register Order 

What is said to be the largest order in 
the history of the cash register business 
was placed recently with the Remington 
Cash Register Co., Ilion, N. Y., by the 
Schulte-United, Inc., chain of five cent to 
one dollar stores. This company made an 
initial order for 5000 cash registers. 

The new chain will consist of 1000 stores 
in every part of the country and it is esti- 
mated that the average requirement of 
each store will be at least 40 registers. 

The announcement that this order had 
been placed came as a dramatic climax to 
the second day session of the cash register 
company’s sales conference. 














Kill That Summer Slump, 
H. E. Masback Tells Dealers 


Declaring that only 10 per cent of the 
population of the average community is 
away on vacation at any one time, Harold 
E. Masback, vice-president, Masback 
Hardware Co., New York City, urged 
members of the Hardware & Supply Deal- 
ers Association of the Manhattan & 
Bronx Boroughs, Inc., to kill the imagi- 
nary “summer slump” to which many deal- 
ers unnecessarily succumb. Mr. Masback 
addressed this group at the Prince George 
Hotel, New York City, Tuesday, June 18, 
offering concrete suggestions for properly 
and profitably serving that 90 per cent who 
are at home working, eating, sleeping and 
needing merchandise. He suggested sales 
and display attention be given particularly 
to hot weather specialties and told deal- 
ers not to discuss or promote the idea of 
“hot weather being uncomfortable,” but 
rather suggest in a positive way the mer- 
chandise which would help customers 
keep cool and comfortable. Make your 
stores cool looking, keep them and your- 
selves clean and neat, use display colors 
which suggest coolness, he said. 

To illustrate his points there was 2 
special sample window display prepared 
under the direction of R. G. Litchfield, an 
assistant of Mr. Masback. This display 
and the comments of the speaker stimu- 
lated an interesting open forum discussion. 

President Jos. Ringler being home sick, 
Vice-President George Steets did an able 
job as chairman. Secretary C. H. Tilson 
conducted the duties of his office with his 
customary efficiency. 

Chas. J. Heale, HArpwaAre AGE, led a 
discussion of ways and means of improv- 
ing attendance and increasing membership. 





Frank L. Campbell Now Located 
in Chicago 
Frank L. Campbell, who a few months 
ago associated himself with the Congoleum- 
Nairn, Inc., is now permanently located in 
Chicago at 14 East Jackson Boulevard, in 
the Lytton Building. 





Weather Conditions Influence 
Hardware Trade—General 
Conditions Are Satisfactory 


NEw YORK, June 27.—That the spotty 
condition of the hardware trade 
throughout the country is due to 
weather conditions is well borne out by 
reports from important market centers. 
Sales of seasonal and staple hardware 
increase almost simultaneously with 
summery temperature, indicating that 
the national buying power is unim- 
paired. The heavy rains are, how- 
ever, causing a good demand for lawn 
mowers and lawn and garden tools 
generally. 

The industrial situation is fairly sat- 
isfactory at this time, the automotive 
and building industries being the main 
sources of employment. Prices are firm 
at the present and demand for general 
hardware lines is normal for this time 
of year. 

Collections are showing some im- 
provement. 
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Oliver Bros. Market Letter Offers 


Interesting Comments on Conditions 


EVIEWING current business con- 
ditions in a market letter dated 
June 15, Oliver Bros., Inc., New York 
City, find “Business Conditions Fun- 
damentally Sound,” saying in part: 
“Business conditions are fundamen- 
tally sound. Now, if you can endure 
that worn-out. statement, which is sub- 
stantially true, no matter how tire- 
some, and accept our patient recogni- 
tion of it, we shall make but passing 
reference to the naturally concomitant 
circumstances that credit conditions 
are good (although that is seriously 
doubtful), that stocks are low, con- 


sumption large and unemployment 
nominal, or nearly so. The disparity 
between industrial and agricultural 


economic conditions is no longer a 
problem, although the politicians do not, 
or will not, realize it. Foreign trade 
shows no pronounced change or trends; 
foreign relations and the good will of 
foreigners are improved. In_ short, 
‘business conditions are fundamentally 
sound.’ 

“In the preceding paragraph we re- 
ferred to sound credit with reserva- 
tion, having in mind the unhealthy 
activity of the stock market and the 
obvious fact that there has been a rush 
of inexperienced small speeulators 
dreaming of quick fortunes. One of 
the most consistently optimistic of the 
monthly bank bulletins says: ‘Specula- 
tion on the scale current during recent 
weeks can only be deplored as unsound 
and hurtful to the best interests of 
the country.’ It is commonly remarked 
that one thing the matter with busi- 
ness is that too many business men 
are neglecting their own establishments 
to watch the stock market. And on 
vacation, even, one of the most popular 


places of assembly is some broker’s | 


branch offiee. As this is written (June 


14) a violent wave of selling has been 
going on for two days, and countless 
small traders have been ruined. If the 
governors of the stock exchanges do not 
find some means of checking the pure 
gambling which is such a factor in 
trading operations, and which is no 
sounder economics or morals than 


reformers may compel the legislators 
to do it for them. 


factories faster than they are turned 
into the scrap heap, hence we may read 
with perfect composure of the reduced 


sumption of gasoline without suspect- 
ing that the latter event is due to the 


process of making and_ scrapping 
automobiles, according to the present 


existence of the once much discussed 
saturation point. Still it should not 
be forgotten that the peak of produc- 
tion was reached in 1926, and it is 
highly improbable that the record of 


or, we daresay, next year. 


industry is the trend toward consoli- 


is controlled by three organizations— 
General Motors, Ford, and the new 
Chrysler-Dodge combination. 


cent since the high point in 1923. 
no time since the beginning of the 
original ‘Building Boom’ has there been 
anything like a genuine slump; indeed, 
a new peak in contract awards was 
established in April this year, and the 


| mark attained then lasted only long 





‘playing the races,’ the professional | 


“Automobiles are turned out of the | 


output of cars and the increased con- | 


growing use of cigar lighters, to bor- | 
row from a popular current joke. This | 


ratio, demonstrates the continuing non- | 


that year will be repeated this year, | 
A serious | 
competitive struggle for existence is | 
now in full swing. Perhaps in no other | 


dations and vertical trusts better illus- | 
trated. Eighty per cent of production | 


“Building costs have declined 20 per | 
At | 


| enough to colligate the figures for May, 
which surpassed April by $25,000,000. 

The wild rush after the war to fill 
the enormous and long neglected re- 
quirements of the country in every 
conceivable type of edifice except battle- 
ships and olive drab (even the fac- 
tories making these had to be con- 
| verted to other uses) produced statis- 
| tics so far beyond anybody’s previous 
experience or even ability to under- 
stand that some of those who were not 
too busy laying bricks at amazingly 
high wages, or engineering the con- 
struction of magnificent new office 
buildings quickly filled up at fancy 
rents, or slapping together cheap frame 
dwellings dozens at a time and selling 
them at two or three times their cost 
before they were half completed, be- 
gan to worry and to predict dreadful 
things. The Florida real estate boom 
was a fascinating and pretentious side 
show and it crashed with stunning 
| force, but the main tent was hardly 
| affected at all. : 
| “In the first rush there was little 
attention devoted to costs and less con- 
sideration of quality and workmanship 





and long life. Bricklayers, paper 
hangers, contractors, promoters and 
money lenders were all in a mad 


scramble to ‘get theirs while the get- 
ting was good.’ No wonder that the 
calm people began to be anxious. 

“All the time there were conserva- 
tive gentlemen, with pockets full of 
plans, who were watching the excite- 
ment and waiting to see costs come 
down. They have been filling the gaps 
caused by the retirement of those who 
became rich enough to satisfy them, 
those who overreached themselves and 
| went broke, and those who executed 

plans which could not be delayed.” 





Week’s Prices Average 87.8 
P. C., Says Prof. Irving Fisher 


Prof. Irving Fisher of Yale University 


announced June 17, that the previous week’s | 


wholesale commodity prices, based on 


Dun’s quotations, averaged 97.8 per cent. 


The purchasing power of the dollar was | 


is says the | 
102.2c. on a 1926 basis of 100c., says the | a decrease, however, of 32,407 cars under | 


Journal of Commerce. 
Crump’s index for the 
revised 1926 level was 95.6. 
The Italian index on the revised 1926 
level for the week ended June 9 was 
7935. 


week on 





Freight Loadings Show Increase | 


Week Ended June 9 


Loading of revenue freight for the weci 


ended June 9 totaled 995,960 cars, the car | 


service division of the American Railway 


the 


Association announced June 19. This 
was an increase of 61,746 cars over the 
preceding week, when freight shipments 
were somewhat curtailed due to the ob- 
servance of Decoration Day. Except for 
| coke, increases over the week before were 
| reported in the loading of all commodities. 
The total for the week of June 9 was 


the same week in 1927 and a decrease of 


56,511 cars compared with the correspond- | 


ing week in 1926. 
Prices Were Withdrawn 
on E. T. Rugg Co. Line 


| items shown on its list No. 372 and an- 
nounced that special quotations would be 
| made on application. 


ae A i ° 
| Newark, Ohio, withdrew prices on leather 


Effective June 18, the E. T. Rugg Co., | 


Bank Debits Show Decline 
of 9.22 Per Cent for Week 


Debits 


to individual accounts, as re- 


ported to the Federal Reserve Board by 
banks in leading cities for the week ended 
June 13, $17,331,000,000, 
9.2 per cent below the total of $10,076,000,- 


or 


aggregated 


000 reported the preceding week and 27.9 


| per cent above the total for the week 
| ended June 15, 1927. 
Aggregate debits for 141 centers of 


| which figures have been published weekly 
since January, 1919, amounted to $16,518,- 
088,000, as compared with $18,133,410,000 
for the preceding week and $12,789,564,000 
for the week ended June 15, 1927. 
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Demand Shows Additional Seasonal 
Increase—Chicago Prices Are Strong 


(Chicago office of HARDWARP AGE) 


CHICAGO, June 26.—The movement of hardware items, both staple 


and seasonal, is increasingly good as the season advances. 


The al- 


ternating spells of rain and hot weather are causing an especially 
heavy demand for both lawn mowers and garden hose, although this 
demand was rather late in starting. 

Recent crop reports still show a rather spotty condition in the 
agricultural sections, but in spite of this there is a general feeling 


of optimism developing. 


Hardware prices are showing a renewed strength, particularly on 
staple lines and advances are reported on all grades of window glass 


and on sash cord this week. 


Steel mill production in the Chicago district continues to slip and 


is now down to about 82 per cent of capacity. 


Automobile and im- 


plement manufacturers are the principal users of steel at the present 


time. 


Collections are only fair but are showing a gradual improvement. 





AUTOMOBILE ACCESSORIES.—Tire 
sales are showing a marked increase 
as the season advances. Prices are un- 


changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, ‘45c. each; Champion Blue 
Box Line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C., Special Ford, 
36c. each. 

Spot Light.— Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps. — Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—Mansfield tires, 
30 x 2% Liberty Cord, $6.10; heavy 
duty oversize, $8.30; 32 x 4 Liberty, 
$11.15; heavy duty, $13.80; balloon 
tires, 27 x 4.40, $8.70; 29 x 4.40, $9.15; 
30 x 5, $13; 32 x 6, heavy duty, $21.10; 
32 x 6.20, heavy duty, $24.85; tan 
tubes 30 x 31, $1.60; 32 x 4, $2.50; 
34 x 4%, $3. 10; balloon tire tubes, 
gray, 27 x 4.40, $1. 80; 29 x 4.40, $1.85; 
$3.60 x 5, $2.25; 32 x 6, $3.10; 32 x 6.20, 
3.50. 


BASEBALL GOODS.—The heavy vol- 
ume of orders continues and prices are 


firm. 
JOBBERS’ op tgp by: TO RE- 
TAILERS, F.0O.B. CHICAGO: 
Goldsmith Oiticial League ball, 
$15 dozen; Louisville Slugger bat, 
$16.90 dozen. 


BOLTS AND NUTS.—Prices are un- 
changed and there is a very satisfac- 


tory demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Carriage bolts, cut thread, 60 per 
cent discount; small carriage bolts, 
rolled thread, 60-10 per cent discount; 
machine bolts, cut thread, 60 per cent 
discount; small machine bolts, rolled 
thread, 60-10 per cent discount; all 
stove bolts, -75-10 per cent discount; 
lag screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—Butt and 
hinge sales are firm, while lock sets 
are a trifle weak. Sales are seasonally 


good. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 





3% x 3% steel butts, old copper and 
dull brass finish, $2. 07 per doz. pair, 
case lots; less quantities, 9c. per doz 
pair higher; 4 x 4 steel butts, old 
copper and dull brass finish, $2.90 per 
doz. pair, case lots; less quantities, 
10c. per doz. pair piaher: heavy steel 
bevel inside sets, $5.50 per doz. sets, 
case lots; steel bit- “adhe, front door 
sets, $1.45 per set; wrought brass, 
bit-keyed front door sets, $2.60 per 
=~ cylinder front door sets, $6 per 
set. 


CHAINS.—The demand is fair and 
prices are well maintained. 


JOBBERS’ sy ped 7 RE- 
TAILERS, F.O.B. CHICAG 

%-in. proof cow ‘chains, nid 50 per 
100 lb. Tenesco Bull Dog and Brown 
coil chains, 50-10 per cent discount. 
No. 00-4% electric welded cow ties, 
$2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Prices are firm after the recent ad- 
vance. Sales are good. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Copper rivets and burrs, 40-10-5 
per cent discount. 


EAVES TROUGH, PIPE, ETC.—There 
is a good steady demand and prices are 
unchanged. 
JOBBERS’ syoTaT as RE.- 
TAILERS, F.O.B. CHICA 
28 gage single head omy il gut- 
ter, 5 in., $4.50 per 100 ft.; corrugated 
conductor pipe, 3 in., $4.20 per 100 
plain ridge roll, 1% in., $3.65 per 
10 00 ft.; corrugated ‘conductor elbows, 
3 in., $1. 51 doz. 


ELECTRICAL MERCH ANDISE.— 
Prices are steady and sales on ap- 
pliances are improving as the summer 
season approaches, Iron sales are much 


stronger. 

JOBBERS’ tpt aes: TO RE- 
TAILERS, F.O.B. CHICAGO: 

Electrical Merchandise.—No. 14 rub- 
ber covered wire, $6 per 1000 ft.; in 
less than 1000 ft. lots, $6.50; No. 18 
lamp cords, $10.50 per 1000 ft.; in 
1000 ft. lots, $11.25; % in. brush brass 
key sockets, 13c. each; lots of 25, 
12i6c. each; two-way plugs, 465c. 
each; in lots of 10, 40c. each; two- 
piece attachment plugs, 7%c. each; 





dry cells, boxes of 50, 32%c. each; 
less than case lots, 36c. each. 

Electrical Appliances.—Iron Hot 
Point, $4.20; in lots of six, $3.90; Sun- 
beam, $5; jots of six, $4.75; Perco- 
lator, Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 
D 779 E, $1.40 each; base lots of 5, 
$1.30; No. 770, $3 each; packages of 
5, $2. 80; No. 772, $2.06 each; pack- 
ages of 5, $1.92; ‘No. 486, $3. 58 each; 
packages of 5, $3.33; new No. 485 
Layerbilt battery, less than standard 
packages, $2.53 each; standard pack- 
age lots, $2.33 each. 

Battery Chargers.—Apco line, lots 
of less than 10, $9.90 each. 


FILES.—The demand for mill files i 


especially good. Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

American files, 60-10 per cent off 
list; Nicholson files, 50 per cent off 
a Diamond files, 50 per cent 
o st. 


FISHING TACKLE.—The very heavy 


volume of orders is uninterrupted. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Bronson No. 1800, $1.60 each; Chi- 
cago level winding reel, $2 each; 
Symploreel No. 752, $4.90 each. 


GALVANIZED WARE.—With the pre- 
vailing high price of spelter the cur- 
rent prices offered by jobbers on com- 
petitive tubs and pails for third quar- 
ter requirements are particularly at- 


tractive. 


JOBBERS’ oe pie TO RE- 
TAILERS, F.0.B. CHICAGO: 


Standard perverts after made 
tubs, No. 1, $5.75; No. $6.50; No. 3, 
$7. 65; 10 qt. galvanized after made 
pails, $2; $2.25; 14 qt., $2.50; 
1 gal. all oalenhesh oil cans, special 
$2.35 doz.; 2 gal., $4 doz.; No. 3, 3 
gal., $5.75 doz.; 5 gal., $7 doz.; 1 bu. 
galvanized baskets, $6.25 doz.; No. 26 
sito % bu. galvanized measure, 


GARDEN HOSE. — Prolonged dry 
spells are causing continued demand. 


Sales to date are ahead of 1927. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Garden hose, good quality, molded 
hose, % in., lle. per ft.; 12%4c. per 
ft.; 5 ply, good quality, wrapped, % 
in., 8c. per ft.; % in., a per ft. 
Lawn sprinklers, Rain Kin $28 a 
doz.; original fountain sprin ‘lers, $6 
doz.; Rainbow, 38 in. high, $24 a doz. 


GLASS AND PUTTY.—The price ad- 
vance which was expected has taken 


place. The demand is good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Single strength A, all brackets, 88 
per cent discount; single strength B, 
all brackets, 89-5 per cent discount; 
double strength A, all brackets, 88 
per cent discount; double strength B, 
all brackets, 89-5 per cent discount; 
putty, pure grade, $4.25 per 100 Ib.; 
commercial, $3.50 per 100 Ib. 


HAMMERS AND HATCHETS.—Sales 
are fair and prices are well main- 


tained. 
JOBBERS’ 4 pve} TO RE- 
TAILERS, F.O.B. CHICAGO: 
Hammers. — First uality, 10 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
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mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz. 

Hatchets.—First quality hatchets, 
No. 2. shingling, $12.50 doz.; first 
uality hatchets, No. 2 broad, "$16. 40 
oz.; medium quality hatchets, No. 
2 shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Sales 
continue in good volume and prices are 
unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Hay fork handles, straight, chucked 
and bored, X 4 ft., $2.40 per doz.; 4% 
ft., $2... per doz.; XX 4 ft., $3.90 per 
doz.; 4% ft., $4.20 per doz.; ash fork 
handles, bent, chucked and bored, 
X 4 ft., $2.90 per doz.; 4% ft., $3.20 
per doz.; ash hay fork handles, bent 
with strap, ferrule and cap, X 4 ft., 
ce <a doz.; 414 ft., $5.25 per Poa 

po 15 per doz.; 44% ft., $7.1 

aoe pay: ent manure fork siadiae, 
plain, X 4 ft., $3.05 per doz.; 4% ft., 
$3.40 per doz.; XX 4 ft.; $4.65 per 
doz.; 4% ft., $5 per doz.; bent manure 
fork’ handles, with strap, ferrule ~ 
cap, X 4% f $5.25 per doz 

$6. 65 My “doz.: 4% ft., si. 10 He 
rol garden hoe ‘handle, ba 4% ft. 
$2.60 per doz.; XX 4% ft., $3.70 per 
doz.; rake handles, X 5% ft., $3.50 per 
doz.; XX 5% ft., $5.65 per doz.; ; shovel 
handles, seals pattern, X 4% ft., 
$4.25 per doz.; XX 4% ft., $5.95 per 
doz.; XXX, $8 per doz.; wood Pp 
spade handles, X, $4.90 per doz.; 
shovel handles, X, I. D. L. top, $4. ra 
per doz.; Sturd-E top, $4.50 


HANDLES, HICKORY.—There is a 
continuance of the heavy demand and 
prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

No. 1 (new B. W.) hickory, $4 doz.; 
No. 2 (new B. R.), $3 doz.; second 
growth hickory (new A. W.), "$5 doz.; 
finest le « second growth hickory 
(new A. A.), $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1 (new S. B. R.), 90c. doz.; finest 
second growth hickory (new A. 
W.), $1.80 doz. 


HINGES.—Prices are firm and the de- 


mand good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Heavy strap hinges in bundles, 4 
in., 96c.; 5 in., $1.30; 6 in., $1.64; 8 
in., $2.60; 10 in., $4.20 per doz. pair; 
gg heavy T hinges in bundles, 4 

$1.32; 5 in., $1.63; 6 in., $2; 8 in., 
32.95 10 in., $4.70 per doz. 


ICE CREAM FREEZERS.—Sales are 
steadily improving as the season ad- 
vances. Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

White Mountain, 1 qt., $4.80 list; 
2 qt., $5.60 list; 3 qt., $6.75 list; 4 qt., 
$8.25 list; 6 qt., $10.45 list; 8 qt., $13.40 
list; 10 qt., $17.90 list; 12 qt., $21.50 
list; 15 qt., $25.60 list; 20 qt., $33.20 
list; 25 qt., $42.60 list. Arctic, 1 qt., 
$4 list; 2 qt., $4.60 list; 3 qt., $5.45 
list; 4 qt., $6.80 list; 6 qt., $8.60 list; 
8 qt., $11.10 list. All the above less 
50 per cent discount. Alaska, 1 qt., 
$2.95 list; 2 qt., $3.45 list; 3 qt., $4.10 
list; 4 qt., $5 list; 6 qt., $6.30 list; 8 

t., $8.20 list; 10 qt., $10.75 list; 12 

t., $14 Hst; 15 qt., $17 list; 20 at., 
$21.50 list. A discount of 20 and 10 
per cent on all above prices. Acme, 
2 qt., galv., $8 doz.; 2 qt., enamel, 
$10 per doz.; 4 qt., enamel, $18 per 
doz. Above prices are net. 

Everybody’s Freezers, 1 qt., $3.50; 
1 pt., $4.50; 2 qt., 96; 3 qt., $7; 4 at., 
$8. Prices are each and subject to a 
dealers’ discount of 30 per cent off. 


LAWN MOWERS.—Sales continue to 
improve and the total volume for the 
season is fast approaching normal. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

16 in. ball bearing, 5 knife, 11 in. 
wheels, $12.35 each; 16 in. ball bear- 


season 
changed. 





ing, 4 knife, 10% in. whee's, $10 each; 
16 in. plain bearing, 4 knife, 10% in. 
wheels, $8.65 each; 16 in. bali bearing, 
4 knife, 9 in. wheels, $7.85 each; 

in. plain bearing, 4 knife, 9 in. wheels, 
$7.25 each. 


NAILS.—Sales are satisfactory and 
prices are being well maintained. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

L.c.l. quantities common wire and 
cement coated nails, current, L.c.l. 
stock orders, $3.10 per keg base, Dec. 
1, 1927, extras. 


OIL AND GASOLINE STOVES.—The 
demand continues to increase as the 
Prices are un- 


advances. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Perfection. — No. 72, 2 burners, 
$17.50; No. 73, 3 burners, $22.50; No. 
74, 4 burners, $28.50 

Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 

Puritan (Improved Model).—No. 42, 
2 burners, $17.50; No. 43, 3 burners, 
$22.50; No. 14, 4 burners, $28.50. 

Puritan discounts the same as Per- 
fection. 

Nesco.—No. 212, 2 burners, $17.50; 
No. 213, 3 burners, $22; No. 214, 4 
burners, $28; No. 1103, high shelf 
a $6.50; No. 1104, high shelf only, 


With vitreous ens stove stops 
and splash back.—No. 233, 3 burn- 
ers, $36.50; No. 244, 4 burners, $44.50. 

Nesco dealers’ discount, 30 and 5 
per cent. 

Nesco Rolo, 5 burners and oven, 
$90; No. 400, built in oven model, 
$63. Dealers’ discount, 30 and 5 per 
cent. 

Coleman.—No. 322, range, $114; No. 
328, range, $72; No. 325, range, $45; 
No. 329, range, $52.50; No. 324, range, 
$39; No. 330, range, $34.50. 

Coleman dealers’ discount, 334% per 


cent. 
OVENS 


Perfection.—No. 211, 1 burner plain 
door, $2.50; No. 211G, 1 burner, glass 
door, $2.70; No. 112G, 2 burners, glass 
door, $6. 

Dealers’ discount on 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

Puritan.—No. 42G, 2 burners, glass 
door, $5.50 

Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

Nesco.— No. 05, 1 burner, solid 
door, $2; No. 5, 1 burner, glass door, 
$2.15; No. 020, 2 burners, solid door, 
$4.25; No. 20, 2 burners, glass door, 
$4.50; No. 301, 2 burners, glass door, 
thermometer, $6.40. 


WICKS, ETC. 


Rockweave wick, $25c. each; Per- 
fection and Puritan, $4 per doz. and 
$48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 


PAINTS AND OILS.—Prices are un- 
changed and sales are 
good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Linseed Oil Raw.—Barrel lots, 86c. 
per gal.; 5 barrel lots, 83c. per gal. 

Linseed Oil, Boiled.—Barrel lots, 
Po per gal.; 5 barrel lots, 86c. per 
gal. 


Denatured Alcohol. — Barrel lots, 
‘84c. per gal.; steel drums, extra, 
$6, returnable. 

Turpentine. — Drum lots, 67c. per 
gal., net. 

White Lead.—100 lb. lots, $13.25; 50 
Ib. lots, $6.75; 25 Ib. lots, $3.40; 12% 
Ib. lots, $1.75. 

Shellac.—(4% lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

— Paste.—Barrel lots, 7%c. per 


seasonably 





POULTRY AND FIELD FENCE.— 
There is a heavy demand and prices are 
firm, 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: 

726-612%, $28.68 per 100 rods; 
1948- 6-14%, $43.62 per 100 rods; 2158- 
6-4%, $48.98 per 100 rods. 


PREPARED ROOFING.—tThere is a 
heavy volume of orders being placed 
at the recently advanced prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best grade slate surface prepared 
roofing, $2.25 per square; best grade 
tale surfaced, $2.25 per square; me- 
dium tale surfaced, $1.75 per square; 
light tale surfaced, $1.05 per square; 
red rosin sheathing, $55 per ton. 


PYREX WARE.—There is a good de- 
mand for wedding and anniversary 
gifts. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; age core = No. 642, $12 doz.; 
No. 643, $14 d 

Pie Plates.— a 208, $6 per dozen; 
No. 209, $7.20 per dozen. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 


ROLLER SKATES.—Sales are light 
and prices are without changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Union roller skates, boys’, $1.40; 
girls’, $1.50; Chicago roller skates, 
boys’, $1.30; girls’, $1.40 

ROPE.—The demand is normal and 
prices are firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best Manila, standard brand, 2lc. 
per lb.; No. 2 Manila, 19c. per Ib.; 
No. 1, Sisal, 14%c. per lb.; No. 2, 
Sisal, 13c. per Ib. 

SASH CORD.—Jobbers’ prices have 
advanced following the recent advance 
by the manufacturers. 

JOBBERS’ pares: TO RE- 
TAILERS, F.O.B. CHICAGO: 


No. 7 standard brands, $8.15 per 
doZ. hanks; No. 8, $9.35 per doz. 


hanks. 
SASH DOORS.—The demand is nor- 
mal and prices are without change. ‘ 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Common sash pulleys, 55c. per doz.; 
barrels, 50c. per doz.; Common Sense, 

2 in., 55c. doz.; barrels, 50c. doz.; No. 

110, 50c. doz.; barrels, 45c. doz. 
SCREEN DOORS AND WINDOW 
SCREENS.—There is a decidedly ac- 
tive demand and prices are strong. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Screen doors, No. 266, 2-8 x 6-8, 
$20.46 doz.; No. 296, 2-8 x 6-8, $24.66. 
doz.; No. 311, 2-8 x 6-8, $20.92 doz.; 
window screens, No. 1833, $4.56 doz.; 
No. 2433, $5.40 doz. 

SCREWS.—Prices are firm and sales 
are good. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

(New lists Jan. 3, 1928.) Flat bright 
screws. 50 per cent; round head, 
blued, 45 per cent; flat head brass, 45 
per cent; round head brass, 40 per 
cent. 

SOLDER AND BABBITT.—There is an 
increasing demand and prices are 
somewhat stronger. 
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JOBBERS’ SyoTATIoONs TO RE- 
TAILERS, F.0.B. CHICAGO: 

Warranted 50-50 solder, $35 per 100 
Ib.; medium 45-55 solder, $33 per 100 
lb.; tinners, 40-60 solder, $30.50 per 
100 Ib.; high speed babbitt metal, $20 
per 100 lb.; standard No. 4 babbitt 
metal, $12 per 100 Ib. 


STEEL SHEETS.—Prices are holding 


well, with a normal local demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

28 gage galvanized sheets, $5.30 per 
100 Ib.; 28 gage black sheets, $4.20 
per 100 Ib. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

No. 9 black annealed wire, $3.30 per 
100 1b.; No. 9 galvanized plain wire, 
$3.85 per 100 lb.; catch weight spools 
galvanized cattle or hog wire, $3.80 
per 100 Ib.; polished fence staples, 
$3.55 per 100 Ib.; wire cloth, black, 
12-mesh, $1.85 per 100 sq. ft.; gal- 
vanized, 12-mesh, $2.05 per 100 sq. 
ft.; bronze, 14-mesh, $5.60 per 100 sq. 
ft.; galvanized poultry netting, gal- 
vanized before made, 60 per cent dis- 
count; galvanized after made, 50-10 
per cent discount. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Agricultural wrenches, 60-10-5 per 
cent discount. Coes’ wrenches, 
40-10 per cent discount; engineers’ 
wrenches, 50-10 per cent discount off 
new list; Stillson wrenches, 70-10 per 
cent discount; Trimo, 70-5 per cent 
discount. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75; 
No. 202, Heavy Duty Set, $3.80; No. 
404, Flexible Socket Set, $8.80; No. 
608. Crankcase Drain Plug Socket, 
$3.20; No. 90, Square Socket Set, 
$3.70; No. 1817 Giant ‘‘Snap-on”’ with 





extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount, 


WRENCHES.—There is a good active 
demand and prices are unchanged. 


WIRE PRODUCTS.—Prices are firm 
and sales are satisfactory. 











Business Is Spotty in New York Area— 
Demand Follows the Weather Closely 


Gasco Effortless freezers, $2.67 each. 
Everybody’s vacuum freezer, 1 pt. 


NEW YORK, June 26.—Reports from local hardware jobbers cov- | 


ering the past ten days indicate a spotty market condition for this $3.50; 1 qt., $4.50; 2 at., $6; 3 at., $7; 
. . and 4 qt., $8. These are LIST prices, 
territory. Business has followed closely the trends of the weather. per, each, and are subject to a deal- 
e 


ers’ discount of 30 per cent. 


Warm days, the demand for hardware and allied lines has been very Everybody's freezer is gray enameled. 
Peerless freezers, cottage special, 


good. Each rainy day in this period there has been a noticeable | 2 gt"si°50 each NET 


; White Mountain freezers, 1 qt., 

slackening of the demand. | aad at, #8; 3 dy $858; 4 Gs 

y : -13; 6 qtg, $5.23; qt., bs 10 @t., 

Collections average better than they have for many months. | ge.18) 6 uy Fee ot SE: 28 at. 
$16.80. Prices are each and NET. 


There are no drastic price changes. 
Building employment reports for this district are very encourag- | 
ing. Chain and department stores report substantial sales in- | 


NAILS.—Nominal demand, with prices 
fairly even in this territory. Stocks 
have been adequate. No shortages are 





creases. expected. 
~ F* JOBBERS’ ye ag ge a hd RE- 
BATTERIES.—As this issue goes to | been very good, with prices the same. eee yf gle aan. bina 4d, 
press the Democratic convention is un- | Stocks have been ample in most cases. eos per keg; o., 4, oer Keg; 8d 
“ 3.85 eg; , 4 eg. 
der way, with proceedings broadcast | _ JOBBERS’ QUOTATIONS TO RE- Common. wire nails, galvanized, 44, 
similar to the recent broadcast of the | bi ser y Rete raat aoe ge ati $6.7 43 per keg: éd, $5.50 per keg; 8d, 

° ° : | e é é ee 6.2 ger ke an er Ke 
Republican meeting. Both conventions Universal japanned, $3.50 each; Uni- = Ma Bony Ey smooth, ry $4. ra 
stimulated a heavy demand for all | —— a ——, ry =: per keg; 6d, $4.10 per. keg, and 8d, 

. . . . | iranc aplds, Japanned, ( each; 3.9 rk Wire nishin nails 
kinds of radio batteries. Prices con- | Grand Rapids, nickel plated, $4 each: ann ge Me A “oe ee ne Ee 
tinue firm. Local wholesale stocks are | — ee omens yf nes cis. ona per keg: Sd, $4.10 per. kee, and 104, 

| « é « e 0 € yer Keg. ire nisnhing nals, gal- 
apparently adequate. Sterling, $2.10 each. vanized, 4d, $7.45 per keg; 6d,’ $6.85 
ners QUOTATIONS To RE- | CLOCKS.—General line is fairly ac-| per keg: $d, 98.0 per keg, and 10d, 
Dry, cells, No. 6, ignition type, _tive. Auto clocks and small’ sizes suita- OIL C60K STOVES.—Active demand 
32 BC. 5 No. 7111, same type, 35%¢c. | ble for summer homes have been par- continues, particularly good on Long 

each. pe ° 3 ’ H 

ogttercules, No. 6, ignition type, 23c. | ticularly — Cina are firm. Stocks Island and north Jersey towns. Good 

er ene | business is being done in summer 


B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.06 each; in units of 5, 
$1.92 each; heavy duty vertical pe: 


JOBBERS’ oy gh gerd TO RE- 
TAILERS, F.O.B. NEW YORK: 
Alarm clocks, Big Ben, $2.29: 


bungalow colonies. Prices are the same, 
with stocks in good condition. 


same 


No. 770, $3 each; in units of 5, $2. luminous, $3.16: Baby Ben and Baby i 
each. Layerbilt No. 486, $3.59 each; Ben luminous take same respective er oer a ORK. 

units of 5, $2.33; New Layerbilt, No. prices; Ben Hur, $1.76; same lumi- Perfecti ’ il é oe ’ N "399 
485, $2.53 each, in units of 5, $2.33 nous, $2.46. erfection oil cook stoves, No. 3 
each. Blue Bird, luminous dial, $1.76; full white porcelain enamel, 4 stand- 
blue Bird, $1.22; Sleepmeter, $1.40; ard. 1 Giant Superflex burner, built- 

BOLTS AND NUTS.—Moderate wile Sleepmeter, luminous dial, $2.10; in oven with white cabinet, $140; No. 
reported, with prices unchanged. Stocks American, $1.05. 74, satin-black —— p cobalt — 
Auto clocks, Westclox, plain, $1.76; lain burners, $28.50 for stove only, 

with white cabinet, $41.50; with black 


are satisfactory. 


JOBBERS’ gh ye Be an RE- 
TAILERS, F.0.B. NEW Y 

Carriage bolts, 55 off — Cast 
bolts, 60 per cent off list. 

Stove bolts, 80 per cent off Mist. 

Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30 
50 per cent off list; 1% to 1\%, 30 ate 


same luminous, $2.46. 
FREEZERS. ICE CREAM.—On the 
very warm days an active sale is re- 
ported. Average report is good, with 
prices unchanged. Stocks are ample. 


JOBBERS’ tap Ee TO RE- 
TAILERS. F.0.B. NEW YORK: 


cabinet, $36.5@; same with 3 burners, 
$22.50, $33 and $29; same with 2 burn- 
ers, $17. 50 for stove alone and with 
black cabinet, $22.75. 

These are list prices subject to a 
discount of 30 and 5 in lots of 10 or 
more and for lots of less than 10, 30 
per cent off list. 

Nesco oil cook ns her 500, $56; 


list. P - J 50; 2} -R, $38.50: 

ne ; Acme freezers, 2 qt., bright, gal- No. 400-L, $38. 0. p Beoveet 
60 per pent of ilet. Step bolis, 60 per vanized tapered, $8 pet dos.;, same No. oe to with high shelf, $19.95: 
cent off list. er anaed antes. tt ber 2 No. 214-1104, with high shelf, $25.20; 


qt., enameled-galvanized, $18 per doz. 


and pint size, Junior enameled, $4.80 Nesco_ ovens, No. 5, No. 10, 


BUTTS.—Demand is slightly heavier, greace ovens at: RF ag ‘son oa.te’ 








a] i 1 yer doz. 

with re the same. Jobbers offer 3% : Aeetic freezers, 1 qt., $2; 2 qt., NESCO prices are NET. _ . 5 

by 3% steel butts at 18% cents per pair $2.30; 3 ats ee qt., : 6 at, Comes one a 3. oe. 

i + 30: 8 qt., $5.55; 10 qt., $7.40; and 12 and No 25. Co ye 

poem lots. In less than case lots the : $8. 33. Prices are each and NET. stove, $4.70. na 

price is 19 cents per pair. “i vacuum freezers, No. 1, $2.33; Coleman Air-O-Gas stoves, No. 322, 
No. 2, $2.67; No. 3. $3.33; and No. 4, $76; No. 323, $17.60; No. 324, $26; No. 

CARPET SWEEPERS.—Sales have] 4. Prices are each and NET. 325, $30; No. 326, $16; No.’ 327, $19; 
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Ne. 328, $48; No. 329, $35; No. 330, 
en prices are each and 
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ROLLER SKATES.—Demand is about 
the same. Trade expects improvement 
starting end of this week, when all 
schools will be closed. Prices are un- 
changed. Stocks are adequate. 


JOBBERS’ gh ge ~ RE- 
TAILERS, F.O.B. NE YOR 

Roller skates, Pe A prt heel 
and toe straps, plain steel rolls, 72c. 
per pair; same with toe clamps and 
web heel, 78c. per pair; same for 
boys, with self- contained ball bear- 
ing wheels, $1.42 per pair; for girls, 
$1.62 per pair. 


toller skates accessories: Keys, 
2%%c. each; skate wheels, with self- 
contained ball bearings, 10c. each; 


ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding bolt, 
65c. per 100; adjustment binding bolt 
nut, 65c. per 100, and toe clamps, 12c. 
per pair. 


SASH CORD.—As explained last week 
the majority of jobbers advanced prices. 
Since then all reports indicate the ad- 
vance has been made generally, so we 
are printing the higher price. Demand 
is fair. Stocks are ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Sash cord, Samson spot No. 8, 65c. 
to 67c.; Aetna No. 8, 28%%c. to 30%6c.; 
and Phoenix No. 8, 37%c. to 39%c. 

No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 


SCREENS.—Very active sale through- 
out the district served by New York 
hardware jobbers. Prices have been 
firm. Stocks appear adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Window screens, Diamond E, all 
metal frame, with Opal galvanized 
wire cloth, No. 14 mesh, No. 1, $8; 
No. 2, = No. 3, $12; No. 4, $14: No. 
5, $12; 6, $14; No. 7, $16. 

pe Mae E with Liberty golden 
bronze wire cloth, No. 16° mesh, No. 
11, $12; No. 12, $14; No. 13, $16; No. 
* to No. 15, $16; No. 16, $18; No. 
‘, oY. 


Diamond E prices are net per doz. 
Liberty Brand, all metal screens, 
galvanized wire cloth, No. 14 mesh, 
No 21, $6.80; No. 23, $9.20; No. 24, 
$10; No. 26, $10.80; No. 27, $12. 
Liberty Brand "with bronze wire 
cloth, No. 16 mesh, No. 31, $10; No. 
33, $12.80; No. 34, $14; No. 36, $14.80; 
No. 37, $16. 





Liberty Brand screens are net per 
doz. 

SCREWS.—Normal sale reported, with 

prices the same. Local stocks are ade- 

quate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Wood screws, flat head, bright iron; 


50-10-10; round heads, blue, 45-10-10; 
round head, iron, nickel plated, 27%- 
10-10; tat head, galvanized, 20-10-10; 


flat head, brass, 45-10-10; round head, 
brass, 40-10-10. These discounts ap- 
ply to new standard screw lists. 

Machine screws, flat and round 
heads, brass and iron, 70 per cent 
off list. 

SPARKLET SYPHONS.—More activ- 
ity is reported, with prices unchanged. 
Local wholesale stocks are satisfactory. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Sparklet syphons, No. 41, $4.25 each; 
in lots of six or more, $4 each. Spark- 
ers, 97/12c. each, packed in cartons 
of one doz. Sparklet syrups, 50c. per 
pt. bottle. 

Extra parts, pin washers, 15c. each; 
piercing pine, 15c. each; tubes and 
washers, 50c. each; tube washers, 
15c. each; head, complete, $2 each, 
and Sparker holders, 50c. each. 

SPRING GOODS.—Lawn mowers stand 
out in front for sales. The steady rains 
have made the grass grow, helping the 
sale of this item, but hampering some- 
what the normal demand for garden 
hose and related sundries. Reorders 
are fair. Prices remain firm. Bronze 
and copper prices were advanced 25 
cents per 100 square feet recently, but 
the higher price has not been generally 
followed by jobbers, as we go to press. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.O.B. NEW YORK: 


Garden Hoes 


Ladies’ Garden hoes, 6 in. forged 
steel blade, solid shank, 4 ft. handle, 
63 1/6e. each. 


Meadow hoes, forged steel blade, 19 
gage, polished and bronze socket 
shank, 4% ft. handle, 93c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ig handle (ash), 7 in. blade, 8114c. 


each. 
Onion hoes, square top, polished 
forged steel blade, 7 x 1% in. bronze 
finish, 4% ft. handle, 8%c. each. 
Gardén hoes are packed 12 
bundle. 
Warren type 
fle type hoes, 81c. 


in a 


hoes, 86c. each; scuf- 


to 92c. each. 





Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.09 each. Same with 2 
holes and 10 in. polished steel blade, 
$1.09 each. 

Mortar 
bundle. 


hoes are packed 12 in a 


Steel Rakes 


Light weight, black finish, ash han- 
dle, 12 teeth, 46c. each; with 14 teeth, 
50c. each; with 16 teeth, 514¢c. each. 

Medium bronze finish straight teeth, 
5 ft. ash handle, 12 teeth, 77c. each: 
14 teeth, polished, 83%c. each; 16 
teeth, 8744c. each. 

Steel bow rakes, 
ished broze head, 5% ft. 
16 teeth, $1.09 each; with 
$1.02 each. 

Rakes packed 6 in a bundle. 


Cultivators 
Floral cultivators, adjustable 3 
forged steel prongs, malleable iron 
socket enamel finish, 4 ft. ash han- 
dles, 60c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handles, 85%c. each. 
Packed 6 in a bundle. 


Potato Hooks 


curved teeth, pol- 
ash handle, 
14 teeth, 


Solid steel goose neck, black and 
gold finish, 4% ft. handles, 5 round 
tines, $1.03 each. Same, with bent 
head, polished and bronze finish, 4 
angular black tines, 96%c. each. 


These are packed 12 in a bundle. 


Manure Forks 

Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 in. 
ap bronze finish, $1.71 each. Same, 

-12% in. tines, $1.891%4 each. 

Strapped ferrules, drop forged oval 
tines, polished and bronzed with 4 ft. 
ash handles, 4-12 in. tines, $1.56 each. 
Same, with 5-121 in. tines, $1.90 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dles, with 4 oval 15 in. heavy tines, 
$2.17 each. All of these manure forks 
are packed 6 in a bundle. 


Hay Forks 


Strapped ferrules, selected ash han- 
dles, brozed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handles, $1.15% each, and with 6 ft. 
bent handles, $1.39 each. 

Hay forks are packed 12 in a bundle. 

Five per cent off all prices on 
spring goods in bundle lots. 


Lawn Rollers 


Dunham's waterweight rollers, No. 
2, $9 each; No. 4, $10.76 each. 
Hose Reels 
Donley all metal No. 2, $1.55. and 
No. 10, $2.50 each. 





Seasonal Hardware Active in Pittsburgh— 


Staples Slugeish—No Important Price Change 


PITTSBURGH, June 26.—Good business in the lines seasonal to this 
time of the year is tempered by a rather sluggish movement of other 
There is no letup in the call for screen wire cloth 
Exceptionally heavy call is noted 
This area has had much rain lately and the grass 
is coming up rapidly. Good degree of activity exists in paints and 
Another active line is mill supplies, which have 
gone well throughout the year to date, but in a general way demand 
is spotty. The week has produced no important price changes. It 
looks as if the mills had failed to establish wire nails at $2.65, base, 
per keg, Pittsburgh, as more of them are openly quoting 10c. a keg 
less than was true recently. Resale prices have never fully re- 
flected the higher mill base and probably will not be materially af- 
fected by the somewhat weaker mill situation. 


hardware items. 
and screen wire goods in general. 
for lawn mowers. 


painting supplies. 


leave something to be desired. 


(Pittsburgh office of HARDWARE AGE) 


Collections still 








AUTOMOBILE TIRES AND TUBES. 
—The market is settling to the new 
deal created by the cut in prices of a 
few weeks ago. There is a strong drive 
for business and prices are low enough 
to encourage automobile owners to re- 
place tires that still have some mileage 
with new ones. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Mansfield Balloon Tires and Tubes. 


feavy Heavy 
Regular Duty Duty 

Tires, Size 4 Ply 6 Ply vg ube s 
27x4.40-19 $7.60 $1.55 
29x4.40-21 8.00 $9.7 75 1.65 
30x4.50-21 8.90 11.35 1.75 
28x4.75-19 9.65 nee 1.85 
29x4.75-20 10.05 1.99 
30x4.75-21 10.45 1.95 
29x5.00-19 10.40 1.95 
30x5.00-20 10.75 2.00 
31x5.00-21 11.20 2.05 
32x5.00-22 12.35 2.10 
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Heavy Heavy 

Regular Duty Duty 

Tires, Size 4 Ply 6 Ply Tubes 
28x5.25-18 $11.70 inne $2.05 
29x5.25-19 12.15 eons 2.10 
30x5.25-20 12.50 2.25 
31x5.25-21 12.90 2.45 
29x5.50-19 13.30 2.60 
30x5.50-20 pee 2.70 
30x6.00-18 2.50 
31x6.00-19 2.55 
32x6.00-20 2.65 
33x6.00-21 2.85 
34x6.00-22 2.90 
35x6.00-23 3.00 
30x6.50-18 2.80 
31x6.50-19 2.90 
32x6.50-20 ite 3.00 
33x6.50-21 oe 3.10 
30x6.75-18 aE 3.15 
32x6.75-20 3.50 
33x6.75-21 3.55 
34x7.30-20 3.85 
Mansfield High Pressure Tires and 

Tubes: 

-—Cord Casings—, Heavy 

Heavy Truck Duty 

Size Duty oo Tubes 
30x3 S| eee re $1.30 
20x3% Cl Sess. “iedauneeks 1.40 
30x3%% 

Extra size 7.25 1.40 
30x3% 8.8. 9.10 1.40 
32x3% 10.30 1.70 
31x4 11.40 2.10 
32x4 12.10 2.20 
33x4 12.70 2.30 
34x4 13.30 2.45 
32x44 15.95 20.55 8 ply 2.60 
33x44 16.60 21.30 8S ply 2.70 
34x4% 17.15 22.05 8 ply 2.80 
35x4%% Se «bt seene ones 3.00 
386x444 BELO -sxeesdenve 3.10 
30x5 bide ad 26.20 8 ply 3.25 
33x5 21.70 28.95 8 ply 3.55 
34x5 bean 31.15 8 ply 3.65 
35x5 23.30 31.85 8 ply 3.80 
37x5 pales 28.05 7 ply 4.20 
32x6 32.40 8p 5.45 
32x6 42.45 10 ad 5.45 
36x6 iene 46.60 10 ply 5.85 
34x7 eon 60.15 = ply 7.60 
38x7 65.35 ply 8.25 
36x8 85.35 2 oy 10.20 
40x8 ws 91.60 12 ply 11.05 

BATTERIES.—Not much activity in 


dry cell radio batteries, but those for 
flashlights are beginning to have some 


call. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
3roken Unit 
Pac kage s Packages 
$2.33 


INO: BBB .ccccs0srde000Gme 53 2.¢ 
. Seer 3.58 3.33 
a: Bree ort reg 1.72 
OS eee 3.00 2.80 
iG EEE aviucuonascees 1.32 1.14 
SLUR: os seveuncea ees 42 .39 
SS. arr. 1.05 97 
ie. Sea ark 1.40 1.30 
St SOP Giswsdnesceh be 1.40 1.30 
) aaa 1.92 
No. 6 dry cel's, ignition type unit 
packages, 32%c. each. 
Flashlights. — No. 935, 9%4c. each; 
No. 950, SM c.; No. 790, 18i%4c.; No. 
705, 28c.; No. 750, 1814c.; No. 761, 25c. 
a Shot.—No. 1461, $1. 67; No. 1661, 
BOLTS, NUTS AND RIVETS.—Busi- 


ness is steady at the same prices that 
have now ruled for several months. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS F.O.B. PITTSBURGH: 
Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per 
cent off list; tire bolts, 50 and 10 per 
cent off list. 
Nuts.—All styles, 
list. 
Rivets.—Large, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 
BOTTLES, CAPS AND CAPPERS.— 
Call for these articles is steadily ex- 
panding, as usual when the weather is 
warm and the thirst for cooling drinks 
is strong. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Bottles. — Crown, 14 oz., $6 per 
gross; 28 0z., $8.40; es stopper, 
14 0oz., $7.50: 28 oz., $9.0 

Caps. —In single gross Ga, 18c. per 
gross; 10 gross lots, 17c, per gross; 
50-gross lots, 16c. per gross. 

Cappers.—Eveready, $9 per doz.; 
Industro, $10 per doz. 


60 per cent off 


BUILDERS’ 
only a moderately active market for 
this line. 


FARM, GARDEN 


this division. 





HARDWARE.—There 


Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. PITTSBURGH: 
Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 
++ in. x 3% in., $19; 4 in. x 4 in., 
0. 


Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.95; 10 in., $4.80; 
extra heavy, T, 6 in., $2.30 per doz.; 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, T, 3 in., $11 per 100 
pair; 4 in. , $12.60. 

Hasps.— Hanger, without screws, 
single dozen lots, 3 in., 65c. per doz.; 
4 in., 79c.; 6 in., $1.05; safety, 3 in., 
97c. per doz.; 4% in., $1.14; 6 in., 
$1.60. 

Garage Sets.—Swinging hinges, 10 
in., $3 per set. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Brighton, $8.40 per 4doz.; Dandy, 
$12; Enterprise, $12. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Forks, Rakes and Hoes.—Manure 
forks, No. 31, $13.63 per doz.; No. 41, 
$15.24; spading forks, No. 84, $10. 80 
per doz.; No. 72, $14.28; garden rakes, 
No. 014, $5.64 per doz.; No. 512, $8.64: 
No. 514, $9; lawn rakes, No. 124R, 
$5.50 per doz.; field hoes, $6 per doz. 

Barrows. — Garden, No. 81, $3.65 
each; No. 82, $4.75; No. 83, $5; No. 84, 
ie ee No. 45, $4.50; No. 35, $5.75; No. 

25. 

Trowels.—Garden, No. 7, $1.40 per 
doz.; No. 803, 90c.; No. 809, $2; No. 
100, $3.50; No. 85, 80c.; No. 02, 75c. 

Grass Hooks and Shears.—Hooks, 
No. 7, $2.50 per doz.; No. 450, $4; Ger- 
man, $3.60; English, $7; Shears, No. 
360, $3 per doz.; No. 380, $3.60: No. 
520, $5.50; No. 525, $7; No. 540, $6. 

Shears. — Pruning, No. 25, $2 per 
doz.; No. 0, $4.50; No. 533, $6.50; No. 
4671, $9; hedge, 8 in. ‘blades, $1.25 to 
$1.75 each; 9 in., $1.40 to $1. 90; 10 in., 
$1.60 to $2 

Pruners.—Tree, water, $1.30 to $1.60 
each; Division, $2 to $2.10; Rockdale, 
3 +4 to $1.65; McKinney, $2.60 to 


Reels and Nozzles.—Garden 
¥% In., 9c. per ft.; 
nozzles, $3.60 
4 each. 
each; Rain 


Hose, 
hose in 50-ft. rolls, 
5 in., 9146c.; % in., 1lc.; 
to $6 per doz.; reels, $1 to 

Sprinklers. —Ring, 50c. 


King, $2.35; Giant Rain King, $7.50; 
Pluvius, $1.15. 

Sprinkling Cans.—Galvanized, 4 at., 
$6 per doz.; 6 qt., $6.60; 8 qt., $7.50; 
10 qt., $8.40 

Lawn Mowers.—12 in., $5 to $8.75; 
14 in., $5.25 to $13; 16 in., $5.75 to 


$13.50; 18 in., $8.50 to $14; 20 in., 
$10.50 to $15. 


Sprays.—Bordeaux | mixtures, 1 Ib. 
papers, 25c. per Ib.; in 100 Ib. ‘drums, 


15¢c. per Ib.; arsenate of lead, 1 Ib. 
papers, 25e. per Ib.; 100 Ib. drums, 
16c. per Ib. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Alaska Freezers. —1 qt., $2.95 each 

2 qt., $3.45 each; 3 qt., $4. 10 each; i 
at., $5 each; 6 at., $6. 30 each; 8 qt., 
$8.20 each; $10.7 75 each; 12 qt., 
$14 each; 15 qt., “313 each; and 20 at., 
$21.50 each. These are list prices 


which are subject to dealers’ dis- 
count of 20 and 10 per cent. 


is 


CHERRY STONERS. — Demand for 
this article is likely to be easily satis- 
fied this year as the local crop is small 
for the first time in several years. 


AND LAWN.—Ac- 
tivity in lawn mowers is the feature of 
There has been too much 
rain for hose and sprinklers to do well. 
Sprays are doing better. 


GRAIN CRADLES.—Call for this item 
is growing. Jobbers quote them at $54 
per doz., with extra fingers at $2.40 
per doz. 
ICE CREAM FREEZERS.—There has 
not been much activity as yet, but 
warm weather gives promise of early 
improvement. 





Alaska Gray Goose Freezers.—1 qt., 
$3.25 each; 2 qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.70 each: 6 at., 
$7.25 each: 8 at., $9.35 each; 10 qt., 
$12.50 each. ‘These are list prices, 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 aqt., 
$5.60 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each: S: @t., 
$13. 50 each, and 10 at., $18 each. These 
are list prices and are subject to 
dealers’ discount of 50 per cent. 

Blizzard.—1 qt., $4.65 each; 2 at., 
$5.50; 3 qt., $6.50; 4 qt., $8; "6 qt., $10; 
8 at., $13; 10 qt., $17; subject to a 
discount of 55 and 7% per cent. 

Lightning.—1 at. 
$5.50; 3 qt., $6.50; qq 6 qt. ; 
8 qt., $13; 10 at., $172 +, $21; sub- 
ject to a discount of SB A cent. 

Auto-Vacuum Freezers.—No. 1, $3.33 
net; No. 2, $4 net; No. 3, $5.33 net, 
and No. 4, $6.67 net. These net prices 
to dealers show a discount of 33% 
per cent off list. 

Acme Freezers.— Bright galvan- 
ized, tapered, 2 qt., $8 per doz.; same 
size, enameled, galvanized, $10 per 
doz.; 4 qt. size, enameled- galvanized, 
$18 per doz., and 1 qt. size, Junior 


enameled, $4.80 per doz. These are 
net prices to dealers. 

Arctic Freezers.—1 at, . et. 
$4.60; 3 qt., $5.55; 4 aqt., 'se° 36: 
$8.60; 8 at., $11.10; 10 eh $14. 80: a5 
t., $16.65; 15 qt., $23.30. These are 


list prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 


LOADED SHELLS.—Jobbers here re- 
port an eminently satisfactory advance 
business and wish futures generally 
were selling as well as shells. 


PAINTING SUPPLIES.—Business 
good. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Ready mixed paints, best grades, 
$2.60 per gallon; lower grades, $2 
(whites and dark greens, 12c. per gal. 
higher); white lead, 13%c. per Ib. in 
100-1b. lots; 10 per cent less in lots of 
500 lb. or more and extra 4 per cent 
less in lots of a ton or more; turpen- 
tine, 68c. per gallon in barrel lots; 
raw linseed oil, 11.7c. per lb. in bar- 
rel lots. 


SPRING HOUSE SUPPLIES.—Wants 
are pretty well supplied and demand 
no longer is active. 


JOBBERS’ nag tap BE bs tne mi J RE- 
TAILERS, F.O.B. PITTS 

Mops.—O-Cedar, 33% “9 "ames off 
list; Cotton, — grade, 12, $4.20 
per doz.; No. 20, $6; 0, $29; No. 
36, $13. 50: Socenil ciate, Ned 2, $2.75; 
Now 20, $4.50; No. 30, $6.75; No. 36, 


Chamois Skins.—12 x 14 in., $3.50 
per doz.; 13x17 in., $6; 14x18 in., 
$7.50; 15 x 20 in., $9.20. 

Waxes.—Johnson paste wax, 1 Ib. 
cans? 85c.; 2 lb. cans, $1.60; 4 lb. cans, 
$3; 8 lb. cans, $6; Old English, 1 Ib. 
cans, 85c.; 2 lb. cans, $1.75; 4 Ib. cans, 
$3; liquid wax, Johnson, pints, 75c.; 
quarts, $1.40; Old English, pints, 75c.; 
quarts, $1.40. Dealers’ discount, 33% 
per cent. 

Sponges. — According to size and 
quality, $2 to $9 per doz. Assortment 
of 22 sponges with wire racks, $6 per 
assortment. 

Wall Cleaners.— Smoky City and 
Cleveland, 85c. per doz. cans; Climax, 
$1 per doz. cans; Perfection paint 
cleaner, $3.25 per doz. 

Step Ladders.—Standard full rodded 
ladders, 28c. per ft.; extra, 40c. per ft. 

Floor Polishers.—Johnson’s electric, 
$22.12 each net; ~~ m $3.75 each; Old 
English, $2.60 ea 

Carpet _— —Justrite, $1.10 doz.; 
No. 4, $1.2 

Mesias —-saue or aluminum, No. 
25 at $2 per doz.; No. 40, $3.20, and 
No. 70, $5.50. 

Sanitary Goods.—Desolvo, No. 16, 
$3.75 per doz. in lots of 3 doz. or 
more; less than 3 doz., $4; No. 10 
$2.15 per doz. in lots of 3 doz. or more; 
less than 3 doz., $3.25. Kloset Klean, 
$2 per doz.; Saniflush, $2.25 per doz.; 
Presto pipe opener, 2 per doz.; tile 
and porcelain cleaner, $1.20 per doz.; 
bowl cleaner, $1.85. 

Patching Plaster. —3 Ib. cans, $1°80 
per doz.; 6 Ib. cans, $3; 10 lb. cans, 
$4.20; 15 Ib. cans, $6. 

Plastic Wood. —¥, lb. cans, $2.80 
per doz. 
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ROOFING PAPER.—Demand does not ‘ Hardware Cloth.—24 in. x 48 in., No. 
appear to have been much affected by SF Pod a is ee ee 


. 4, $4.65; No. 6, $5; No. 8, $5.5 
the recent price advances. Poultry Netting.—Galvanized after 


weaving, 50 and 10 per cent off list. 


JOBBERS’ QUOTATIONS TO RE- . 
TAILERS. F.C. PITTROURGH. TOILET CLIPPERS.—A new line of 
expontinental “Heavy, $1.90 per roll, clippers in colors is on the market in 
i Apex. — M Medium, $1.55 per roll; lavender, green, blue and ivory at 
eavy, i i 

ot po ee prices ranging from 75c. to $1 each to 
medium, $1.40; heavy, $1.65; slate the retailers. 
surface, $2.40; ‘slaters’ felt, $1.10. WIRE PRODUCTS.—There is a very 


SCREEN WIRE GOODS. — Still a steady movement of fence and fencing 
strong demand for wire cloth and other supplies from jobbers’ stocks. Nails 





a coin a. are doing fairly well. 

TAILERS, F.0D. PITTOBURGHS JOBBERS’ QUOTATIONS TO RE- 
Screen Wire Cloth.— Black, $1.80 TAILERS, F.0.B. PITTSBURGH: 

per 100 sq. ft.; opal, $2.10; bronze, (Fence Wire 

$5.75. per 100 lb.) Annealed Galvanized 
Screen Doors.—2 ft. 8 in. x 6 ft. 8 No. : ny 9 gage........ $3.05 3.50 

in., No. 241, $18 per doz.; No. 288, $24; POO FEO bd iewaee ss ewae 3.10 3.55 

No. 457-G12, $22; No. 315-B14, $42. No. it kg eee aa lalary a % wine 3.15 3.66 
Screen Windows.—Wooden frame, | SR 3.70 

extension, 12-33, $3.30 per doz.; 15-33, ae = GORA a ee 3.30 3.85 

$3.85; 18-33, $4.40; 24-33, $5.10. eee 4.05 





PN DO sinoica eka cacanes 3.60 4.30 
TNC CEO eis cedessnvcuce 3.80 4.45 
Barbed Wire (per 80-rod spool): 
DAMORNE ORI 6g c.dcacacnascseawar $2.97 
EE TOMI vse :4.a:'ehn: dave eee eae 3.18 
NG TNE eo cdécvasdiacscekcvess Glee 
aE GRITIS. hk ccccccssctsceens 3.17 
2-point cattle (special).......... 2.25 
Field Woven Wire Fence (per 100 

rods): 

UN Ai wikc sca amenntenrccquae uae $39.80 
I ais ed as 80.4 bw brig Ox an 
GEES. | Grab eecadh Oba esedbee. case net eee 
BEE cite ado oun nerncsaerseamens 37.00 
SEED Fo Saad rcisaed. cous wnkaaeenen ee 
IT asin ei dais eecen uke ee eee 49.20 

erg and rabbit (No. 14 gage): 

ING DOR ooo cdc ivnrennedeweanson $36.50 
No. 1948 ila Scud eB a: aed Bei 6 oie RWC S 44.00 
IR ONE siaccee mad ea hitteces Roe wre 6 49.50 


Steel Fence Posts: 
Galvanized Painted 
Tubular Formed 


Ge x scacn ance can 60c. each ..cccccce 
6 ft. .............55c, each 38c. each 
OR «dba oeKN Ss ee 65c. each pes each 
i) 2 Sree Serre ree 5e. each 


Bright nails, base, per keg, "32.90. 


Cleveland Retailers Buying Frequently— 
Jobbers Report Month’s Trade N ormal 


(Cleveland office of ITARDWARE AGE) 

CLEVELAND, June 26.—Warmer weather has helped retail sales 
and spring and summer merchandise is moving in good volume. 
Business with jobbers is about the same as in June last year and 
shows little change from May. Warmer weather has helped fishing 
tackle, baseball goods and other sporting goods lines. Jobbers placed 
reduced prices on automobile tires and tubes in effect during the 
week, reflecting the recent reduction of manufacturers’ prices and 
the lower prices are expected to stimulate sales, as buying by re- 
tailers this season has been of a hand-to-mouth character. Staple 
merchandise is in fair-demand. Retailers are keeping stocks up by 
buying in small lots but rather frequently. Prices are steady and 
well maintained. 





AUTOMOBILE TIRES AND ACCES- | i0x0.00-I8.... 16.60.50 
SORIES.—The price reduction on tires 32%6.00-20 ree 17.40 2°65 
and tubes, which has been expected for on ae tees 1.75 eo 
some time, has been placed in effect. 3506.00-28 oe 19.55 3.00 
The reductions range from 5 to 15 per iat 30-18 vee ae pe 
cent. It is too early yet to tell the Poh 30220 ik 20:85 3.00 
effect of these reductions, but jobbers 50-21 21.50 44 
expect a large stimulation in sales. 350 
JOBBERS! QUOTATIONS TO RE- 3.55 
TAILERS, F.0O.B. CLEVELAND: 3.85 
Millers Falls, No. 145 jacks, $3.75. ‘aa’ High Pressure Tires and 
Derf spark plugs, 96c. each for all —Cord Casings, Heavy 





sizes in lots of less than 50; Cham- Heavy Truck Duty 


pion X spark plugs, 45c. each for less Duty ——, _ Tubes 
than 100, and 41c. each for over 100; $6.06 $1 30 
Champion regular, 53c. each for less ee Pear 1.40 
than 100, all sizes; 50c. each for over rh «Gt Oeaes ; 

cave EOP Da HE Gna Ga Me 2) 1.40 


ou 





7.2 
JOBBERS’ QUOTATIONS TO RE- wan?  sakekrees 1.40 
TAILERS, F.0.B. CLEVELAND: ROME > Geiceans hase 1.70 
Mansfield Balloon Tires and Tubes. Le en ee 2.10 
Heavy Heavy i) rr aes. 23 
Regular Duty Duty TS ae Cee ry 
Tires, Size 4 Ply 6Ply | Tubes 15.95 20.55 8 ply 2.6 
27x4.40-19 $7.60 5 $1.55 16.60 21.30 8 ply 2. 
29x 4.40-21 8.00 $9.75 1.65 17.15 22.05 8 ply 
30x4.50-21 8.90 11.35 1.75 NESO Ne scddass os 2 
28x4.75-19 9.65 wage 1.85 Wan ele teas ra 
29x4.75-20 10.05 ase 1.90 eee 3.20 8 ply ‘ 
30x4.75-21 10.45 1.95 21.70 28.95 8 ply 3.55 
29x5.00-19 10.40 1.95 woe. $1.15 8 ply 3.65 
30x5.00- 75 2.00 3.30 31.85 y 2 
31x5.00-21 11.20 2.05 a 28:08 ast +30 
32x5.00-22 12.35 2.10 32.40 8 ply 5.45 
28x5.25-18 11.70 re 2.05 42.45 10 ply 5.45 
29x5.25-19 12.15 mee 2.10 46.60 10 ply 5.85 
20x5.26-20 12.50 14.60 2.25 60.15 10 ply 7.60 
31x5.25-21 .90 15.10 2.45 5.35 8.25 
29x5.50-19 13.30 15.50 2.60 $o:38 13 ey 15,30 
30x5.50-20 jalak 16.45 2.70 91.60 12 ply 11.05 














AXES.—These are not moving very 
well yet for fall shipment. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 

First grade single bitted, rustless, 
black finished handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increases for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 

BOLTS AND NUTS. continue 
to move in good volume. No change in 
prices is looked for, as manufacturers 
recently reestablished present prices 
for the third quarter. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CLEVELAND: 


Less than case lots of one size with 
an extra 10 per cent for full case lots. 
Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts and lag screws at 60 per cent off 
list. Bolts with rolled thread, 60 and 
10 per cent off list. Stove bolts, 75 
ahd 10 per cent off list. Semi-finished 
nuts in bulk, 60 per cent off list; 54 
per cent for packages. 

BINDER TWINE.—Buying is pretty 
well over for the season. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. CLEVELAND: 

Standard binder twine, f.o.b. Chi- 
cago and North Plymouth, Mass., 
$5.50 per bale; f.o.b. Cleveland, $5.62 
per bale; Competition twine is 3714 
cents lower. 


BATTERIES—These are moving about 
as well as they usually do at this time 
of the year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 


B and C radio batteries. 





Unit Broken 

Packages Lots 

a 2 $1.14 $1.22 
OG, SOs Sali Raves aces 1.30 1.40 
te ee eee 1,92 2.06 
De Oe OAM 465. c/s Macaca s. ae 2.53 
WD RN So Ei vhs areca oak aes 2.80 3.00 
ia |. eee ere 3.58 


Dry cell, A_ batteries, No. 7111, 
354%4c. in standard packages; 40c. in 
broken lots; Columbia igniter dry cell 
batteries, 32%4c. in standard pack- 
ages, 36c. in broken lots. 


BUILDERS HARDWARE.—A fair 
amount of building work is under way 




















58 HARDWARE AGE for JUNE 28, 1928 








and the demand for builders’ hardware 
is quite satisfactory. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CLEVELAND: 

In case lots, lock sets, $5.25 per doz.; 
heavy strap hinges, 6 in., $1.45 per 
doz.; 8 in., $2.38 per doz.; extra heavy 
T hinges, 6 in., $1.73 per doz.; 8 in., 
$2.80 per doz. 

Butts, case lots, 3 in., 16% cents 
per pair; 344 in., 17 cents per pair; 
4 in., 23 cents per pair; for less than 
case lots all sizes are 1 to 2 cents per 
pair higher. Butts with sand blasted 
finish are 4 cents per pair higher. 

Ornamental hinges, standard fin- 
ish, $1 per doz.; nickel finish, $1.25 
per doz.; sand blasted finish, $1.20 
per doz. 


CORRUGATED ROOFING. — Orders 
for this are good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 
28-gage corrugated roofing at $4.01 
for 1% in., and $3.97 for 2% in. per 
square, f.o.b. Pittsburgh, for ten 
squares or more. 
GAME TRAPS.—These are not show- 
ing much life, as retailers are not buy- 
ing for fall shipment. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 
Victor traps, No. 0, $1.10 per doz.; 
No. 1, $1.38 per doz.; No. 1%, $2.44 
per doz.; Oneida jump, No. 0, $1.59 
per doz.; No. 1, $1.83 per doz.; No. 
1%, $2.81 per doz. 
GLASS BAKING WARE. — The de- 
mand for this is steady and fairly 
good. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 
Casseroles.—Round or oval, 1 qt., 
$1; 1% qt., $1.17; 2 qt., $1.33; square, 
$1.17; casseroles with fancy covers, 
35e. higher 
Pie Plates. 8 in., 50c.; 9 in., 60c.; 
10 in., 67e. 
Bread Pans.—No. 212, 60ec.; No. 214, 
1. 
——. Dishes.—No. 231, 67c.; No. 
232 $1.1 
Teapots. —2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


HOSE REELS. — These are moving 
well. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

No. 2 Donley Alsteel hose reels at 
$1.60 each. 

HOUSEHOLD CLEANERS.—There is 
still considerable demand for supplies 
used for the seasonal cleaning. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 

Presto pipe opener, $2 per doz.; 
Presto toilet bowl cleaner, $1.85 per 
doz.; Presto tile and porcelain clean- 
er, $1.20 per doz.; Presto vegetable 
oil soap, $2.60 per doz.; Presto Met- 
L-Shyn, $3.60 per doz.; Presto Sil- 
vershyn, $1.80 per doz.; Presto water- 
less cleaner, 2 pt. cans, $5.40 per doz.; 
5 pt. cans, $9 per doz.; Presto win- 
dow cleaner, 6 0z., $3.60 per doz.; 
12 o0z., $5.40 per doz.; Presto Lustre 
Furniture Polish, 6 0z., $2.60 per doz.; 
12 oz., $4.32 per doz.; 16 oz., $5.40 per 
doz.; Presto dry cleaner, $3.40 per 
doz. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 
lots, $2.25 per doz.; case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 





$2.50; half dozen quantity, $2 per qt., 
und dozen quantity, $1.75 per qt. 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules radiator stop leak, 8 oz 
cans, 1, 2 and 3 doz. cans to a car- 
ton, $4.50 per doz. 

Hercules boiler liquid, quart cans, 
$2 each 

ICE CREAM FREEZERS.—tThese are 
moving considerably better than early 
in the season. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 

Or factory with freight allowed to 
destination on 12 or more as follows: 

White Mountain, 2 qt., $5.65 each; 

4 qt., $8.25 each; 6 qt., $10.45 each; 
8 qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2 qt., $5.50 each; 4 qt., 
$8 each; 6 qt., $10 each; 8 qt., $13 
each; subject to a 55 per cent dis- 
count. 

Blizzard, 2 qt., $5.50 each; 4 qt., $8 
each; 6 qt., $10 each; 8 qt., $13 each; 
subject to discounts of 55 and 7% 
per cent. 

Acme, 2 qt., in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz. 

LAWN HOSE.—The demand is holding 
up fairly well. A fair number of refill 
orders are coming out. 

JOBBERS’ QUOTATIONS TO RE- 
vaneeeer F.O.B. CLEVELAND: 

ae molded, unc oupled hose, 4 
in., % cents per ft.; % in., 8% cents 


per ft; % in., 9% cents per ft.; 
coupled. hose is % cent per ft. higher. 


NAILS AND WIRE.—The Demand 
continues rather moderate. Prices are 
well maintained. Manufacturers ap- 
pear to be holding to regular prices, 
which have been reaffirmed for the 
third quarter. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Nails, factory shipment, car lots, 
$2.65 per keg; less than car lots, 
$2.80 per keg; stock shipment, $2.85 
per keg; No. 9 galvanized wire, $3.30 
per 100 Ib.; No. 9 annealed wire, $2.85 
per 100 Ib.; polished fence staples, 
$3.30 per 100 Ib.; galvanized fence 
staples, $3.55 per 100 Ib. 

Barbed Wire.—Barbed wire, stock 
shipment, Lyman, 4 point, $3.08 per 
S0-rod spool. Hog wire, $3.33 per 
80-rod spool. 

OIL AND GASOLINE STOVES.—The 
seasonal demand for these is quite sat- 
isfactory. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Perfection oil stoves, full white 
porcelain enamel with built-in oven, 
Superflex burners, $140; full white 
porcelain enamel with built-in oven, 
double wall burners, $120; japan fin- 
ish stoves, $28.50, $22.50 and $17.50. 
Puritan oil stove, full white porcelain 
enamel with short drum_ Puritan 
burners, $122; japan finish stoves, 
$28.50, 22.50 and $17.50. Puritan 
pressure gas stoves, full porcelain 
enamel with built-in oven and pres- 
sure gas burners, $128; japan finish 
stoves, $38, $33 and $26.50. Perfec- 
tion ovens, one burner, $2.50; one 
burner glass door, $2.70; and two- 
burner glass door, $6. Discount on 
above stoves and ovens, 30 per cent 
for less than ten and 30 and 5 per 
cent for ten and more. 

Nesco stoves, 2 burner gasoline 
without high shelf, $23; same, 3 
burner, $28; same, 4 Burner, $33; 4 
burner range, $65; 5 burner range, 
$70; high shelves for regular gasoline 
stoves, 2 burner, $5.25; 3 burner, 
$6.50; 4 burner, $8; dealers’ discount, 

30 and 5 per cent off list. 

Air-O-Gas gasoline stoves, No. 327, 
$2.50; No. 330, $34.50; No. 324, $39; 
No. 325, $45; No. 328, $72; No. 322 
range, $114. These prices are subject 
to a 33% per cent discount. 

New Process, wick oil cook stoves, 
No. 465, 5 burner, $78; No. 505, 5 
burner, $81; other models with plain 





gray backshelf; No. 742, 2 burner, 
$23.45; No. 743, 3 burner, $30; No. 
744, 4 burner, $38; No. 745, 4 burner, 
$40.50; No. 782, 2 burner, $26.20; 
No. 783, 3 burner, $33.40; No. 785, 
4 burner, $45.10. ‘These prices, sub- 
ject to a discount of 33% per cent, 
are for delivery in the central district. 


PAINTERS’ SUPPLIES.—While bad 
weather has interfered somewhat with 
outside painting, the demand for paint- 
ing materials continues quite active. 
Linseed oil is unchanged and turpen- 
tine is advanced 2 cents per gal. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 

Turpentine in bbls., 67 cents per 
gal.; less than bbl., 72 cents per gal. 

Linseed oil in bbls., 92c. per gal., 
less than bbl., $1.07 per gal. 

White lead in 100-lb. kegs, 13%c. 
per lb.; in 50 and 25-lb. kegs, 14c. per 
lb.; in’ 12%-lb. kegs, 14%c. per Ib. 
Quantity discounts, 500 Ib. to 1 ton, 
10 per cent. One ton or more, 10 per 
cent and 4 per cent. 

Enameling lacquers, $1.20 to $1.65 
per qt. 

POULTRY NETTING AND WIRE 
CLOTH.—A moderate amount of busi- 
ness is still coming out in wire cloth. 
Poultry netting is quiet. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

12-mesh black wire cloth, $1.75 per 
100 sq. ft.; 12-mesh galvanized, $2.10 
per 100 sq. ft.; 14-mesh -galvanized, 
$2.50 per 100 sq. ft.; 16-mesh, $2.85 
per 100 sq. ft.; bronze, 14-mesh, 5.35 
per 100 sq. ft. rolls; 50 ft. rolls, 10c. 
additional. Poultry’ netting, galvan- 
ized after weaving, 50 and 10 to 50, 
10 and 5 per cent off list; galvanized 
before weaving, 50, 10 and 10 to 50, 
10, 10 and 5 per cent off list. 


PREPARED ROOFING. — Retailers 
stocked up well when prices were low 
and since the recent advance the de- 
mand has been slow. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 


Popular grades: Light, $1.13 per 
roll; medium, $1.35 per roll; heavy, 
$1.50 per roll; slate surface roofing, 
$2.50 per roll. 


RADIO EQUIPMENT.—Broadcasting 
of the two political conventions has re- 
sulted in quite a stimulation in the de- 
mand for tubes. 

JOBBERS’ QUOTATIONS TO RE-_ 
TAILERS, F.O.B. CLEVELAND: 

CX No. 112, $3; CX No. 326, $2.50; 

C No. 327, $5; CX No. 380, $4.50; CX 
No. W1A, $3. 

Philco 6-180-volt, AB-686, socket 
power units, $33; ‘AB- 386, $39; AB- 
382, $45; 6-150-volt. AB-663 and AB- 
356, $27: AB-623, $33; 4-volt, AB-463, 
$27. AB-423, $30; é-volt A socket 
power units, A-603, $16.60; B socket 
units, B-86, $21; B-603, $16.50; Philco 
trickle charger TC-60, $6. 


ROLLER SKATES.—The demand is 


slow. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, CLEVELAND: 

Union Hardware Co. line, Nos. 4 
and 5, $1.42 per pair; No. 6, $1.55 per 
pair; No. 3, children’s, 75c. per pair. 

ROPE.—This continues to move fairly 
well. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Best grade manila rope at 21% 
cents per Ib. for factory shipment 
and 22 cents per Ib. for stock ship- 
ment; sisal rope, 16 cents per Ib. for 
factory shipment and 16% cents for 
shipment from stock. 

SCREEN DOORS AND WINDOWS.— 
The demand is only fair. The cool 
spring weather that has _ prevailed 
much of the time has not helped retail 


sales. 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Continental line, No. 288 doors, 2.8 
ft. x 6.8 ft., $23 per doz.; 2.10 x 6.10, 
$24 per doz.; No. 315 G-12, 2.8 x 6.8 
ft., $31.65 per doz.; 2.10 x 6.10, $32.65 
per doz.; windows, No. 1233, $3.15 per 
doz.; No. 1833, $4.15 per doz.; No. 
2433, $4.90 per doz. 


SHEETS.—The demand for galvanized 
sheets is quite good. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


24-gage galvanized sheets at $4.45 
per 100 Ib. 





SPRAYERS.—These are moving mod- 


erately well. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

1 pt., tin sprayers, $3.15 per dozen; 
1 qt., tin, $3.50 per doz.; 1 qt., gal- 
vanized, $4.25 per doz.; 1 qt., mason 
jar, $5 per doz.; 1 qt., continuous, 
$6.50 per doz.; No. 32714, Little Giant, 
$3.10 per doz.; 4 qt., compressed air, 
$4 per dozen. 


WEATHERSTRIPPING.—Some _busi- 
ness is being placed for fall shipment. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Home Comfort weatherstripping in 





eartons and in 500-ft. reels with reel, 

3% cents per ft.; Airseal, 500-ft. 

spools, 2 cents per ft. 
WOOD SCREWS. — The 
steady. 


~ 
n 


cemand 


JOBBERS’ QUOTATIONS TO RE.- 


TAILERS, F.O.B. CLEVELAND: 
Flat head bright screws, 60 per 
cent off list; round head, blued, 50 
per cent off list; flat head, japanned, 
40 and 5 per cent off list; round head, 
nickel on steel, 274) and 10 per cent 
off list; flat head, brass, 50 per cent 
off list; round head, brass, 40 and 10 


per cent off list. 





Weather Hampers Trade in Missouri and 


Arkansas Valleys—Crop Outlook Good 


(Kansas City office of HARDWARE AGE) 


KANSAS City, June 26.—There is still some dissatisfaction in the 
wholesale hardware trade of the Missouri and Arkansas valleys 
because of the retarding effect that eccentric weather conditions 


have had on current business. 
been good for the growing crops. 
dom been better. 


These conditions, in the main, have 


The agricultural outlook has sel- 


But short dry spells, wet spells and cool spells have succeeded each 
other in such confusing fashion that the building and spending plans 


of the population have been pretty well upset. 
retail hardware volume has hardly been up to expectations. 


In consequence, the 
Never- 


theless, the infrequent intervals of fair weather have never failed 
to stimulate business, demonstrating that the fundamentals of the 


situation are right. 


In the belief of most observers there is still time for the 1928 
volume to pass that for 1927, providing the weather acquires steady 


habits. 


ever, the demand for most sporting goods continues brisk. 


Despite the handicap of moisture and low temperature, how- 


In this 


territory the sporting goods volume for the first half of the year is 


probably 20 per cent ahead of the same period last year. 


This re- 


flects a healthy state of the public pocketbook. 


Without a doubt, the sporting goods 
department of the hardware business is 
the favored department this year. Fish- 
ing tackle and golf equipment are mov- 
ing out in pleasing quantities and quali- 
ties. Each season the fisherman and 
the golfer become more particular 
about the grade of the gear that they 
use in pursuit of their pet sport and do 
not hesitate to buy whatever appeals 
to their increasingly exacting taste. 
The demand for tennis supplies is 
about as it was this time in 1927. 

Trap-shooting is more popular than 
ever and regional and local meets are 
numerous and frequent. Ammunition, 
clay targets and shotguns are attract- 
ing wider interest every day. New 
gun clubs are being organized. Some 
hardware dealers are taking the lead in 
such organizations. They not only pro- 
vide themselves with an outlet for their 
sporting instincts, but open trade chan- 
nels which heretofore, in many _ in- 
stances, have been neglected. 

Hunting prospects are excellent. Be- 
cause of the mild winter much of the 
small game, a large proportion of which 
perishes each cold season, is alive and 





ready to give the hunter a reward for 
his sporting enterprise. Young quail 
and rabbits are said to be plentiful. 
Future orders for ammunition are being 
booked freely by the hardware jobbers. 

Conditions throughout the trade are 
excellent; only the weather handicap 
has held business back; money seems 
to be forthcoming for every real need. 
The economic vista shows an attractive 
fairway ahead. The indicated yield of 
winter wheat in the single State of 
Kansas this year is 157,814,000 bushels, 
or 41 per cent above the five-year aver- 
age. This is more than a fourth of the 
total indicated winter wheat yield for 
the United States. Last year the Kan- 
sas wheat crop was 111,283,000 bushels. 

The prospects for corn in this section 
are also excellent. It was planted 
early under ideal ground conditions. An 
overdose of dry and cool weather in 
April and May retarded germination 
and growth, but this month has brought 
rains that will do much to advance the 
corn. It is in such good condition now 
that fifteen more days of favorable 
weather would give this region a corn 
crop worthy of that greatest of all 





| our agricultural adjectives, “bumper.” 


It is probable that the vast wheat 
yield of the Southwest will throw a 
large proportion of the new cash crop 
onto the market immediately after the 
harvest. At this writing the wheat 
price seems sufficiently satisfactory to 
reduce storage on the farm. Though 
the movement of metal grain bins into 
the wheat belt has been good, the vol- 
ume of this business is not in propor- 
tion to the size of the wheat crop. Thus 
it is argued that the wheat-grower 
shows no unusual disposition to hold his 
grain for a better market. 

Binder twine is a brisk item just 
now, although the twine trade in the 
Great Plains has fallen off since the ad- 
vent of the tractor-drawn harvester- 
thresher, or “combine.” This machine 
cuts and threshes at the same operation 
and does away with the old-fashioned 
intermediate handling of the grain. In 
this same part of the country and for 
the same reason the former volume on 
header forks, bundle forks, bolts and 
copper rivets and burrs has decreased 
by something like half what it was in 
the days when the header and the 
thresher took care of the Western 
wheat crop. Formerly there was a 
heavy call for such supplies at this 
season. 

Wire fencing has not moved so read- 
ily this year as last. Again, this is to 
be charged to unfavorable weather. 
Prices on wire and nails are not any too 
steady. There has been some under- 
cutting. Fall terms on wire, nails and 
steel posts went into effect June 4 and 
stimulated the usual rush of future or- 
ders. These terms, confined to car- 
loads, are 2 per cent off for cash Nov. 
10; net, Dec. 31. 
ALCOHOL.—Factories are pressing for 
futures in order to base their running 
schedules more accurately. Prices are 
weak. Most of the large buyers have 
bought. Volume good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 


CROSSINGS. 
Denatured alcohol, 188 proof, for- 
mula 5, in 55-gal. drums, $0.61 per 


gal.; in lots of 5 to 9 drums, $0.59 per 
gal.; 10 to 19 drums, $0.57 per gal.; 
in lots of 20 or more drums, $0.56 per 
gal.: $6 charge for drums, subject to 
credit on return. 
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ALL-STEEL HOSE REELS.—Demand 
is backward on account of continued 
rainy weather. Prices stationary. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Donley all-steel, No. 2, $1.70 each. 


AXES.—Business light. Price figures 
firm. Not much volume in futures. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

First quality, single-bitted, unhan- 
dled axes, 3 to 4 Ib., $14.50 base; han- 
dled, $18.75 to $20.50, base. 


BALE TIES.— Prices have receded 
somewhat. Orders are now coming in 
freely. Baling has started. Hay out- 
look fair. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Fourteen gage, 8% ft., $1.39; > a. 
1.46; 15 gage, 7% ft., $1.08; ft.. 
sage 8% ft., $1.21; 9 ‘tt., $128" Wy 

dt 34; 15% gage, 8 ft., $1; 8% ft., 
$i. 9 ft., $1.12; 16 gage, 7% ft., 
$0. a8: S ft., "$0. 92; 814 ft., $0.97. 


BUILDERS’ HARDWARE.—Trade in 
this territory is a good deal short of 
satisfactory. Building operations lim- 
ited. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Case lots of 24% x2% steel butts, 
old copper and dull brass _ finish, 
$19.25 a hundred pair; 3% x 3%, $20 a 
hundred pair; 4x4, $27 a hundred 
pair; heavy steel bevel inside sets, 
case lots, $6 per doz.; steel bit-keyed, 
front door sets, $18 per doz. sets; 
wrought bronze meal, $2.25 per set; 
cylinder front door sets, wrought 
bronze metal, $6.50 per set. 


CARRIAGE AND MACHINE BOLTS. 
—Prices are somewhat stiffer than two 
weeks ago, though the situation has un- 
satisfactory features. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS. 

Small carriage roll thread, 50-10- 
10-5 off list; small carriage cut thread, 
50-10-5 off list; large carriage cut 
thread, 50-10-5 off list; small machine 
rolled thread, 50-10-10-5 off list; small 
machine cut, 50-10-5 off. From list as 
of April 1, 1927 

CHAIN.—Volume is dwindling in con- 
formity with the season. No price 
changes. 

ein ie QUOTATIONS TO RE- 

AILERS, F.O.B. MISSOURI RIVER 
CROSS! NGS. 

Proof coil. chain, % in., $8.50 per 
ewt.; No. 2-0 Tenso, 250 ft. reel lots, 
$6 per reel. 

COPPER RIVETS AND BURRS.—Re- 
peat orders for fill-in are plentiful, al- 
though the aggregate volume is not 
heavy. Prices stationary. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI! RIVER 
CROSSINGS. 

40-10 per cent off list. 

EAVES TROUGH AND CONDUCTOR 
PIPE.—Business is not registering 
heavily. Prices unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

28 gage, 5 in. lap joint eaves trough, 
$5 per 100 ft.; 28 gage, 3 in. conductor 
pipe, $5.40 per 100 ft. 

FIELD FENCING. — Recently an- 
nounced fall terms on carload ship- 
ments have stimulated futures. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

$22.50 for 26-in. fence to $38.50 for 
9 top and bottom, 11 intermediate 
and 12 stay wire. 








FILES. — No change from normal 
movement. Demand steady. Prices 
firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Nicholson, 50 per cent off list; job- 
— brands in full packages, 60-5 off 

st. 


GALVANIZED WARE.—This business 
has been running in a steady flow for 
some months and shows no signs of 
abatement. Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS. 

Galvanized tubs, standard No. 0, 
$5.17 per doz.; No. 1, $6.44 per doz.; 
No. 2, $7.22 per doz.; No. 3, $8.46 per 
doz.; common galvanized pails, 8 qt., 
$2.08 per doz.; 10 qt., $2.24 per doz. 


GARDEN HOSE.—Though cool and 
wet weather has prevailed, the hose 
volume is brisk. Prices on standard 
brands unchanged. 


JOBBERS’ gyotsTons TO RE 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

$7.50 to $10.50 per 100 ft. 


GRAIN SCOOPS.—Considering the im- 
minence of the harvest, business seems 
light. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Light weight, full polished, gg - 
handle, No. 6, $12 per doz.; No. 
giz No. 10, $14; No. 12, $15; No. vy 


HAMMERS.—Demand continues light 
and mostly confined to the cheaper 
brands. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

First grade, 711% nail hammers, 
$12 per dozen; jobbers’ brands, $10.80 
to $11.40; competitive forged nail 
hammers, $6.50 to $8.00 per dozen; 
cast steel hammers, $3.60 per dozen. 


HARNESS.—After a lively season the 
trade is slowing down to its usual sum- 
mer level. Prices continue stiff. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Regular No. 1 quality, 1% _ in. 
traces, $70 per set; No. 2 quality, 
1 in. traces, $58 per set; No. ¢ 
quality, $53 per sét. 


HARNESS HARDWARE.—Trade is 
subsiding for the summer and prices re- 
main firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

1 in. japanned buckles, $2.40 per 
gross; No. 200 XC snaps, 1 in., $6.55 
per gross; roller snaps, No. 85, $2.65 
to $3 per doz.; No. 47% XC bits, 
$1.50 per doz. 


HATCHETS.—Retail stocks are said to 
be full. Current demand light. No 
price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Size 2 extra quality broad hatch- 
ets, $16.70 per dozen; competitive 
forged shingle hatchets. $6.50 per 
doz. 

HINGES.—Slight price advances have 
just registered. Volume is average. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Heavy strap hinges in bundles, 4 
in., $1.13; 5 in., $1.48; 6 in., $1.90; 8 
in., $3.02; 10 in., $4.90 per dozen pair; 
extra heavy T hinges, in bundtes, 4 
in., $1.55; 5 in., $1.92; 6 in., $2.27; 8 
in., $3.43. 

HORSE COLLARS.—Orders continue to 
come in a fairly steady stream. No 


price changes. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Full grain  collar-leather collars, 
average 16% in. draft, $55 per doz. 
LAWN MOWERS.—An increased de- 
mand for the better makes is register- 
ing. Jobbers’ and retailers’ stocks are 

normal. Prices steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Hand lawn mowers, $6 to $30 each. 
MILD STEEL BARS.—An average run 
of business is coming in to the whole- 
sale houses. Price figures are firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Bars, shapes and small angles, 
$3.56 per cwt. base; structural sizes 
and shapes, $3.66 per cwt.; mild steel 
bands, 3/16 and lighter, $4.21 per 
cwt.; steel hoops, $4.66 per -wt.; 
reinforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per ewt. 

NAILS.—Business appears to be some- 
what below its volume of a year ago, 
although distributors have no complaint 
to lodge. Prices not particularly steady. 
Competition lively. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Common wire nails, $3.40 per keg, 
base (see new extras). 

OILS.—Turpentine has risen two cents 
a gallon. Oil prices rather unsteady. 
Volume on both satisfactory. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Raw linseed oil in bbl. lots, 89c. per 
gal.; boiled linseed oil in bbl. lots, 
92c.; raw linseed oil in half-bbl. lots, 
94c.; turpentine, in bbl. lots, 69c. 
gal.; turpentine in half-bbl. lots, 74c. 


POULTRY NETTING.—Business is 
slowing down for the summer. Spring 
demand was heavy. Prices continue un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

50-10-5 per cent. 

ROPE.—Volume remains normal after 
a brisk season of spring trade. No 
price changes announced. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Hifhest quality Manila rope, stan4d- 
ard brands, 24c. per pound, base; 
No. 2 Manila, standard brands, 20%4c. 
per puond; No. 2 sisal rope, highest 
quality, standard brands, 19c. per 
pound; No. 2 sisal rope, standard 
brands, 14c. to 16%4c. per pound. 


SCREWS.—Dealers’ stocks are said 
to be full and fill-in orders are light. 
No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Flat head bright screws, 50-20 per 
cent off list; round head _ blued 
screws, 45-15 per cent off list; flat 
head brass screws, 45-15 per cent off 
list; round head brass screws, 40-15 
per cent off list. 


SOLE LEATHER.—Prices continue 
firm and most dealers are ordering in 
small quantities. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

No. 1 sole leather strips, 98c.; 
light, No. 2, 80c. 

STEEL SHEETS.—Demand is falling 
off somewhat, though it has not been 
brisk for some months. No price 


changes. 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

28 gage galvanized flat, 5.50 per 
cewt.; 28 gage black flat, $4.75 per 
ewt.; corrugated iron, 28 gage gal- 
vanized, $4.60 per square; 26 gage 
galvanized corrugated, $5.10 per 
square; 28 gage painted corrugated 
$3.40 per square. 


STORAGE BATTERIES. — Volume 
sluggish as weather becomes warmer. 
No new prices out. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O. B. MISSOURI RIVER 
CROSSINGS 

Automobile, 6 volt, 11 plate, heavy, 
standard terminal, $9.10 each; 6 volt, 
13 plate, $10.75 each; 12 volt, 7 plate, 
$12.85; 6 volt, 11 plate, thin, stand- 
ard terminal, $7.35; 6 volt, 13 plate, 
thin, for Ford and Chevrolet, $8.05. 


SWEAT PADS.—Demand has lessened 
with the changing season. Prices un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

$4.25 per doz.; 20 in. base. 


TIRES.—Prices have registered a sharp 
drop, ranging on standard, high pres- 
sure casings from 17% to 20 per cent; 
on standard balloons, from 14% to 17 
per cent. In combination with the 
warmer weather, this recession has al- 
ready stimulated trade. Jobbers are 
aligning themselves with the concerted 
effort now afoot to reduce the number 
of tire sizes to 17. The number man- 
ufactured heretofore approached forty. 


This movement was definitely inaugu- 
rated recently at a joint meeting in De- 
troit of the National Rubber Associa- 
tion, the members of the National Rim 


prominent representatives of the engi- 
neering staffs of the leading car makers. 
On the new price sheet issued by the 
Mansfield Tire & Rubber Co. it is an- 
nounced that ten tire sizes have been 
discontinued. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield, automobile, covered by 
standard gn yh 30 . 3% oversize, 


eT rg 4 ord, s.s., cl., $7.25; 31 x 
4, $11 o3y x “4, $12.10; 33 x 4, $12.70; 
32 x in $15. 33 x 4%, $16.60; 33 x 


5, $21.70. Eatgom 29 x 4.40, ——: 
$8; 30 x 4.50, $8.90; 30 x 5.25, $12.50 
31 x 5.25, $12.90; 31 x 6.00, $17. 10: 
33 x 6.00, “4 Trucks, 32 x 4%, 8 
ply, $20.55; 33 x 4%, $21.30; 30 x 5, 
$26.20; 32 x 6, $32.40; 36 x 6, 10 ply, 
$46.60; 34 x 7, $60.15; 40 x 8, 12 ply, 
$91.60. (All foregoing prices subject 
to 5 per cent trade discount.) 


TUBES.—On standard tubes the re- 
cently announced reduction ranges from 
12% to 20 per cent. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield, 30 x 3%, heavy duty, 
tan, $15.60 per doz.; 31 x 4, tan, $12 
per half doz.; 33 x 4, tan, $13.20 per 
half doz.; 32 x 4%, tan, $15 per half 
doz.; 33 x 4%, tan, $15.60 per half 





and Wheel Association affiliated with the | 
Society of Automotive Engineers and | 





doz. Balloon, 29 x 4.40, heavy duty, 
$18.60 per doz.; 30 x 5.25, $12.90 per 
half doz.; 31 x 6. 00, $14.70 per half 
doz.; 33 x 6.00, $16.50 per half doz. 
(All foregoing prices subject to 10 
per cent trade discount.) Special 
bre and tubes, 30 x 3%, 55 to 70 gage, 

2-in. pole, reinforced valve base, 


si anized splice, full size valve, 75e. 
each; 29 x 4.40, 92c. each. 
VENTILATORS. — Slightly higher 


prices on metal and wood frame ven- 
tilators are announced by the Conti- 
nental Screen Co., Detroit. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


Continental ventilators, metal 
frame, No. 833, $4.50 per doz.; No. 
837, $4.75 per doz.; No. 845, $5.20 per 
doz.; No. 1137, $5.50 per doz.; No. 
1145, $6.30 per doz.; No. 1437, $7.30 
per doz.; No. 1445, $8.10 per doz. 
Continental ventilators, wood frame, 
No. V836, $3.60 per doz.; No. V923, 
$4. 05 per doz.; No. V937, $4, 50 per dos. ; 
No. V949, $6.10 per doz.: No. V95 
$6.75 per doz.; No. V1537, $5.85 ate 
doz.; No. V1549, $7.80 per doz. 


WIRE CLOTH.—Business continues at 
a rate somewhat below normal because 
of the prevailing cool weather. Prices 
firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Black, 12 mesh, $1.85 per 100 sq. 
ft.; galvanized, 12 mesh, $2.05 per 100 
sq. ft.; galvanized, 14 mesh, $2.45 per 
100 sq. ft.; galvanized, 16 mesh, $2.80 
per 100 sq. ft. 





New England Trade Having Its Ups and 


Downs But in General Is Doing Better 


(Boston office of HARDWARE AGB) 


BOSTON, June 26.—Because of unsettled weather the New England 
retail and jobbing trades report irregular business. In general, both 
branches of the hardware business seem to be doing better, presum- 
ably because of a natural consuming buying movement which de- 


velops at this particular season 


regardless of weather and every- 


thing else. This demand is based on work that has to be done; 
work necessitated by the flow of people from cities to the country 
or seashore; by the starting of the vacation period and by nature 
itself. There is the roof to fix; the piazza or steps to be repaired; 
the home and the bath house to be painted; the shrubbery to be 


trimmed; the grass to be cut; t 


he wrist watch to be bought; the 


vacuum bottle to be thought about; the Boy Scout stuff to be consid- 
ered; the bugs to be killed; the flies to be kept from the house; the 
garden to be freed from weeds; the busted cultivator to be replaced, 
and a hundred and one things to be thought about and purchased. 


From the retailer’s viewpoint, 


trade is slow yet steady; it is not 


up to recent years, still ahead of pre-war days. From the jobbers’ 
standpoint, everybody wants a little of this and perhaps more of 
that, and they all want it in a minute. Service is what we all pride 


ourselves on these days, and we 


give it to the best of our ability. 


But service, no matter in what form, costs money. Then, too, rents 


are no cheaper, taxes are high, 


and general overhead keeps on a 


high basis. It is a constant scratch to keep everything in mind and 


make a profit. But with all the 


worries of the hardware trade, re- | 


tail or wholesale, comparison with other lines shows that we have a | 


lot to be thankful for at that. 


AUTOMOBILE ACCESSORIES. 
reduction in tires and tubes varies 








arge. It is good opinion that such | 


| merchandise is on a rock bottom basis | 
somewhat, but in substance it is fairly | so far as the manufacturer is con- | 


cerned. It is equally sure now is the 
time to induce the automobile owner 
to stock up with tires and tubes. Here 
are the new prices as quoted in Boston: 


We quote from Boston jobbers’ 
stocks: 





Tires.— Mansfield line, cf _— her, 
heavy duty, 30 x 3%, § sach; 
straight sides, 30 x 3%, $ ~ “31 x 
4, $11.40; 32 x 4, $12.10; 32 x 4%, 
$15.95; 34 x 41 $17.15; 35 x 5, $23.30. 


Tires.—Mansfield line, truck, 8-ply, 
2x 4%, $20.55; 33 x 41% $21.30; 34 


x 4%, $22.05; 33 x 5, $28.95: 34 x 5, 
$31.15; 35 x 5, $31.85; 10- ply, 32 x 6, 
$32.40; 36 x 6, $46.60; 34 x 7, $60.15; 
38.x 7, $65.35; 12-ply, 36 x 8, $85.35; 
40 x 8, $91.60. 

Tires.—Mansfield line, balloon, 27 
x 4.40, $7.60 each; 30 x 4.50, $8.90; 
29 x 5.75, $10.05; 30 x 4.75, $10.35; 29 
x 5.00, $10.40; 30 x 5.00, $10.75; 31 x 
5, aa 30 x 5.25, $12.50; 31 x 5.25, 

‘-ply, 29 x 4. ” $9.75; 30 x 
; 5.25, $15.10; 30 x 





.50, $16.45; 32 x 5.77, $18.7 ; 3 
$16.60; 31 x 6.00, $17.10; 
$17.40; 31 x 6.20, $20.60; 
$20.85; 32 x 6.75, $22.50 

Tubes.—In lots of less 
Mansfield line, 30 x 3, $1.30 each; 3 











} x a ae ee te 
B anon, ‘less pe i 12) 27 x 4.40, § 
each; 29 x 4.40, $1.65; 30 x 4.50, $ 
in lots of six or les ee ee 
29 x 4.75, $1.90; 30 x 4, 15, $1.95; 2 
5 c 5.00, $i. 95: 3 

99r.'« ag 





Discounts—An_ extra 5 per cent 
discount from the previous prices is 
allowed. 

Bumpers.—One to 49 count, 40 per 
cent discount; 50 to 249 count, 40 and 
5 per cent discount. 
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Fender Guards.—One to 49 count, 
40 per cent discount; 50 to 249 count, 
40 and 5 per cent discount. 

Horns, — Klaxon, quantities less 
than $50 in list value, 35 per cent dis- 
count; in $50 to $199 value, 40 and 5 
per cent discount; in $200 value, 50 
per cent discount. 

Tire Chains.—One to nine sets, 30 
per cent discount; 10 to 49 sets, 35 
per cent discount; 50 to 99 sets, 40 
per cent discount; 100 to 149 sets, 
40 and 5 per cent discount; 250 sets 
and more, 40 and 10 per cent dis- 
count 

Auto Clocks.—Westclox line, plain 
dial, $1.50 each net; luminous dial, 
$2.10. 

BOLTS AND NUTS.—Jobbers say in- 
dividual orders for bolts and nuts as a 
rule are small, but there are many of 
them, and the weekly turnover is very 
satisfactory. Buyers evidently have 
stopped shopping around the market 
for stock, At least the regularity of 
orders from each consumer to a given 
jobber is noteworthy. 

We quote from Boston jobbers’ 
stocks: 

Bolts.—In full packages, machine, 
50 and 5 per cent discount; Common 
carriage, 50 and 5 per cent; stove 
bolts, 70 and 10 per cent; coach 
screws, 50 and 5 per cent; Eagle 
carriage, 50 per cent; counter-sunk 
Eagle, 40 per cent; counter-sunk ma- 
chine, 25 per cent. In less than full 
packages, add 25 per cent. 

Nuts.—In full packages, semi-fin- 
ished, U.S.S. and S. A. E., 25 per cent 
discount; castellated, S.A.E., 25 per 
cent. In less than full packages. 

CELLAR WINDOW WIRE.—Orders 
are steadily flowing through jobbing 
channels. It is rather surprising how 
much of this material has been sold so 
far this year. 

We quote from Boston jobbers’ 
stocks: 

Cellar Window Wire.—Standard, 
three mesh, 24 to 48 in., $4.45 per 100 
sq. ft. net; 12 to 20 in., $4.70. 

CLAM DIGGERS.—Tides are running 
perfectly for clam digging just now, 
consequently there is a broader market 
for the diggers. 

We quote from Boston jobbers’ 
stocks 

Clam Diggers. Six tine, 26-in. 
handle, $14.55 per doz. net; six tine, 
extra heavy, 22-in. handle, $19.45; 
four tine, broad,  26-in. handle, 
$11.60. Ipswich pattern, four tine, 
riveted, $12.55. 

COD LINES.—As city people get down 
to the shore and fishermen become more 
numerous, there naturally is a growing 
call for cod lines. At current rates 
lines are reasonably priced, other things 
taken into consideration. 

We quote from Boston jobbers’ 
stocks: 

Cod Lines.—Tarred, No. 2, $1.20 per 
doz. net; No. 4, $2.38: No. 6, $3.60. 
ESTWING GOODS.—Schools are closed 
and children are about to start for sum- 
mer camps. Boys will want axes, a 
Scout knife, hammers and something 
else the other fellow will have. Now is 
the time for the retail dealer to push 

sales on such merchandise. 

We quote from Boston jobbers’ 
stocks: 

Estwing Line.—Scout axe, No. £524, 
$1.34 each net. Utility axe, No. £528, 
$1.50. Half hatchet, No. £502, $1.50. 
Curved claw hammers, No. F112, 12 
0z., $1.34; No. E116, 16 0z., $1.34; No. 
#120, 20 oz., $1.50. Straight claw 
hammers, No. E212, 12 0z., $1.34; No. 
E216, 16 oz., $1.34; No. E220, 20 oz., 
$1.50. Ball pein hammer, No. E316, 
16 oz., $1.17. Camp knife, No. E600, 
$1.34. 


FREEZERS.—Recent weather has not 


| been particularly hot, yet many New 
retail dealers have evinced | 
more interest in freezers and in parts. 
Things certainly are looking up, from 
| the jobbers’ viewpoint. 


| 
| 


England 








tion point 
reached in the garage field. 
are still springing up over night like 
mushrooms, and hardware dealers are 
securing a lot of business for usable 
hardware. 


in good demand. 


We quote from Boston jobbers’ 
stocks: 

Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 
4 qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 
qt., $21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska ty f Goose Freezers.—1 qt., 
$3.35 eaah; qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.75 each; 6 qt., 
$7.25 each; 8 qt., $9.35 each; 10 qt., 
$12.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

hite Mountain Freezers.—2 qt., 
$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 qt., $18 each. 
These are list prices and are subject 
to dealers’ discount of 50 per cent. 
Ry gees Vacuum Freezers.— No. 1, 

38 net; No. 2, $4 net; No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33'4 per cent off list. 

Acme Freezers. — Bright, galvan- 
ized, tapered, 2 qt., $8 per doz.; same 
size, enameled-galvanized, $10 per 

size, enameled-galvanized, 
$18 per doz., and 1 qt. size, Junior 
enameled, *' 80 per doz. These are 
net prices to dealers. 

Arctic Freezers.—-1 qt., $4; 2 qt., 
$4.00; 3 qt., 25.55: 4 qt., $6.80; 6 qt., 
$8.60: 8 qt., $11.10; 10 qt., $14.80: 12 
qt., $16.65; 15 qt., $23.30. These are 
list prices. Jobbers quote dealers’ dis- 
count of 50 per cent off this list. 

Everybody’s Freezers.— No. 01, 1 
qt., $4; No. 1, 1 qt., $5.50; No. 2, 2 
qt., $7: No. 3, 3 qt., $8, and.No. 4, 
4 qt., $9. All gray enameled. These 
are list prices subject to dealers’ dis- 
count of 3314 per cent. 









GARAGE HARDWARE.—tThe satura- 
evidently has not been 
Garages 


We quote from Boston jobbers’ 
stocks: 

Door Sets.—Garage, Stanley line, 
No. T2505J, 8 ft., with track, $5.60 
per set; No. 2510J, without track, $6; 
No. 1775J, in lots of less than six, 
$2.95, in lots of six or more, $2.65; 
No. 1776J, in lots of less than > 
$2.95; in lots of six, $2.65; No. 1777J, 
$6.90. 

Hangers.—Stanley lines No. 77, 8 
t., $8 per set net; No. 77, 16 ft., $16. 
Straight track, No. 77m, 2. 36., 2c. 
per ft., 1% ft., 15c.; 2 ft., 15¢. 

Holders. — Stanley line, No. 1774J, 
$1.80 per pair net; No. 1773J, $3.15. 


GARDEN SETS.—Garden sets are still 
Retailers are buying 
conservatively, yet often, to keep their 
stocks in salable condition. 


We quote from Boston jobbers’ 
stocks: 

Garden Sets. No. 3FSX, steel 
shovel, hoe and rake, $15.40 per doz. 
sets, net; No. HF, steel hoe, spade, 
rake and fork, $9: other sets range 
in price from 10c. per set to 50c. 


GARDEN TOOLS.—Garden tools like- 
wise are enjoying a free movement out 
of jobbers’ as well as retailers’ stocks. 


We quote from Boston jobbers’ 
stocks: 

Garden Tools.—Trowels, No. 214, 6 
in., $2.25 per doz. net; No. 6 x 6 in., 
$1.32: No. 85, 85c.; No. 120, $1.50; No. 
140, $2.50. Forks, No. 300; $3.50; No. 
40, $1.75. Weeders, $2. 

Garden Sets.—No. 112, child’s three 
tools, $1.50 per doz. net; No. BBT, 
$2.14; No. F, 4.54; No. HF, four 
pieces, $9; No. FSX, three pieces, 
$15.38: No. 83, three tools, $6: No. 
1842, $1.20: No. 860, $2; No. 867, $4; 
No. 870, $6. 


IRONS.—Now that the vacation sea- 
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| son is on, it might be well for the re- 
tail dealer to let the young ladies of the 
neighborhood know that a small iron is 
just the thing to take away with them 
to keep their dresses neatly pressed. 


We quote from Boston jobbers’ 
stocks: 

Irons .— Travelers’ Sunbeam, steel 
case, No. CS60, in lots of less than 
six, $4 each net; in lots of six or 
more, $3.78. Torrid, two pounds, No. 
151, $3. 50 each list; in lots of less 
than six, 30 per cent discount; in lots 
of six or more, 33% per cent dis- 
count. Universal, No. 9021, $2.65 each 
net. Universal in fireproof case, No. 
99043, $3.30 each net; No. 9909, $3.95; 
No. 94070, $3; No. 95070, $3; No. 96070, 
$3. 

LAWN ACCESSORIES.—Public buy- 
ing of lawn accessories is gathering mo- 
mentum. Numerous retail dealers are 
filling in stocks. 

We quote from Boston jobbers’ 
stocks: 

Lawn Mowers.—Plafi line, Her- 
cules, roller bearing, 16 in., 
each net; 18 in., $19.50; 20 in., 
Pilgrim roller bearers, 16 in., 
18 in., $17.50; 20 in., $18.75. a. 
matic style, 11-5, 16 in., $12; 18 in., 
$13; 20 in., $14. ma 10-4, 14 in., 
$9.75; 16 in., $10.50; in., $11. 25; 20 
in., $12. Style 9-4, 1. in., $9; 16 in., 
$9.50: 18 in., $10; 20 in., $10.50. Uni- 
versal, ball bearing, Grand, 16 in., 
$14.25; 18 in., $15.50; 20 in., $16.75. 
Giant, 14 in., $9.75; 16 in., $10.50; 18 
in., $11.25; 50 in., $12. High wheel, 
14 in., $9; 16 in., $9.50; 18 in., $10; 
20 in., $10.50. Special, style 8-4, 14 
in., $8.50; 16 in., $8.90; 18 in., $9.30. 
Special Yankee, style 8-3, plain bear- 
ing, 12 in., $5.40; 14 in., $5.80; 16 in., 
$6.20; 18 in., $6.60. 

Hose.—Rubber, garden, Commer- 
cial 5g in., 6%4c. per at. net; Leader, 
% in., 6%c.; % in., 7% Vigilant, 
é in., 8%4¢.; Olympia, in., 8%4c.; 
Good ‘Luck, 54 in., 10c.; Milo, % in., 
10%4¢.; Bull Dog, % in., 131%4c. 

Hose Reeis.—Donley Alsteel, No. 
2, $1.85 each net. 

Couplings.—Hose, Perfect Clinch- 
ing, $2.25 per doz. net. Hose mend- 
ers, $8.40 per gross. 

Lawn Trimmers.—Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipment up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 18 
in. diameter x 24 in. long, $13.24 each 
net; 24 in. diameter x 24 in. long, 
$15.34 

Sprinklers.—Lawn fountain, $6 per 
doz. net; fountain half circle, $5.50. 
Rain King, $2.34 each net; Majestic 
Ram Kine A, $3.34; Giant Rain King, 
$8.33. Rotary, $15 per doz. 

Nozzles.—Peoria, $4 per doz. net; 
Fairy, brass, $10; Boston, %  in., 
brass, $5.25; Rain King, $1 each net. 

Rakes.—Wooden lawn, three bow, 
Hub, $8.75 per dozen net; Steel, $9. 
Rugg, steel, No. 37X, $10 per doz.; 
wooden hay, two boy, $6.90; steel, 
$7.15. 


NETS.—Nets should sell more freely 
from now until late in August. Most 
retail dealers handling them have small 


stocks. 
We quote -from Boston jobbers’ 
stocks: 
Nets.—Crab, rigged, galvanized bow, 
5% ft. hard wooden handle, $4 per 
doz. net. 


SKATE STRAPS. — Jobbers have 
marked up skate straps 5 to 7% per 
cent to conform with lists recently is- 
sued by manufacturers. New prices 


follow: 
We quote from Boston jobbers’ 
stocks: 
Straps. — Skate, with common 
buckle, 5 x 20 in., black and russet, 
$1.70 per doz. pair net; 5% x 30 in., 
$2.40. Patent leather, % x 20 in., 
black and russet, $2.38; % x 30 in., $3. m 
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Atlanta Reports Seasonal Goods Increasing 
in Demand—Few Price Changes 


(Atlanta office of HARDWARE AGE) 


ATLANTA, June 19.—Jobbers in Atlanta report increased demand 


for seasonal goods. 


So far this year the weather has not been espe- 


cially favorable, which influences to a large extent seasonal sales. 
The season was late for planting in this territory due to heavy rains 


and cool weather, however, during the past few days 


the season 


seems to be getting under way and we are, no doubt, now due for 


milder and more seasonable weather. 


Dealers are more optimistic 


than they were a few weeks ago, looking forward to a good fall 


trade. 


Much, of course, will depend on the progress of crops and 


conditions during the next sixty to ninety days. 
Relatively few important price changes have been made during 
the past few weeks and prices as a whole seem to be very firm and 


well maintained. 


Jobbers and retailers report credits and collections fair. 


AUTOMOBILE ACCESSORIES.—Ac- 
cessories seem to be moving in greater 


volume. Jobbers’ stocks are complete | 


and prices are the same. 


JOBBER’S QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 


(Mansfield Tires).—High pressure 





tires, size 30 x 3%, Clincher, $6.10; 
30 x 3%, extra size, $8.30; 31 x 4, 
$13.00; 32 x 4, $13.80; 33 x 4, $14.50; 
32 x 4% $30. 20; 33 x 5, $25.50. 
Balloon Tires, 29 x 4.40, $9.16; 30 x 
Dd, $13.55; 30 x 5.25, $15.15; 30 x 5.75, 
$20.85; 30 x 6, 530 40; 32 x 6, $21.10. 
Tubes, high pressure, tan, size 30 x 
31g, $1.60; 31 x 4, $2.40; 32 x at $2.50; 
33 x 4, $2.60; 32 x 4% 2. 90; 33 x 1% 
$3.00; 34 x 4%, $3.10; 33 x m $3.75. 


red and brown tubes are quoted 


Gray, 
Gray balloon 


at less than tan tubes. 


tubes, 29 x 4.40, $1. 85; 30 x 5, $2.25; 
31 x 5, $2.30; 30 x 5. 25, $2.55; 30 x 5.75, 
$3.10; 32 x 6, $3.10; 33 x 6, $3.55. 
Weed and Rid-O-Skid tire chains 
are quoted at list less 30 per cent in 
quantities of less than twelve pairs. 
Less 35 per cent in quantities of 
twelve to forty-nine pairs. Less 40 
per cent in quantities of fifty pairs 
or more. 

Champion Spark Plugs.—No. X, 45c. 
—= No. 5, ose. each; No. 6, 53c. 
each 


Wee es Pumps.—No. 

, $1.75 each, No. 5, $1.50 each. 

Automobile penn wooo. 610 Walker, 
75ec. each; No. 600 Walker, 90c each; 
No. 1 Walker, $2.10 each; No. 515 
Walker, $2.40 each. 

Klaxon Automobile Horns.—No. 3 
hand, $4.00 each, list; No. 11 battery, 
$4.00 each, list; No. 8 battery, $3.50 
each, list; No. 12 battery, $5.00 each, 
list; No. 15 battery, $6.75 each, list. 
Klaxon Horns less 35 per cent; in 
lots of twelve less 40 per cent. 


AXES.—Orders are being booked for 
fall shipment. Jobbers’ stocks are 
broken but prices are firm. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. ATLANTA, GA.: 

Single bit, first quality, unhandled, 
$14.75 per doz.; first quality, handled, 
$19.25 per doz.; single bit, second 
quality, unhandled, $13.50 per doz.; 
single bit, second quality, handled, 
$17.00 base. 


BATTERIES.—The demand is light at 
present. Stocks are complete with no 
indication of price change. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. ATLANTA, GA.: 


BOLTS, 
are 
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No. 6 telephone type, $30.00 per 
100; No. 6 ignition type, $32.50 per 
100. 

Flashlight Batteries.—No. 935, $9.25 
per 100; No. 950, $9.25 per 100; No. 
790, $18.50 per 100; No. 705, $27.50 per 
100; No. 750, $18.50 per 100; No. 761 


$25.00 per 100. 

Multiple Hot Shot Batteries.—No. 
1461, 4 cell, $1.67 each; No. 1661, 6 
cell, $2.37 each. 


increasing with stocks well 
sorted and prices are the same. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. ATLANTA, GA.: 
Carriage and machine bolts are list 


less 60 per cent. Nuts list less 60 
per cent. Stove bolts less 75 per 
cent. Tire bolts less 50 per cent. 
Lag bolts 60 per cent. Rivets, large, 


100 Ib. 
cent. 


$4.00 base per Small wagon 


rivets at 60 per 


is on the increase, stocks are complete 
and prices are very firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 
Ball tip plated steel butts, dull 
brass or old copper plated, in less 
than case lots, 3 x 3, $20.00 per 100 
pair; 3% x 3%, $21.00 per 100 pair; 


4x 4, $28. 00 per 100 pair. Plain Steel 
Butts with loose pins, size 2 x 2, 
$1.05 per dozen pair; 2% x 2%, $1.20 
per dozen pair; 3 x 3, $1.30 per dozen 
pair; 3% x 3%, $1.65 per dozen pair; 
4 x 4, $2.30 per dozen pair; 4% x 4%, 
$3.00 per dozen pair. Hinges, heavy 
strap, size 4 in., 95c. per doz. pair; 
5 in., $1.2 6 in., $1.50; 8 in., $2.50; 
10 in., $4.30: 12 in., $6.85 per doz. 
pair. Heavy tee hinges, 6 in., $1.40 
per doz. pair; 8 in., $2.00. Extra 
heavy tee hinges, 8 in., $3.00; 10 in., 
$4.75. 


CLIPPERS.—Horse and toilet clippers 
are in good demand. Stocks are com- 
plete and prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 
No. 1 Stewart horse clippers, $14.00 
each, less 3314, with repairs at the 
same discount; Brown & Sharpe, 





HARDWARE.—Business 


NUTS AND RIVETS.—Orders | 


as- | 


| GALVANIZED WARE. 
| good, jobbers’ stocks are comslale, with 





blade, $4.50 per 


bressant and narrow 


pair less 25-10; American Gentleman, 
$3.00 less 331%. 
CUTLERY.—The present demand is 
slow, however, salesmen are booking 
orders for both prompt and future 


kitchen and table 


shipment on pocket, 
and scissors. 


cutlery, razors, shears 
Prices remain firm. 
COOLERS.—Business continues 
stocks are full and prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 


good, 


Galvanized Lined W ater Coolers, 2 
gallon, $2.00 each; 3 gallon, $2.15 
each; 4 gallon, $2.35 each; 6 gallon, 
$3.10 each; 8 gallon, $4.00 each; 10 
gallon, $5,25 each. 

Twentieth Century Water Coolers 


complete with stand and bottle, green 
or mahogany color, $14.00 each; 
white, $14.50 each. 

FILES.—Orders are fair, stocks full, 


with no indication of price change. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 


Black Diamond or Nicholson at 
list, less 50 per cent. Other brands 
as low as list, less 70 per cent. 


FREEZERS, ICE CREAM.—Season is 
getting late, although business con- 
tinues good and many orders are yet 
being filled. Stocks are complete and 
prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 





White Mountain Freezers.—1 qt., 
$4.80 list; 2 qt., $5.60 list: 3 qt., $6.75 
list; 4 qt., $8.25 list; 6 qt., $10.45 list; 
8 qt., $13.40 list; 10 qt., $17.90 list; 
12 qt., $21.50 list; 15 qt $25.60 list; 
20 qt., $33.20 list; 25 qt., $42.60 list. 

Arctic Freezers.—1 qt., $4.00 list; 
2 qt., $4.60 list: 3 qt., $5.45 list; 4 qt., 
$6.80 list; 6 qt., $8.60 list; 8 qt., $11 10 
list 

The above list prices are less 50 
per cent discount. 

Alaska Freezers.—1! qt., $2.95 list; 
2 at., $3.45 list; 3 at . $4 10 list; 4 qt., 
$5.00 list; 6 qt., $6.30 lis st; 8 qt., $8.20 
Hat; 10 gt., $10.75 list - 12 qt., $14.00 
list; 15 qt., $17.00 list; 20 qt., $21.50 
liste 

Alaska freezers take discount of 20 
per cent and 10 per cent. 


— Business is 


no indication of price change. 
JOBBERS’ QWOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 


Water Pails.—S qt., $2.00 per doz.; 
10 qt., $2.20 per doz.; 12 qt., $2.60 per 
doz.; 14 qt., $2.85 per doz. 

Wash Tubs.—No. 0, $5.15 per doz.; 
No. 1, $6.35 per doz.; No. 2, $7.15 per 
doz.; No. 3, $8.50 per doz. 

Light Well Buckets.—10 qt., $4.50 
per doz.; heavy well buckets, 10 qt., 
$5.50 per doz. 

Oil Cans.—I gallon, $360 per doz.; 
5 gallon, $7.50 per doz. 

GRAIN CRADLES.—The demand is 


slow at present but is expected to in- 
crease shortly. Stocks are only fair, 
with prices firm. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 


14 fingered grain cradles, $4.50 
each. 
HOES. — Business is good, stocks 
broken, prices very firm. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0O.B. ATLANTA, GA.: 


Scovil Hoes, No. 00, $11.50 per doz., 
list: No. 0, $11.75 per doz., list: No. 
1, $12.00 per doz., list; No. 2, $13.00 
per doz., list; No. 3, $14.00 per doz., 
list. 
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Scovil Hoes less 45 per cent dis- 
count. 

Handled hoes with 5 foot handles, 
regular cotton hoes with goose neck 
or straight shank, 6% in. blade, $7.95 
per doz.; 7 in. blade, $8.25 per doz.; 
7% in. blade, $8.60 per doz.; 8 in. 
blade, $8.90 per doz. 

Cotton Choppers hoes with 5 foot 
handles, 8 in. blade, $8.60 per doz.; 
9 in. blade, $9.50 per doz.; 10 in. 
blade, $10. 10 per doz. 


LADDERS, STEP.—Business is only 
fair, stocks well assorted, prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Competition grade, 4 ft., $1.00 each; 
5 ft., $1.25 each; 6 ft., $1.50 each; 
8 ft., $2.00 each. 


LAMPS.—Orders are only fair, stocks 
complete and prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. ATLANTA, GA.: 
Coleman No. CQ329, $6.25 each; 
No. L327 lanterns, $5.25; No. L427, 
$6.00. Plain glass lamp bowls, in 
cartons of 12, $3.50 per dozen and up. 


LANTERNS.—Business is fair, stocks 
complete and prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Monarch, $8.25 per ag DeLite, 
$13.50; No. 210, $7.50; No. 150, $8.50; 
No. 160, $12.00; No. 160 BR, brass 
fount and red frame, $18.00. 


LAWN GOODS. — Business is good, 
stocks are complete, no price change 
expected this season. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 

Ball bearing lawn mowers from 
$7.50 up. Plain bearing lawn mowers, 
$4.50 up. 

Water hose, % in. by 5 ply, 7c. per 
foot; % in by 5 ply, 8c. per foot: 
% in. by 5 ply. 9%c. per foot; in 25 
foot lengths, 50 feet and longer, %c. 
less. 

Hose nozzles are $4.00 to $6.00 per 
dozen. 

Rain King Sprinklers, $2.35 each: 
Giant King Sprinklers, $7.50 each; 
Ring Sprinklers, 50c. each. 

Hose reels, $3.35 up; hose couplings, 
% to ™% in., $1.25 doz.; clinch coup- 
lings, $1.75 per doz.; galvanized hose 
clamps, % to % in., 25c. per doz. 

Hose washers, 60c. per Ib. 

Galvanized sprinkling cans, 4 qt., 
$6.50 per doz.; 6 qt., $7.00 per doz.; 
8 qt., $8.00 per doz.; 10 qt., $9.00 per 
doz.; 12 qt., $10.75 per doz. 


NAILS.—Business is increasing with 
competition keen. Stocks complete and 
prices unsettled. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. ATLANTA, GA.: 


$3.15 per keg, base is quoted, 1% 
inch polished staples, $4.25 per keg; 
ie inch galvanized staples, $6.50 per 

eg. 

POULTRY NETTING AND _ SUP- 
PLIES.—Business is still good, stocks 
well assorted, no price change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Hexagon and straight line netting 
at list as follows, for No. 20 gage, 
galvanized before weaving, 12 x Il, 
4.95 per roll; 18 x 1, $7.12 per roll; 
4 x 1, $9.08 per roll; 30 x 1, $10.83 
per roll; 36 x 1, $12.38 per roll; 48 x 1, 
$16.50 per roll; 60 x 1, $20.63 per roll; 
72 x 1, $24.75 per roll; 12 x 2, $2.14 
per roll; 18 x 2, $3.08 per roll; 24 x 2, 
$3.92 per roll; 30 x 2, $4.68 per roll; 
36 x 2, $5.35 per roll; 48 x 2, $7.13 
per roll; 60 x 2, $8.91 per roll; 72 x 2, 
$10.69 per roll. The above prices are 
list and subject to a discount of 60 
per cent. 

Drinking Founts.—No. 1, $2.00 per 
doz.; No. 20, $2.75 per doz.; No. 24, 
$4.00 per doz.: No. 32, 75c. per doz. 

Feeders.—No. si, 85c. per doz.; No. 
12, $1.65 per doz.; No. 27, $1.65 per 
doz.; No. 28, $2. 50 per doz. 

Double Feeding 53, $8800 per « 58, 
$2.50 per doz.; No. 59, $3.60 per doz.: 
No. 60, $4.75. per doz. 

Large Feeders.—No. 140, $9.70 per 
doz.; No. 141, $14.50 per doz. 


REFRIGERATORS.—Business is good 
for jobbers and retailers, stocks are 
slightly broken, with prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Competitive line of refrigerators. 

Top cers, 35 Ib. ice capacity, $9.50 
each; 55 Ib., $11.50 each; 65 Ib., $13.50 
each; 95 Ib., $16.50 each. 

3 door front icers, 40 lb. carec: 
$13.75 each; 60 lb., $17 each; Ib 
$20.50 each; 95 Ib., $23 each; 125 lb., 
$24.50 each: 135 Ib., $27.60 each. 


SCREEN GOODS.—Business is good, 
stocks are complete with no indication 
of change in price. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Screen Doors.—3 x 7, No. 240, $18.50 
per doz.; No. 240G14, $20.50 per doz.; 
No. 301, $26.75 per doz.; No. 301G14, 
$28.75 per doz. 

__ Screen Windows, Wood Frame.— 
No. 2437, $5.50 per doz.; No. 3037, 
$6.85 per doz.; No. 3637, $8 per doz. 

Screen Windows, Metal Frame.— 
No. M2437G14, $9.85 per doz.; No. 
M2837G14, $10.85 per doz. 


STOVES, OIL COOK.—The demand is 
increasing, stocks are full and prices 
firm. 


JOBBERS’ QUOTATIONS: TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 








Nesco Oil Cook Stoves, 2 burner, 
$18.50 each list; 3 burner, $23.50 each 
list; 4 burner, $29.50 each list; 5 
burner, $41.50 each list. 

High shelves for above, 2 burner, 
$5.65 each list; 3 burner, $7 each list; 
4 burner, $8.60 each list; 5 burner, 
$10.50 each list. 

Nesco Rockweave wicks, $3 per 
doz. list; chimneys complete, $2.50 
each list; glass tanks with valves, 
$1.40 each list. 

Nesco stoves and repairs take 30 
per cent discount. 

“Perfection.’’"—No. 72, 2 burners, 
$17.50; No. 73, 3 burners, $22.50; No. 
74, 4 burners, $28.5 

Perfection Tranny discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 

“Puritan” (Improved Model).—No. 
42, 2 burners, $17.50; No. 43, 3 burn- 
ers, $22.50; No. 44, 4 burners, $28.50. 

Puritan discounts the same as Per- 
fection. 

“Coleman.”’—No. 322, range, $114; 
No. 328, range, $72; No. 325, range, 
$45; No. 329, range, $52.50; No, * a 
range, $39; No. 330, range, $34.50. 

Coleman dealers’ discount, 33% per 
cent. 


WIRE PRODUCTS.—Orders are satis- 
factory, stocks ample, with no change 
in prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. ATLANTA, GA.: 


Plain Smooth Wire Black Galvanized 
Gage Per1001b. Per 100 lb. 

6 to9 $3.50 $4.00 

10 3.55 4.05 

11 3.60 4.10 

12 3.65 4.15 

14 3.90 4.45 

4.20 4.85 


16 

Bright Nails.—$3. 1B per keg base. 

Barb Wire.—Per 80-rod spool, 2- 
point light cattle, $2.50; 2-point light 
hog, $2.75; 4-point heavy cattle, $3.40; 
4-point heavy hog, $3.60. 

Woven Wire Fence.—Per 20-rod 
roll, 726-14, $5.25; 832-12, $6; 939-11, 
$7.85; 1446-12%, $11. 

Poultry and Rabbit.—14 gage fence 
per 10-rod roll, 1635-14, $4; 1918-14, 
$4.85; 2158- $5.50. 

Steel Fence Posts.—‘‘T’’ galvanized, 
5 ft., 55c. each; formed painted, 35c. 
each; “7 F yatta 6% ft., 65c. 
each; forme sprntet: 45c. each; et 
galvanized, t., 70c. each; formed 
painted, BOC. ph -"F —_—" galvanized, 
8 ft., 75c. each; formed painted, 55c. 
each. 

Wire Screen.—Fair weather in- 
creases orders. Prices quoted f.o.b. 
Atlanta. 

12-mesh, black, $1.85 per 100 sq. 
ft.: 14-mesh, galvanized, $2.60 per 
100 sq. ft.; 16- ee Ene. $2.90 
per 100 sq. mesh, bronze, 
$6.50 per 100 -_ 





Business in Twin Cities Territory 
Showing Improvement—Prices Steady 


MINNEAPOLIS, June 26.—Recent estimates of the crops in the 
Northwest tributary to the Twin Cities are that there will be about 
75 per cent of the normal average crop, which is very encouraging. 
Usually the actual yield is better than the estimates, when the 
Since the recent general rains business has 
been showing signs of improvement and a very good trade is antici- 


harvest time comes. 


pated for the season. 
Tourist trade is developing, as 


over the entire country are in evidence, many of them equipped for 


camping. 


Collections are well up to the average. Prices for the most part 
are steady. Stove bolts show a slightly higher price. 
declined slightly. Other prices are firm. 


(Minneapolis office of HaRDWaARE AGE) 


the season advances. Cars from 


Solder has 
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AXES.—Sales are fair, with stock 
ample for the call. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 


Single bit, base weight axes, $16.50; 
double bit base weight, $21.50; 
Plumbs Dreadnaught, single bit, un- 
handled, $15; double bit, $20; handled, 
single bit, $19.25; double bit, $24.25 
doz., net. 

AUTOMOBILE TIRES AND TUBES. 
—wWith the increase in touring, and the 
vacation season upon us, the trade is 
good in this line. Stocks are heavy and 
prices unchanged. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Mansfield tires, Liberty cord, 30 x 
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- The Remington Weekly Letter 


IN WHICH YOU ARE TOLD HOW REMINGTON TRAP 
LOADS WIN TRAPSHOOTING CHAMPIONSHIPS 


Remington ii@ 
TRAP LOAD 





~\ 














The other day, our Advertising Man- 
ager showed me a report of a trap- 
shooting competition, sent in by one 
of our salesmen. The report proved 
to be the official results of the New 
York Athletic Club Championship 
Trapshooting Contest held at Travers 
Island on May 4th and 5th respective- 
ly. This is considered the Blue Rib- 
bon event of its kind in the East. 


Under the heading of the Preliminary 
Event, consisting of 200 targets, I 
found the names of five of the leading 
trapshooters in the East, giving their 
scores and the kind of shells used by 
them. Naturally, I was very much 
pleased to find that of the five leading 
men, the first, second, fourth and fifth 


We have had a number of requests for 
reprints of these Weekly Letters, to be 
distributed to salesmen and others. We 
shall be glad to supply any of our cus- 
tomers with copies, upon request. 


shot Remington shells. I do not mind 
telling you that the first man was Mr. 
F. Canchois, with a score of 197 out 
of 200. I am not a trapshooter my- 
self but I would call that pretty good 
shooting. Remington Shur Shot 
Shells were used by Mr. Canchois. 


The runner up was Mr. S. M. Crothers, 
who also broke 197 of his targets, 
shooting Remington Nitro Club Trap 
Loads. 


The Preliminary Event, I understand, 
was in preparation for the big cham- 
pionship shoot on the following day. 
Glancing over the scores for that event 
I again saw the name of S. M. Crothers, 
but this time in first place, and there- 
fore, winner of the Championship 
Shoot. His score was 196 out of 200, 
and again Mr. Crothers used Reming- 
ton Nitro Club Trap Loads in winning 
this championship. 


The runner up was Mr. G. L. Osborn, 
with 192, who also shot Remington 
Nitro Club Trap Loads. 


Now I gather from all this that in order 
to shoot consistently and to break tar- 
gets cleanly the winner must shoot pre- 
cision-made ammunition. 


President 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 


Telephone, Bowling Green 3392 











—— 
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3%, $6.10; heavy duty oversize, $8.30; 
balloon tires, 27 x 4.40, $8.70; 29 x 4.4, 
$9.15: 30 x 5, $13; 32 x 6 heavy duty, 
$21.10; 32 x 6.20, heavy duty, $24.85, 
each, less 5 per cent. Mansfield 
tubes, tan, 30 x 3, single lots, $1.50; 
case lots (12), $1.40; 32 x 4, single, 
2.50; case (12), $2.40; 34 x 414, sin- 
gle, $3.10; case (12), $3; gray tubes, 
balloon types, 27 x 4.40, $1.80; case 
(12), $1.70; 29 x 4.40, single, $1.85; 
case (12), $1.75; 30 x 5, single, $2.25; 
case (12), $2.15: 32 x 6, single, $3.10, 
case (12). $3; 32 x 6.20, single, $3.50; 
case (12), $3.40 each, less 10 per cent. 


strictly pure putty in 50 Ib. contain- 
ers, $4.85 cwt., net. 
HAMMERS AND HATCHETS.—Sales 
are fair, with stocks in good condition. 
Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. TWIN CITIES: 
Maydole, No. 11%, carpenter’s ham- 
mers, $12.60; Plumb. No. HF81, $12.60: 
Plumb. HF145, $6.12; Plumb. No. 2 
broad hatchets, $16.40; No. 2 Shing- 
ling, $12.50; No. 2 claw, $13.75 doz., 
net. 


BOLTS.—Demand is fairly good, with HOSE REELS.—Sales are steady, with 


prices steady, 


which are higher. 


BRADS.—Sales are fair, with stocks 
well filled. Prices have not changed. 


BUILDERS’ HARDWARE.—Deliveries 
in this line are showing a fair volume, 
though not up to early expectations as 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 

Carriage and machine bolts, all 
sizes, 60 per cent; stove bolts, 75 per 
cent; and lag screws, 60 per cent 
from standard lists. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 

Steel wire brads, 75 per cent from 
lists. 


yet. Prices are firm. 


FILES. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

3% x 3% steel butts, old copper 
and dull brass finish, 19c. pair in less 
than case lots, 18c. pair in case lots; 
4 x 4 steel butts, old copper and dull 
brass finish, 26c. pair, less than case 
lots, 25c. pair in case lots; broad 
bevel steel inside sets, old copper or 
dull brass finish, one piece knobs, 
less than case lots, $7 doz., sets, case 
lots, $6.75 doz. sets: steel bit-keyved 
front door sets, $1.85 per set; cylin- 
der brass outside trim, bit-keyed 
front door sets, $1.85 per set; cylinder 
front door sets, $6.50 per set. 

Light plain strap hinges, 3-in., 56c. 
doz. pair; 4-in., 75c. doz. pair; heavy 
plain strap hinges, 4-in., 93c. doz. 
pair; 5-in., $1.22 doz. pair; 6-in., $1.56 
doz. pair; light plain tee hinges, 3-in., 
62c. doz. pair; 4-in., 78c. doz. pair; 
heavy plain tee hinges, 4-in., $1.06 
doz. pair; 5-in., $1.20 doz. pair; 6-in., 
$1.40 doz. pair; 8-in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4-in., 
$1.28 doz. pair; 5-in., $1.58 doz. pair; 
6-in., $1.89 doz. pair; 8-in., $2.83 doz. 
pair; 10-in., $4.53 doz. pair, net. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Call is steady, 
fair volume. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Eaves trough, 28 ga., 5-in., S.B., 
slip joint, in crates, $5.50 per i100 ft.: 
conductor pipe, 28 ga., 3-in., in crates, 
not nested, $5.50 per 100 ft.; 3- in., 
$1.73 doz. net. 





JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 

Best grade files at 50 per cent, and 
second grade files, 60 per cent from 
lists. 


GALVANIZED WARE.—A good trade 
is evident in this line. 
filled and prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Standard 10-qt. galvanized pails at 
$2.55; 12-qt., $2.70; 14-qt., $3; 16-qt. 
stock pails, 4.70; 18-qt., $5.50; stand- 
ard galvanized tubs, No. 1, $7: No. 2, 
$7.90; No. 3, $9.20; heavy galvanized 
tubs, No. 1, $12.85; No. 2, $14.05; No. 
3, $15.25 doz., net. 





GLASS AND PUTTY.—Sales are be- 
ginning to slack up, as the early spring 
demand apparently is past. 
unchanged. 


JOBBERS'’ ornare TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Single and double strength glass, 
Minnesota prices, 86 per cent; an 


with 


Sales are good, with stocks 
well filled. Prices have not changed. 


Stocks are well 


Prices are 


except on stove bolts,| og} increasing. Prices are firm as 


quoted. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES 
Donley All Steel hose reels, No. 2 
at $2 each, net. 
ICE CREAM FREEZERS.—Sales are 
showing a better volume. Stocks are 
well filled and prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 
White Mountain freezers, 2-qt., 
= 80; 3-qt., $3.38; 4-qt., $4.13; 6-qt., 
; 8- -at., $6.75 each, net. Arctic 
oemion’ 2-qt., $2.30; 3-qat., 2.78; 
4-qt., $3.40: 6-qt., $4.30; 8-qt., $5.55; 
10-qt., $7.40; Acme, 2-qt., galvanized, 
75e.; 4-qt., enameled, $1.65 each, net. 


LAWN HOSE.—Demand is good, be- 
ing curtailed for a time by the general 
rains. Stocks are ready for the sum- 
mer call. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Competition, %-in., 3-ply hose, 
$6.75: Good Luck, %-in., 6-ply, 10; 
Bull Dog, %-in., 7-ply, $13. 50: Leader. 
5g-in., 5-ply, $8: Manhattan whipcord 
molded, 5%-in., 500-ft. bales, $8.50; 
red, %-in., 500-ft. bales, $9 per 100-ft., 
net 


LAWN MOWERS.—Call is good, with 
stocks ample. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Philadelphia, style A and C, 40 per 
cent; style E, 45 per cent; style K, 
30-5 per cent from lists. 


NAILS.—Deliveries are showing a fair 
volume. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Standard wire nails and cement 
coated wire nails in 100-lb. kegs at 
$3.20 per keg, base. 


OIL STOVES.—Call is increasing as 
the warmer weather approaches. Prices 
are firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

No. 500 Nesco oil stoves, $80 each: 
No. 213, $22 each; No. 213 with No. 
1103 shelf, $28.50 each, less 30-5 per 
cent. No. 79, Perfection, with black 
cabinet, $78 each: No. 78 only, $22.50 
each; No. 73 with black cabinet, $29 
each: with a discount of 30 per cent 
in lots of less than ten, and 30-5 per 
cent in lots of ten or more. 


PYREX OVENWARE.—Sales are fair, 
with stocks ample for the time of year. 
Prices show no changes. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

No. 623 casseroles, $1.17: No. 624 
casseroles, $1.33: No. 634 casseroles, 
$1.33: No. 212 bread pans, 60c.;: No. 
200 pie plates, 67c.; No. 209 pie plates, 
60c.; No. 231 utility dishes, 67c.; No 
12 tea pots, $1.67: No. 26 tea pots, 
2.33 and No. 953 percolator tops, 7c. 
each, net. 


REGISTERS.—Call for registers 
fairly good. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Cast iron registers, 20 per cent, and 
wrought steel registers, 40 per cent 
from lists. 


ROPE.—Call for rope is steady, the 
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dealers being ready for sales of rope 
for haying purposes, Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

jest grade manila rope at 23c. per 
lb., base, and best grade sisal rope 
at 17c. per Ib., base. 


SANDPAPER.—Demand is good, with 
stocks kept well filled. Prices are firm 
as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade sandpaper, No. 1, 85ce. 
per box of 75 sheets; second grade, 
No. 1, 77c. per box of 75 sheets; gar- 
net No. 1, $16.75 per ream, net. 


SANITARY PRODUCTS. — Sales in 
this line show a very good volume. 
Stocks are well filled and prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Presto Products.—Oil soap, 16 oz. 
size, $2.60 “4 dozen; bowl] cleaner, 22 
oz. size, $1.85 per dozen; pipe opener, 
16 oz. size, $2 per doz.; tile and por- 
celain cleaner, 16 0z. size, $1.20 per 
doz.; Met-L-Shyn, 8 oz. size, $3.60 
per ‘dozen; Silvershyn, 414 oz. size, 
$1.80 per dozen; Waterless" cleaner, 2 
pt. size, $5.40 per doz.; same, 5 pt. 
size, $9 per doz.; W indow cleaner, 6- 
oz. size, $3.60 per doz.; same, 12-0z. 
size, $5.40 per doz.; Presto Lustre, 6- 
oz. size, $2.60 per doz.; 12-0z. size, 
$4.32 per doz.; 16-oz. size, $5.40 per 
doz., and Dry Cleaner, 8-oz. size, 
$3.60 per doz. 

Desolvo special pipe cleaner, 10-o0z. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz., 
and in gross lots, $2 per doz. Desolvo 
triple strength, 16-o0z. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean.—22-oz. size, less than 
case lots, $2.25 per doz.; case of 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12-o0z. cans, less than case 
lots, $2.25 per doz.; case of 2 dozen 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per qt. 

Hercules tile and porcelain cleaner, 
$2 doz. less than gross lots, and $1. 90 
doz. in gross lots; Hercules Radiator 
Stop Leak, 8-oz. cans, 1, 2 and 3 doz. 
cans to the carton, $4.50 doz.; Her- 
cules boiler compound, qt. cans, $2 
each. 

Economy Plumber drain pipe clean- 
er, 1 Ww. cans, $2 per doz.; 2 lb. cans, 
$3.90. The 1 lb. size is packed 1, 2 
and 3 dozen to the carton, and the 2 
Ib. size is packed 1 and 2 dozen to the 
carton. 


SASH CORDS AND WEIGHTS.— 
Sales are showing a fair volume. Stocks 
are well filled. Prices have not 
changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Silver Lake sash cord, No, 8 (base), 
60c.; Red Seal, No. 8, 34c., and Green 
Seal, 32c. Ib., net. Cast iron sash 
weights, $2.10 cwt. net. 
SCREEN DOORS AND WINDOWS.— 
Sales are improving in this line as the 
season advances. Prices are firm as 


quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Common screen doors, 2-8 x 6-8, 
$1.70; fancy, 2-8 x 6-8, $2.05 each, 
net. Continental extension window 
screens, 24 in., $9.75; Wabash exten- 
sion, 24 in., $5.60 doz., net. 

SCREWS.—Demand is steady, with 
stocks well assorted. Prices show no 
changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Flat head bright wood screews, 50 




























With this type of FoldeR-Way the doors operate in 


pairs—easily handled by one man. 
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The dining room and ballroom shown above can be separated Z 
or quickly made into one room. 
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Left and Below: FoldeR-Way Hardware as used on 
very high and heavy partition doors. The weight is 
carried on floor track. 

















Below: With FoldeR-Way hardware as used on smaller size doors, 
the weight is carried on track at top. 

















Left: This type of FoldeR-Way is particularly adaptable for very 
wide doors, each handled as a separate unit. 


The type of FoldeR- 
Way at the left is most 
desirable for school 

‘wardrobes, telephone 
booths, etc. 








METHODS: 


iy: ING hardware for partition doors that slide 
or fold away requires expert engineering skill. 
Installing partition doors, however, becomes a simple 
matter when FoldeR-Way methods are used. 


No line is more complete, offers more variety, than 
FoldeR-Way partition door hardware. Whatever your 
problem is, from telephone booths to churches, gym- 
nasiums and auditoriums, you are certain of finding 
FoldeR-Way hardware specially designed for any size or 
style of sliding or folding partition doors you wish to 
install. Feel free at any time to consult R-W engineers 
about any kind of door problems, 








The R-W book “‘Sliding and Folding Partition Door 
Hardware’”’ contains over 100 photographs, drawings 
and diagrams illustrating FoldeR-Way Methods and 





plained. Let us send you this book. You will want to 
A Hanever torany Door that Slides 
Kansas City Los Angeles in Francisco Omsha Seattle Dewelg 


retain it in your files for ready reference. 
(0. 
AURORA, ILLINOIS, U.S.A. 
Montreal + RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON, ONT. Winnipes 


uses. Details of design and engineering are fully ex- 
i Wilcox Mf 
ichards-Wilcox 

a Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
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per cent; flat head japanned, 374% per 
cent; round head blued, 45 per cent; 
flat head brass, 45 per cent, and 
round head brass, 40 per cent from 
new lists. 
SOLDER.—Demand is fair, with stocks 
well filled. Prices are lower. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Strictly half and half solder at 33c., 
and warranted half and half solder at 
34c. Ib. in 100-lb. boxes, net. 
steady, 


STEEL SHEETS.—Call is 
showing good volume. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Galvanized steel sheets at $4.90 
cwt., base (24 ga.), and black steel 
sheets at $3.95 cwt., base (24 ga.). 


TIN.—Roofing tin is selling well and 
other kinds are moving steadily. 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Furnace coke tin, ICL, 20 x 28, 
$14.50 box, and roofing tin, IC, 20 x 
28, 8 lb. coating, $15.50 box. net. 





WIRE.—Fence wire is still moving out 
in good volume. Stocks are well filled 
and prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Galvanized cattle barbed wire, $3.17 
per 80-rod spool; galvanized hog 
barbed wire, $3.39 per 80-rod spool; 
painted cattle barbed wire, $2.97 per 
80-rod spool, painted hog barbed 
wire, $3.18 per 80-rod spool. No. 9 
(base) smooth galvanized wire, $3.65 
ewt.; No. 9 (base), smooth black 
wire, $3.20 cwt. 


WIRE CLOTH.—Call for wire cloth is 
increasing as the season advances. 
Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


12 x 12 mesh black, $1.80, and 12 x 
12 mesh aluminum finish, $2.20 per 
100 sq. ft., base, net. 
WHEELBARROWS.—Demand is fairly 
good. Stocks are well assorted and 
prices steady. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 





Queen B, barrel type tray, fully 
bolted wheelbarrows, $42.50, and 
Meteor, fully bolted, barrel type tray, 
$34.50 doz., net. No. 2T tubular bar- 
rows, $7.33; No. 16, Gopher garden, 
$4; No. 16, American garden, $6.25 
each, net. 


WRENCHES.—Shops and factories are 
buying in fair volume. Individual de- 
mand is also good, with stocks ready for 
the call. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Agricultural wrenches, 60-10 per 
cent; key model wrenches, 45 per 
cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call long 
sleeve nut, 10 in., $1.70; 12 in., $2.06; 
15 in., $2.75 each net. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75; 
No. 202, Heavy Duty Set, $3.80; No. 
404, Flexible Socket Set, $8; No. 608, 
Crankease Drain Plug Socket, $3.20; 
No. 90, Square Socket Set, $3.70; No. 
1817, Giant “Snap-on” with extra 
heavy duty ratchet, $27.35 list, less 
33% per cent discount. 





Two Stanley Electric Tools 


The Stanley Rule & Level Plant, New 
Britain, Conn., has made two additions to 
its line of electric tools. 

The new 5/16 in. drill No. DH11, has 
straight, graceful lines and a powerful 
motor. A _ special ventilation system is 





maintained which allows continuous pro- 
duction work with minimum heat. A 
special recess for the chuck key adds to 
the convenience of the drill. 

The Stanley bench grinder is designed 
especially for sharpening small tools as 





well as general grinding work. It is 
furnished with two 6-in. grinder wheels, a 
coarse and a fine wheel; wheel guards, ad- 
justable tool rests, cable and switch. This 
grinder can be used on A.C. of 110 or 220 
volts. A handle & provided for con- 
venience in carrying. 





Tac-Ezy Metal Weatherstrip 


The General Weatherstrip Co., 5100 
Penrose Street, St. Louis, Mo., announces 





a new line of metal weatherstrip made of 
heavy spring bronze. It is called Tac- 
Ezy and is hemmed on both edges to pre- 
vent buckling. Nail holes are punched 
through the strip, leaving no burrs. 
Tac-Ezy can be applied without remov- 
ing any part of the window or door as it 





is simply tacked on. This weatherstrip 
comes in individual packages for both win- 
dows and doors as well as in coil, complete 
with nails, screws and instructions. 


New Electric Range Catalog 


The Standard Electric Stove Co., of 
Toledo, Ohio, recently issued Catalog No. 
16, covering the line of Standasd Electric 
ranges. It is a very complete catalog, with 
many models mentioned and _ illustrated. 
Toasters, broilers, griddles, plate warm- 
ers, serving tables, water heaters, and 
coffee-urn heaters are also shown in Cata- 
log No. 16. 

Price List No. 16 has also been pub- 
lished and applies to Catalog No. 16. 


Sidway-T opliff’s New Catalog 


A new catalog covering its “Joy Toy” 
vehicles for children has recently been 
published by Sidway-Topliff Co., of Wash- 
ington, Pa. 

The complete line of juvenile toys is 
shown in this catalog, including automo- 
biles, velocipedes, scooters, pedal cars, 
sidewalk cycles, doll carts and doll furni- 
ture. Many illustrations are in color, and 
the items are all thoroughly described. It 
is an attractive book and will prove very 
useful to the dealer handling such items 
as described within its covers. 








Union All-Steel Display Rack 

The Union Fork and Hoe Co., of Co- 
lumbus, Ohio, is offering the trade a new 
all-steel display rack which will hold 19 
different tools. The rack is made of heavy 
sheet steel and is so constructed that it has 
great rigidity. Each foot is punched with 
two holes, so the rack can be fastened to 
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the floor if desired. The body of the rack 
is coated with bright orange lacquer, over 
which purple and white decorations have 
been lithographed. 

Long handled tools are held in upright, 
stationery positions and Dee handle tools 
are hung in notched panels. The tools 
cannot get out of place or fall to the floor. 

Four metal pockets, two on each side 
of the rack are for literature on seasonable 
tools. The rack is shipped knocked down 
in an individual carton containing all nec- 
essary parts:'nuts, washers, etc., together 
with assembling instructions. The floor 
space required for the rack when set up is 
approximately 16 by 43 in. 

The Union display rack encourages sales 
and can be placed in an aisle, show win- 
dow, entrance lobby or on the sidewalk. 











Sinondi Special 
Cross-Cut Saw Files 


Utility and service—that explains the 
reason why filers and users of cross-cut 
saws demand the SIMONDS SPECIAL 
CROSS-CUT SAW FILE. For many years 
it has been the standard file of its kind, and 
it is even better than ever now. Shaped right 
and made right it files more saws and does it 
better. 
For more business, profit and customer 
satisfaction dealers should sell SIMONDS 
SPECIAL CROSS-CUT SAW FILES. 


Your jobber can supply you 
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Everybody’s Business 


(Continued from page 33) 


We go shopping for a fur coat without knowing that 
the pelt of the common rabbit now makes up 58 vari- 
eties of seal, coney, fox, beaver, leopard, mole, lion, 
nutria and squirrelette. The rabbit seems to be even 
more prolific under an alias than under his own name. 
We talk of sea level without understanding that the 
ocean is actually a “gently sloping hill.” During a thun- 
derstorm we hurry away from metal unconscious of 
the truth that the safest buildings are those constructed 
of steel. 

We may well wonder what will be the nature of our 
customs and practices when erroneous notions have been 
supplanted by proved facts. The landlord of a big 
apartment house asks $3,600 for an arrangement of 
rooms having a southern exposure. An identical lay- 
out on the north side of the same building is offered 
for $3,000. In other words, we are requested to pay 
$50 a month for an increased amount of direct sunlight, 
notwithstanding that practically all of the ultra-violet 
rays are shut out by the glass in the windows. 

Suppose we take a moment to analyze this problem 
through the cold eye of science. Dr. Leonard Hill, a 
prominent British authority on the physics of light, tells 
us that 75 per cent of the healthful ultra-violet rays 
come from sky shine and cloud shine, and 25 per cent 
from direct sunshine. Tests by Doctor Tisdall in Can- 
ada indicate that about 60 per cent of the ultra-violet 
radiations come from sky shine. Sir Henry Gauvain, 
an English authority on the treatment of tuberculosis by 
sunlight, recently stated in a lecture: “We regard sky 
shine as very important. From the ultra-violet light 
striking the atmosphere you can get as much effect by 
exposing the patient from the shady (north) part of 
the house.” 

Dr. FE. H. Russell of the Sun Ray Clinic, Newcastle- 
on-Tyne, says: “Diffused light contains.a larger propor- 
tion of ultra-violet rays than one would imagine. Bril- 
liant sunshine is not essential in heliotherapy. Diffused 
rays play a big part.” Dr. Edgar Mayer, an American 
authority at Saranac, N. Y., states: “Diffused light is par- 
ticularly intense at the seaside, and diminishes with in- 
creased altitude. The radiation we get when the sky is 
covered with light clouds and the sun is hidden are rich 
in actinic rays and useful for sun treatment.” 

A series of simultaneous photographs made to show 
the ultra-violet only and covering the complete sky from 
horizon to horizon, taken by a famous charitable founda- 
tion in New York, shows that the intensity of the ultra- 
violet rays from the north sky is comparable to that of 
direct sunlight. The U. S. Weather Bureau also sup- 
ports the idea that sky light is rich in ultra-violet radia- 
tions. In all of this we should remember that north 
light comes under the category of diffused light. 

Radical disclosures of this kind in hundreds of unre- 
lated fields are rapidly changing life and industry. These 
new truths about sunlight will doubtless modify many 
of our opinions and practices. We will not be so in- 
clined to stay away from the seashore or the golf links 
just because the day is cloudy. We will now understand 
why we were sunburned on a day when the sky was 
overcast. Probably we will decide to take the north 
apartment and save the additional $50 a month that the 
landlord asks for his southern exposure. 

Facts of this kind will revolutionize the entire glass 
industry and force the wide production of types of 


window-glass that will transmit the actinic rays of sun- 
light. A similar hygienic consideration wil! give us 
smokeless cities, for the very good reason that the short 
waves of ultra-violet light are absorbed and shut out by 
the solid matter poured into the atmosphere by chim- 
neys. 

Industries often fight against change because they are 
loath to bear the heavy expense entailed in the scrap- 
ping of present equipment. The electrification of our 
great transportation systems has been bitterly contested. 
The introduction of roller-bearing railroad cars was op- 
posed for years, and is only now commencing. But the 
outcome of fighting against economic truth is always 
defeat. 

Let us follow this line of reasoning and look for « 
moment at the heating and ventilating industries. Here 
we find clear evidences that a revolution is inevitable. 
We have paid attention to keeping warm in winter, but 
given very little thought to keeping cool in summer. 
We have developed heating systems that cause us to live 
in an indoor atmosphere that generally contains from 
5 to 10 per cent less moisture than is present in the air 
over the Sahara Desert. As one result of this practice 
the common cold has become perhaps the greatest threat 
to life and industry. 

New developments in refrigeration, insulation, hu- 
midification and synthetic chemistry point the way to a 
speedy revision of current methods. The coming sys- 
tem for heating homes and other buildings will include 
devices that will not only humidify the air, but will give 
us conol rooms in the summer as well as warm ones in 
the winter. There are no longer any serious technical 
difficulties to prevent the realization of this plan. 

Stranger than all else, these convertible plants for sup- 
plying warmth, cold and moisture will probably send us 
back to the old-fashioned method of warm-air heating. 
We gave up this system because raw coal was the fuel, 
and the result was dusty houses. But with cheap insula- 
tion cutting down the losses of heat through walls and 
roofs; with synthetic chemistry building up a tremen- 
dous new market for the *by-products of coal; with 
health and efficiency considerations demanding an un- 
polluted atmosphere outdoors and properly moistened air 
indoors, we approach a new day when gas manufac- 
tured from coal will be distributed at a price that will 
bring this ideal form of energy into universal use. 

Contrast this picture with that of a few years ago 
when people were bidding good-bye to the gas business. 
The electric light had supplanted the gas lamp. Few 
dreamed of heating becoming merely a matter of press- 
ing a button. But science delights in upsetting calcula- 
tions. Mystery and romance have shifted to the field of 
chemistry. The tar from coal is the cornerstone of 
synthetic chemistry. The gas company finds itself 
occupying one of the most strategic positions in Ameri- 
can industry. It not only holds the key to a clean 
civilization, but becomes the chief manufacturer of prod- 
ucts that are basic in the plans of an amazing new era. 

Coal is the ancestor of more useful substances than 
any element of nature available to man. Some by- 
product of bituminous coal leavens bread, tans shoes, 
helps vulcanize rubber, fertilizes farm land and aids re- 
frigeration. Coal also gives us aspirin, salicylic acid and 
numberless cures for a multitude of human ailments. It 
supplies essential elements for manufacturing insula- 


Reading matter continued on page 72 
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A good swinging Door Hinge 
is always in demand 





Your trade will be highly satisfied with the 


National 
No. 240 Ball Bearing Floor Hinge 


} 
HIS Hinge is designed on a new prin- 
ciple that completely does away with 
all friction and swings open and closed 
with absolute quiet. Perfection at last in 
this type of hinge! 
Two independent units— 
an all-steel frame operating 
on a ball-bearing pivot carry- 
ing the en- 
tire weight 
of the door, 
and spring- 
closing fea- 
ture, although independent of each other are necessarily 
combined. 
Along with this popular hardware item you should 
carry in stock the No. 225 Push Plate, illustrated. It is 
made of either wrought steel or solid brass and comes 
in a wide variety of finishes. 


Building booms are prosperous times for hardware 
dealers when they carry full stocks of dependable mer- 
chandise such as this. National Hardware, backed by 
twenty-five years of manufacturing experience, is uni- 
versally known for its high quality. 

















No. 225 Push Plate 


STERLING 


National Manufacturing Company tinors 
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tion, electric batteries, phonograph records, pipe steams, 
food preservatives, moth balls, disinfectants and primary 
dyes. Although astonishing, it is true that the lump of 
soft coal in our cellar bins contains “T. N. T.”, one of 
the highest explosives known, and at the same time has 
locked in itself oil of wintergreen and the most delicate 
flavorings and perfumes. 

The development of coal-tar products in the United 
States since 1917 has been unparalleled in chemical his- 
tory. In the span of a few years we have increased our 
production of dyes from 12 per cent of what we con- 
sume to more than 90 per cent, and in addition we now 
have an exportable surplus of nearly 30,000,000 pounds 
annually. Our output of coal-tar medicinals now totals 
approximately 4,000,000 pounds, and active research is 
disclosing new uses and new substances almost daily. 
Our rapidly diminishing supply of timber is forcing us 
to undertake wood preservation on such an immense 
scale that it will require 500,000,000 gallons of creosote 
each year to treat nothing more than railroad ties. Tens 
of millions of tons of coal must be subjected to dis- 
tillation processes if we are to supply the immense mar- 
kets now opening for the coal-tar derivatives. 

With these facts in mind, we may forecast the dis- 
appearance of the small gas plant in those sections of 
our country where there has been concentration of popu- 
lation. Take the Atlantic Seaboard from Richmond to 
Boston. Here we may expect one great system of inter- 


connected pipe lines carrying gas under high pressure 
and fed by perhaps a dozen huge central plants. What 
the principal product of the gas companies will be no 
one can foretell. It often happens in industry that 
the tail comes to wag the dog. What we do know is 
that the modern gas plant will be sufficiently flexible to 
permit the production of much gas, or little gas, just as 
the situation demands. Heat through pipes will be as 
common on every side as is water today. 

The fact is we are at the dawn of a new day for the 
entire science of heat engineering. We will have only 
the thermal engineer, who will work with problems of 
cold as well as with those of warmth. He will design 
and operate equipment for maintaining low temperatures 
as well as deal with high temperatures. The heat 
problems of the refrigerator and the power plant are 
identical, though reverse in the order of operation. The 
same solar energy created the agent that cools our food 
and drink as well as the one that warms our homes. 

The thermal engineer is the fellow who must solve 
the riddle of the electron and write the answer to the 
phenomena of material existence. Young men seeking 
an occupation filled with romance and adventure should 
not overlook the opportunities that lie in this virgin field. 
Here is a vocation having a lineage extending back to 
the ancient priests of the Sun God, and yet in the light 
of current discoveries it is a profession so new it has 
not even been baptized with a comprehensive name. 





Picture the Results—The Paint Will Sell Itself 


(Continued from page 36) 


equal, will get the sales. The day when a salesman can 
say that ready mixed paint is cheaper or dearer than 
hand mixed and make a sale is past. He must know 
why this is so and be able to tell the quality of the rival 
paints ; how much service will result and the other details 
that enter into the transaction. The customer knows that 
generalities are meaningless. 

In many hardware stores a salesman is hired today 
and tomorrow is likely to be selling paints, despite the 
fact that he may have been a butcher yesterday and that 
the store has little or nothing to supply him of an edu- 
cational nature. This state of affairs could be relieved 
somewhat if paint manufacturers published more com- 
plete descriptions of their products. Special leaflets for 
paint salespeople and others anxious to really know about 
the paint would be very helpful. 


One Man Should Know Paint 


The education of the salesman cannot be stressed too 
much. It is a very simple thing for a paint customer to 
become dissatisfied. Should the customer using the 
paint find that the salesman did not know what he was 
talking about, he will go to another store in hope of find- 
ing more intelligent salesmanship when he needs more 
paint. 

Every store should have at least one man who special- 
izes in paint. It is not necessary to keep this man at the 
paint counter or to have him wait on all paint customers. 
But other salespeople should call him when they are con- 
fronted with questions they cannot readily answer. A 
man assigned this job will soon master many details 
about paint. This man should also do the ordering. 
Only one familiar with the trends can accurately judge 
between fast and slow sellers. 

The mechanics of a paint stock cannot be neglected 


if the store is to succeed. There are certain items that 
must never be “out.’’ Popular colors, turps, oil, plaster 
and the like must always be at hand. If the stock unex- 
pectedly runs down, the order must be sent to the factory 
or jobber at once. Waiting for the salesman to come 
around and get the order is fatal. People want to buy 
their paint supplies at once and if you cannot supply 
them someone else will. 


Open Display of Staples Helps 


We have found that an open display of the staples, 
such as plaster in packagés, glue, household cements, 
brush and floor cleaners, brushes and the like not only 
help the sales of these items but of paints. Such display 
should always be near the paint counter. Brushes, espe- 
cially, should not be neglected. 

Stock must be neatly arranged and related items kept 
together. We have adopted a simple plan of cutting 
the color chips from the cards and tacking them on the 
shelf edges where the color is stocked. This keeping of 
the colors in the same order as they appear on the card 
makes for order and for ease in finding items. 


Selling Results 


I repeat that the best salesmanship is in picturing re- 
sults, not the means. I believe that there is a space in the 
normal brain where ideas are stored. Pessimistic and 
destructive ideas which keep you grinding away all of 
your life are likely to get more of this space than the 
optimistic and constructive ideas which, combined with 
energy, will build you a good income, a fine home and 
make vou a useful citizen. 

Picturing the beauties and benefits of paint for your 
customers will help you to get the habit of building 
better and brighter things for yourself. 
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You hear and read a lot about quality, service and price. Frequently, it is 
difficult to arrive at true value through unfair comparison. The feature chart 
picturing in detail the many excellent points of Myers Defiance Pump Stand- 
ards will enable anyone who is familiar with pump stand construction to 
quickly and accurately determine as to why Myers Defiance Pump Standz ards 
are so dependable and long lived. And the price, if the facts be known, is no 
higher than that of many types of ordinary pump standards. 


We will welcome an opportunity to tell you more about “the lifetime of ser- 
vice” built into this remarkable Myers Pump Standard. 


Write or wire. 


TH FL.E,MYERS & BRO.¢o: 
ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose, 
WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS ~ BARN, FACTORY and 
GARAGE DOOR HANGERS: STORE LADDERS, Etc 
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VACUUM 
FREEZER 
Self-Freezing 


UMMER heat, your customers’ 
desire for cooling refreshment, 
and the all-round value of Every- 
body’s wooden tub Self Freezer—com- 
bine these three elements in a vigor- 
ous June and July drive, and you will 
make money. 


BUY FROM YOUR JOBBER 
Sew veoese, w. Y. 
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SWEDISH 
CIRCULAR CUT FILES 


made in Sweden—are fully guaranteed 
These files are produced from 
the finest Swedish charcoal 
steel. They are reliable and 
worthy of the utmost 
confidence owing to 













Flexible Blades 
T d 


Half-Round their sharpness, 

Bastard endurance, and 

a uniformity of 
temper. 


We carry a full line of files, 
chisels and pliers. 


Write for catalogue. 
ecanese sy IAN WESTERN ea md gh a aug Ltd. 


109 Lafayette St., New York, N. 
stansapstie, ‘Mine. 304 Railway Exchange Bidg., Seattle, Wash. tL Can. 








CLIMAX Metal 
Utility Cabinets 


New! Made of heavy-gauge metal. 
Built to last. Beautifully finished, in- 
side and out, in popular colors—man- 
darin red, jade green, delft blue, rose 
pink and white. Stationery metal 
shelf. Fine 7x10-inch mirror in door. 








Size 11x14x3% 


The high quality, low price and all- 
around utility of these cabinets make 
our proposition unusually attractive. 
Write for details. 


The Hamilton Metal Products Co., Hamilton, Ohio 

















Put Light on Your Sales Force 


(Continued from page 29) 


creased too, in the form of higher lighting bills—but not 


in proportion to the increase in business. 

“My books show,” says Mr. Saxton, “That the cost 
of our additional lighting is a little less than the salary 
of a fair salesman. Whereas on the other hand, the 
result of the additional lighting is equivalent to the 
efforts of two good salesmen. In short, instead of the 
added luminaires being an expense to the business, every 
penny paid out in this direction has proved a sound in- 
vestment with an immediate return of more than 200 
per cent!” 

“The effect of good lighting on business is even better 
than is apparent on the surface. Good lighting makes 
shopping easier and more pleasant; hence all else being 
equal the shopper will return to the well lighted store 
in preference to the one that is dark and dismal. That 
is one reason why our business is growing larger day by 
day and why I am bouyantly optimistic for its future.” 

Mr. Saxton has made a close study of his employees 
and has found that, with the proper lighting, the sales 
force will be able to handle the increase in trade. Under 
the new lighting the sales people are less fatigued at the 
end of a working day; a condition which benefits em- 
ployed and employee alike. 

“Up to the time that I installed the additional lights,” 
says Mr. Saxton, “my employees were working under a 
serious handicap—although I did not realize it then. 
They were displaying the goods without facilities that 
would get the maximum effect from their labors. They 
were exercising their sales abilities against odds that 
were, at the time, insurmountable to them. Once I dis- 
covered the fault, I hastened to remedy it, and from 
results I repeat “Good Lighting Pays!” 





Recently Introduced Tango Can Opener 
" The Tango can opener illustrated herewith was recently pat- 
ented by its inventor, R. B. Minor, Court House, San Antonio, 
Tex. This product has been constructed in such a manner that 





it will make a clean, smooth cut close to the wall of a can. This 
allows the easy removal of the contents. It is a strong tool, 
light in weight and very serviceable. 

The Tango can opener is made of carbon steel with a tempered 
blade. The handle provides a good grip, and the blade resists 
dulling or breakage. The Tango is 6 3/16 in. in length. 
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Impressions of a National 
Convention 
(Continued from page 31) 


candidate on the first ballot by such an overwhelming 
majotity the Democrats will have to do the same with 


theirs. The great idea in this country is to do everything | 


just like your neighbor, and exactly at the same time. 


The Democrats cannot allow the Republicans to outdo | 


them in one ballot nominations. 

But now I am troubled! I am afraid I am not a reg- 
ular party man. I am afraid no nominating speeches 
will be made for me, telling how I will stand by the 
party, because I admit here in print that I actually do 
not know at this time whether I will vote for the Repub- 
lican or the Democratic nominee; and, allow me to add, 
I hope there are a lot of people in this country just like 
me, who are not party men and who will swing this 
election one way or the other, entirely regardless of all 
this convention flummery and insincerity. 


The Band Will Be Good 


I do not think that the Democratic National Conven- 
tion will be any better than the Republican National 
Convention. I have no doubt even if in caucus they 
decide to nominate their candidate on the first ballot, 
the pent-up oratory in their ranks will be given an op- 


portunity to stir the emotions of a waiting world by their | 


nominating and seconding speeches. It is funny, how- 
ever, to sit and listen to all these speeches when every- 
body knows it is nothing but hocus pocus, when every- 
thing, long ago, has been settled and decided. 

One thing that I think impressed me most of all at the 
convention was the band. I liked the music. When 
that band drowned out the oratory and the cheering I 
felt grateful to them. I therefore formally suggest that 
the leader of the band at this convention be decorated 
with the Congressional medal. He was the best thing in 
the whole show. I also suggest to my Democratic 
friends that they secure the same band, or an equally 
good one, for the Houston meeting. 


The Foster-Farrar Co. Uses a Scale 
to Entice Customers to Its Store 


HE Foster-Farrar Co., located on Main Street in 
Northampton, Mass., placed a scale just inside its 
front door. Customers were invited to weigh them- 
selves while their purchases were being wrapped. The 
news that a scale was in the Foster-Farrar store for the 


long before the girls from Smith College, which is 
located in Northampton, began to step in the store and 
weigh themselves. These students buy many hardware 
items and everything is done by the company to culti- 
vate their trade. The scale takes up very little floor 
space, is unobtrusive and accomplishes a definite job— 
to bring customers into the store. 
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Grocers and hardware dealers all over the 
country find that a new staple product has 
won a place on their shelves—the bottle cap 
for home use. 


Actually, it is difficult for those who supply 
their trade with C. C. S. and Home Use 
Bottle Caps to keep this staple on their 
shelves—it sells so quickly. 


Home beverage makers need only one trial 
to convince them that C. C. S. and Home 
Use Bottle Caps are especially adapted to 
their needs. 


What is even more to the point, this staple 
is exceptionally profitable to the dealer. 
Such a profit is possible because of the oper- 
ating efficiency of the Crown Cork and Seal 
Company, originators of the bottle cap. 


If this new, fast moving, profitable staple 
has not yet been tested by you, send us the 
coupon below for a special proposition. 


CROWN CORK & SEAL CO. 


Original Manufacturers 


Baltimore, Maryland 


convenience of the public spread rapidly and it was not | 


Crown Cork & Seal Co., 
Baltimore, Md. 


Gentlemen: Make me special proposition, send samples and prices 


on C. C. S. Home Use Bottle Caps. 

ES 0.266 PENG CEES KORE AROS EELTO ORD CE deWaWe KL URseHP Renee 

NE, 6.5506 8b TC ese HIER KADEN HEREC HE DOSS HEC ae Sead ree 

CEU ic ae Seabed etwas anew h nae eaeees DORE 66 oc ds deer neaeeEn 
HA-¢ 














76 


HARDWARE 


AGE for JUNE 








Hot of th 


Little yarns that others have laughed 


over culled from various sources. 


contemporary puts it: ) 
have been copied, the rest will be.” 


In a recent issue we told about Charlie 
Glover leaving the house one morning 
after slamming his wife and kissing the 
door. The absent-minded one this time 
is Bill Udall, who, while putting on his 
day's finery the other morning, rolled un- 
der the dresser and waited for his collar 
button to find him.—Pike Phertilizer. 


Girls, when they went out to swim, 
Once dressed like Mother Hubbard; 
Now they have a bolder whim, 
They dress more like her cupboard. 


When we are able to see over the tele- 
phone, we may get a lot of pleasure out 


of calling the wrong number. 


Settler—‘“In the city I miss the great 
solitudes.” 
Marken—‘Stop at a hotel and don’t tip!” 


“I’m sorry, but this apartment won't do 
either. Not a room in the place big enough 
to swing a cat in.” 

Fed-Up Agent—“Ah, then, why not find 
another hobby ?” 


Page—“Your Majesty, a sailor waits 
without !” 
King—“Without what?” 
Page—“Without the dock.” 


King—“Give him the slip.” 


He—“I want to marry your daughter.” 

Father—“Have you seen my wife yet?” 

He—“Yes, but nevertheless I prefer 
your daughter.” 


Head of the House (in angry tone)— 
“Who told you to put that paper on the 
wall?” 

Decorator—“Your wife, sir.” 

“Pretty, isn't it?” 


Movie Queen—‘Snap into it, Jane; or- 


| der the milk for my milk bath, scrub the 


pekinese and the pomeranian, shine up 


| my new automatic, and get out the arsenic 


| 


the store who wants to know 








tablets! I’m going to be interviewed.” 


It was a charity ball and a couple of 
young fems were holding an _ indigna- 
tion meeting over a third one. 

“Here we are,’ remarked one of the 
girls, “selling kisses to raise money and 
she’s bootlegging ’em free back of a booth.” 


“Father, there is a customer in 
if this all 
wool, unshrinkable shirt will shrink?” 
Father—‘‘Does it fit him?” 
\bie—‘‘No, it is too large.” 
Father—“Well, then, they will shrink.” 


Abie- 


Movie Star <to her double, who has 
accompanied them)—“This man has in- 
sulted me. Get out at once and walk back 
home.” ; 


“Have you a town car?” 

“Yes, three of them.” 

“What kind?” 

“Uptown, downtown and crosstown.”— 
Judge. 

Father—“‘I want to apprentice my boy 
to you.” 

Master Plumber—‘“Where is he?” 

Father—“Well—er—he forgot his ref- 
erences and has gone back home after 
them.” 

Master 


rrr 


him! 


Plumber—‘“Righto! I'll take 


Father was sitting in the armchair one 
evening when his little son came in and 
showed him a new penknife which, he said, 
he had found in the street. 

“Are you sure it was lost?” 
the father. 

“Of course it was lost! I saw the man 
looking for it!” replied the youngster. 


inquired 


28, 1928 


“Some of them 
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Teacher—“Who can tell me why we 
| should always be neat and clean?” 
Cathleen—“In case of accident, teacher !” 


Old Skinflint—‘Here boy, what’s this? 
| You were shouting ‘Great Swindle—Sixty 
Victims!’ I can see nothing about it in 
this paper.” 

Newsboy—“Great 
Victims !” 


Swindle — Sixty-one 


“T am a woman of few words,” an- 
nounced the haughty mistress to the new 


“Tf I beckon with my finger, that 


” 


maid. 
| means ‘Come.’ 
| “Suits me, mum,” replied the girl cheer- 
| fully. “I’m a woman of few words, too. 
| If [ shake the head, that means ‘I ain't 
| comin’. 


A college student arose from the table 
| in a fashionable dining room and walked 
|toward the door. He-was passing the 
house detective at the entrance when a sil- 
ver sugar bowl dropped from his bulging 
| coat. e 
| The guest glanced calmly at the officer, 
then turned with an expression of polite 
| annoyance toward the occupants of the 
“Ruffians,” he said, “who threw 
and walked out. 


| 
| room. 
| that ?” 





“Pat, what’s that piece of blank paper 
you have in your hand?” asked one Irish- 
| man of another. 

“Oh, that’s a letter from my wife.” 

“How do you mean a letter from your 
wife? Sure, there’s no writing on it.” 

“Of course not. The missus and myself 
are not on speaking terms.” 





One of Irvin Cobb’s best stories con- 
cerns an appraiser who was sent to a home 
to appraise the contents. The entries in 
the appraiser’s book halted when he came 
to a table on which was left a full bottle 
of old Scotch, and then continued: 

“One bottle of old Scotch whiskey part- 
ly full.” 

The next entry was: 

“One revolving Turkish rug.” 
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MANUFACTURERS OF » 
SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE., BOSTON, MASS. 
Get the poultryman’s summer business with 
OAKES Poultry Supplies—and then hold it 
through the year with the 100 other items. These 
items mean constant profits. They sell on sight— 
and the price is RIGHT. 
‘BIG CATALOG FREE 
Write for it today. 
Prompt shipments 
guaranteed. 
No. 1 is the OAKES 
“Best Yet” Feeder. 
Feeds any kind of mash 
to large flocks. Sold 
with or without stand. 
eS No. 2 “Sun Lite” Oats 
BRIDGEPORT. CONN. Sprouter assures green 
food through the winter 
months. Every poultry- 
WoopD SCREWS No. 2 man will want one. 
Rivets Roofing Nails Scratch Brush Wire Oakes Manufacturing Co. 
THE BRIDGEPORT SCREW CO. nN | 347 Dearborn St. 
} Bridgeport, Conn., U. S. A. one ri TIPTON 
Representatives: | ij ii 4 / | 
: Ge E. igley, D — i. a ° || 
Milton Pray Co.. San pe caigier: ny Seattle \ _ ae ; (i = : 
Se ae Sy Se Seem <——— ee SECTIONAL sweeuren® 
SINGLE FRONT FOR TRAP NEST LAMP. ‘ x j 














4. Sizes 


15-18-21 & 24” 


NEW “ YANKEE” 


BIT EXTENSION No. 2150 


Stands Abuse and Follows Through 
Bits Will Not Loosen and Pull Out in Work 


CANNOT JAM—A Yankee feature prevents jamming of bit in socket. 
NO JAWS to break. The square shank is held firmly by socket. 


WILL FOLLOW AN 11/16” BIT, OR LARGER 


The unique construction of this tool is at once recognized by electricians, carpenters, 
plumbers and all mechanics who use bit extension. It is nickel plated throughout to prevent 
rusting, with high polish on sleeve, giving it a fine appearance. 


Show your customer the “YANKEE” Bit Extension with the “YANKEE” Brace No. 2100—a combina- 
tion of the two finest tools of their kind. 


Your Jobber Can Supply. NORTH BROS. MFG. CO., Philadelphia, Pa. 
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American Steel & Wire 
Company 












































Millions of farmers know that 
Barb Wire, made by the Ameri- 
can Steel & Wire Company, 
stands supreme in tensile strength, 
quality of steel, regularity of 
twist, extra heavy galvanizing 
and firmness of barbs. 


The following brands are busi- 
ness builders for dealers: 


Baker Perfect Ellwood Junior 
Waukegan American Special 


Ellwood Glidden American Glidd 1 
w idden rican Glidden The sturdy, practical qual- 


Lyman Four Point 
ity of GRIFFIN Hinges is 















Write for catalogue and prices 


embodied in this splendid 
line of Hasps, Strap and 
T-Hinges. 


eC ( ‘IEFIN 


E ALE, a. a 
“ Branch Offices. 


New York, 45 a St. 
Chicago, 555 W. Rand St. 
Boston. 76 Batterymar 
San Francisco, 703 Market St. 


American Steel & Wire Company 


Sales Offices: Chicago, New York, Boston, Atlanta, Birmingham, | |/// Prd 
Cleveland, Worcester, Philadelphia, Pittsburgh. Wat 
Buffalo, Detroit, Cincinnati, Baltimore, Wilkes-Barre, 
St. Louis, Kansas City, Minneapolis, St. Paul, 
Oklahoma City, Memphis, Dallas, Denver, Salt Lake City, | 
*San Francisco, *Los Angeles, *Portland, *Seattle, 
*United States Steel Products Co. 
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EAGLE 
WOOD SCREWS 


Will satisfactorily meet any test they may justly be 
subjected to. 


AZ, 


Clean Slots 
Uniform Heads 
Accurately Cut Threads 


en 
es 
—— 
mal 
es 


ising 
sina} 


sit 
sail} 


<aiilloma 


Are the outstanding qual- 
ities that justify you in 
selling 


Eagle Wood Screws 


Large stocks on hand as- 
sure prompt shipments. 
Brass and Iron 
Flat, Round and Oval 
Head 


The Eagle Quality Line 
Night Latches Front Store Sets 
Cabinet Locks Store Door Sets 


Trunk Locks Padlocks 
Wood Screws 


Eagle Lock Co. 


General Sales Office 
Reg. in v.s. Pat. on. 20 Warren St., New York Reg. in U.S. Pat. Off. 


Branches; 

521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford St., Boston, Mass. 
Works at Terryville, Connecticut 
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A CRESCENT 
BACKSAW 


| v iP * 
a ae e + : 
Lest * SS.) je 






cs) <4 
forevery “Ty 


tool customer 


[pe 

es 
Carpenter, plumber, elec- = 
trician, auto mechanic, wh 
handy man—every one a ONG I 
prospective customer for /; ; rhe 


tool-user’s eye as weli as a 
price that suits his pocket- 


book. 


The new all-steel, unbreak- 
able construction in the 


1046 and 1047 is an added 


bff ww 
one of the new Crescent iE 7 - 
Hacksaws. And these saws cy go 
have features th=c take the oe ' 





selling point. Other saws Ney — = 
are furnished with composi- oC my / NE o 
tion and wood handles; a #\\ 1) eH) 
size and type to meet every wy LP ee 
consumer requirement, at P\ (ux 7h 


prices ranging from 60c to 


$1.25. 


All saws are packed one to 
a box, complete with blade, 
and are covered by the reg- 
ular Crescent guarantee of 
satisfaction or money back. 


Ask your jobber. 








CRESCENT seaicianes 





1. Unusually well-balanced A 4. Frames of tough, heavy gauge 
“hang’’ and ‘‘feel’’ that at steel reinforced where strain is 
once appeals to the mechanic. ntered 

2. <An all-steel, unbreakable han 5. Hlandsomely finished in heavy 
die (in 1046 & 1047) pisto nickel plate 
grip shaped to provide a per- i 
fect grip. 6. +4 saw equipped with an 

9 f fle 

3. Steel handles are copper-plated ib hon Ht bac Age pad aay fre Hlex- 
before being nickeled, and are 
securely riveted to frame. They 7. Guaranteed by the Crescent Tool 


never loosen. Company 








CRESCENT TOOL COMPANY 


Jamestown, N. Y. 


204 Harrison St. 





CRESCENT ==" TOOLS 


Made under the supervision of and guaranteed 
by the originators of the Crescent Wrench 
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Display 
Sells More Tools 


You are known by the goods 
you sell—Billings tools are 
known by the service they 
render—a display of these much 
demanded tools tells the tool 
buyer that you sell only the best. 









Cash in on this popularity. 
The line is complete—covering 
the requirements of every me- 
chanic. 


7e Billings & Spencer Go. 

















RINGCO Bath Room Fixtures 


Quality first, modern designs that please the 
eyes, an attractive finish that enhances their 
beauty and a body of Solid Brass that defies 
time and corrosion. 


These are the features that sell ®®2” Bath 
Room Fixtures, because the VALUE is there. 
Customers appreciate it. 


New patterns are being 
Good profit. 


Over 300 designs. 
added continually. 


Ask your Jobber to supply you. Send for 


latest Catalog and Price List. 


AMERICAN RING COMPANY 


Waterbury Connecticut 


Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 


{STOP 


BUSINESS 


must be regulated as well 
as traffic. We stopped 
you just long enough to 
say that all Classified Ad- 
j vertisements in Hardware 
Age must reach us nine 
days before the publica- 
tion date to insure inser- 
tion. “GO” to it. 








I 
iH 


i 


vi 


q 


| {| 
Mn 

















=~. -| bapestees ST 











Hardware Age 


239 West 39th Street 
New York City 
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BABCOCK 


SPRUCE LADDERS 


Manufactured of 



















Air Dried Spruce, full strength of material in; 
don’t take chance, accidents are expensive. 


Be sure ladders are marked 
BABCOCK SPRUCE 


WRITE FOR PRICES 


W. W. Babcock Co., Bath, N. Y. 











Extension 











TITITTLLo 





Single Ladder 

















\ : 
Common 


Extension 





Fruit Single 


Safety Close Top Fruit 











FI ake Graphite 


Recon the world over.as the standard lubricating graphite... 

Used alone, or as an auxiliary lubricant with’ oils and greases, 

Dixon’s Flake Graphite materially. incre: ses the operating efh- 
mace me) Maxaamir lacie tastmenice meter 


- Even tho Dixon’s Flake Graphite meres em eriees by chansands of.” 
mechanics, maintenance.men and engineers for more than’ t00 
years—do you know the... how...and ..;. why... of Dixon’s ©. 
Flake Graphite lubrication? : - 3 Rss? 


Joseph Dixon Crucible Co., Sein city, N. 5. 


Established: 1827 
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IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 








CTT Ns 





CORBIN 


The CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 











MILLERS FALLS 


Good Displays 


One of 12 that are making sales 
every day for thousands of 
Millers Falls Dealers 


12 BIG LINES 


Braces Levels 

Hand and Breast pjain Screw Drivers 
Drills R 

Hack Saw Blades Auger Bits and 

Hack Saw Frames Lies aneapanie Bits 

Automatic Tools Bit Extensions 

Electric Drills Nail Sets and 

Mitre Boxes Punches 





Brace Display No. 600 





MILLERS FALLS Co., Millers Falls, Mass., U.S. A. 











WIRE PRODUCTS 


for every need 
Cambria Fence 
Steel Fence Posts 
Wire—Barbed, Barbless and 
Twisted; Processed, Bright 
and Galvanized 
Nails—Cement-coated, Bright 
Blued and Galvanized 
Wire Rods Staples 
BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 


| WIRE PRE ITAA 





RUHR A 


AAU SENTERTT 





Get the Right 


Line 


to sell 


with the aid of the 
CLASSIFIED SECTION 


Hardware Age 


239 W. 39th Street, New York City 
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RIDE Hardware 


Hardware dealers would feature builders 
‘hardware of surpassing quality and distinction 
twill find it, at its most reasonable prices, in RITE 
‘Hardware. Master craftsmanship, devoted to the 
‘interpretation of distinctive designs to harmonize 
"with every architectural and decorative plan— 
4,endow RITE Hardware with a personality that is 

| | singularly its own. 
4 


who 


Distributed by Mfg. by 
America’s RITE 
Leading Hardware 
Jobbers & Mfg. Corp. 


Los Angeles 






























Tuis Company is the largest 
and oldest manufacturer of 
a complete line of high grade 





BLACK AND GALVANIZED SHEETS, 
Corrugated Sheets, Formed Products, Full Finished 
and Auto Sheets, Special Sheets, Tin and Terne Plates, 
Black Plate, etc., adapted to every purpose. Sold by 


leading metal merchants. Send for interesting booklets. 


SHEETS 








ETS 


AMERICAN SHEET AND TIN PLATE COMPAN Y, Pittsburgh, Pa 


DISTRICT SALES OFFICES: Chicago, C <sece nnati 
Denver, Detroit, New Orleans, New Yo 
Philadelphia, Pittsburgh, St. Louis 
Pacific Coast Representatives : United States 
Steel Products Company, San Francisco 
Los Angeles, Portland, Seattle 
ExportRepresentatives : 
United States Steel Products 
Company 
New York City 










: for. 
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Just Tacks and Small Nails ] 


After purchasing small items such 
as tacks and small nails, folks are 
inclined to forget where they got 
them. 





But the full weight, good quality 
of Atlas tacks, always impresses 
them favorably. 


And to help them remember where 
they got 


ATLAS 


Tacks and Small Nails 


we print this reminder on every 
package—“When you get a good 
thing, remember where you got it.” 
It helps, at least customers always 
remember the quality of Atlas 
tacks, as well as the store where 
they bought them. 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 


[eee 


SS FS SS SS SS 
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| Check the lige you are interested in, 
this ad 


| °) New Style Dis- 





| __/__/ 


Small 3 
Articles No. 1 









on Top 





No. 17 





Large 
Items 
Below 


DIVIDENDS 


YOU CAN MAKE ’EM WITH THESE 
DOUBLE-DUTY SALES TABLES 
Are you trying to sell 1928 Hardware with 1898 display 
equipment? The hardware merchants who are making 
money have up-to-date sales tables and fixtures. They 
increase sales and save time. Let us help you meet chain 
store competition. 


HELLER 


Business Building Store Fixtures 
W. C. HELLER & CO. 


700 Bryant St., Montpelier, Ohio 
New York Office, 20 Vesey Street, 


and mail it today. 

O Pennsylvania 
Metal Saw Rack 

© Display Door 
Wall Cabinets 


tear out 


play Tables 
Nail Counters 


O Price Tickets for 
6-28-28-59A Display Tables Suite 500, 
Write name and address in the margin below. 
eae, Ne, EEE (SAREE Oo RMON oO abscess est 
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(Soo drich KEYSTONE 


Box Kit Socket Wrench 


Garden Hose || wees: 
wrench set. 6 sockets and 


handle. Finely finished, 
tapered steel box. Does not 










Nation-wide consumer accep- 














tance; a variety of brands to mtg 

meet the needs of every purse. stininaia: imate ties 
THE B. F. GOODRICH RUBBER CO. ann ES 
Established 1870 Akron, Ohio pole bine. Ser Gal, ee 











Extra Money from House Numbers 
This Attractive Counter Display Does It W AL W OR i H 


Your customers will buy 
house numbers if you'll 





a them. hr ora Walworth Company, General Sales Offices: 
Sacks sak taken 51 East 42nd St., New York 

figures to suit every taste e e 
se gle> Bee vee gues on Plants at Boston, Mass.; Kewanee, IIl.; 

in convenient units of 10 Greensburg, Pa., and Attalla, Ala. 


or 50 assorted numbers 


each. Ask your jobber or Distributors in Principal Cities of the World 





write. 
Walworth Co., Limited, 10 Cathcart St., Montreal, P. Q. 
fins debinnes lh Chil ae ——- > Walworth International Co., New York, Foreign Representative 
in attractive counter dis Dept. H.A. 6-28-28 e ’ 
play boxes of 50. iene Falls, N. Y. Makers of Dan Stillson Ss Wrench 








Osborne High Grade Punches 











Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 


Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ We will be glad to help you 
Tools. ° 
The above tools will please your customers, as well as our ' with your sales problems. 
famous Round and Oval Punches. 
Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 


We stand back of every tool we make. Try us. | i A 239 Ww. 39th St. 
u . e 
©. 5, OSBORNE # 00., NEWARK, N. J. ardware ge, New York City 
ESTABLISHED 1826 

















Beye) for aite full name 


The reputation of 


Russell Jennings Brown £4 SHARPE 
stamped on the round of our TowLs 
Au ger Bits - for Accuracy and Reliability 


The origin | | al e Fwtet aiier i, pat nted . me barter them rs | ready aitbe eae 
3 Mr. Russell Lucinks in 1855 wherever metal 1S sb trere| 


BROWN & SHARPE MFG.CO 


Russell Jennings Mfg. Oren PRovipENcE RI USA 


World s Standard of Accuracy 
Chester, Conn. : 
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Give them PHENIX QUALITY 


In Storm Sash and 

Screen Hangers and Fasteners 
Phenix Storm Sash Hangers and 
Fasteners are simplest, handiest, eas- 
iest applied, most 
efficient—that’s why 
they sell best. New 
improvements put 
them in a_ class 
of theirown. Write 
to-day for Catalog 
showing full 
Phenix line. 
Samples free. 











Sold by all leading 
jobbers. a 
No. 115 MWastener 


PHENIX MFG. CO., 032 Center St., Milwaukee, Wis. 





> BOLTS > NUT 
. CAPSCREWS 


in Big Business 


FOSIER vi 


Personal Service 





Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections 
of the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 


Union Ave. and E. 72nd &t. 6249 te 6265 West 65th St. 
Telephone Broadway 640 Telephone Hemlock 4484 

















Style B 


CAROLUS CUTTERS 


The Style B is the regular Bolt Cutter with the added 
End Cut making a 2 in 1 Tool. Carolus also offers Style N, 
Straight and End Cut with Nut Splitter. Steel Plates hold 
rigid. Made in SIX SIZES and THREE STYLES. 

uy the Best. These Tools are Time Savers. 

If your jobber cannot supply you, write us direct for Litera- 
ture and Prices. 


CAROLUS MFG. CO. Sterling, Ill. 
Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 








VERS ofan 
@)° Vo)] ae 


To provide adequate storage facilities for shelf stock—to 
make it accessible and convenient for clerks and stock men 
to handle with absolute safety—to insure quick service for 
wholesale or retail trade—install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce a ladder of ample strength for 
safety, convenience and efficiency. One style only—neat of 
design—attractively finished—any height—easily installed — 
meets most requirements. Circular on request. 


mE FE. MYERS & BRO.co. 


ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 















































One solid piece 
of No. 10 Can- 
vas Lock- 
stitched, 12 ga. 
steel frame riv- 
eted securely to 
body. 













Electricians’, 
Linemen’s, Me- 
chanics’ and 
Plumbers’ Tool 
Bags, also Tool 
Rolls, Golf Bags 
and Brief Cases. 
Get catalog and 
prices. 










1847 N. Ashland- 
LENDZION LEATHER Goons Co., Ave! Chicase. Il 
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SAMSON CORDAGE WORKS 
BOSTON, MASS. 


Nw Y.Ns) 5 On XO) 388) 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES 














REAL METAL Solder 
in Paste Form— 
Packed in 
Collapsible 
Tubes 
















Greatest Soldering Convenience 
"Ever Invented. 

Every Electrical Connection 

or Intricate Job Needs ~ 
KA. SOLDERALL. 17 

{THE SOLDERALL CO.,Newark,N.J. | 


esults Guaranteed Equal to Wire or Bar Solder. ¢ 





















A-P catalog No. 95 is an authentic buyers’ guide 


for garage door hardware, door hangers, overhead 
carriers, fire door hardware, rolling ladders, spring 


hinges. Keep yours at your finger tips. 
help you close many money-making hard- 
ware jobs. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 


It will 
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Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen. Retailers and Retail Salesmen. 




















Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section -s er NEA gee iad. 4 50% off rates quoted 
ach additional inch............. 4.00 Address your advertisements and replies to 
Oop O08, tent 5 lines... .$3.00 ne eg Classified Oppor- 
ch a on eee ‘ ‘ 7 tunities, 9 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 | Discounts for Classified Advertising York City : 
Each additional line............ 80 4 insertions, 10% off; 8 insertions, 15% 
Average 10 words to a line off Harpware Acg is published each Thursday. 
Alow Gus Line fer Keyed Address Remittance Must Accompany Order pedi ii  ~garmddencnios 





Samples of merchandise, literature, catalogs, etc a yoy 4 more than ordina forwarding posta houl 
be address to box numbers. i ee 

















BUSINESS OPPORTUNITIES | POSITIONS WANTED 


T. H. WICKWIRE & CO. | 
511 Fifth Ave., New York City | HELP SPECIALISTS 


Sales Representati 

aspen eee FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 

MALE AND FEMALE 











Correspondence solicited from manufacturers who want real sales. 














EVERY APPLICANT INVESTIGATED AND GUARANTBED 
FOR TEN TIMES THD WEEKLY SALARY INVOLVED 








A Good Gas-Lighter Is the “Allume-Morvan” 





ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 


Guaranteed article. Price defying all competition. 
113 W. 42nd Street Bryant 7374-5-6 


Wholesale and semi-wholesale. Registered design. Fab. 
de Briquets et Allume Gaz. R. Victor Hugo, Villenomble 


(Seine), France. 

















SITUATION WANTED—BY THOROUGHLY COMPETENT and 























Rinigee gg mm sain na meee grag a ene tr, pet dependable Salesman—over twenty years’ experience. Acquainted with 
ware and Miners Supplies, located in Western Pennsylvania. Brick build- Hardware, Furniture and Department store trade, also the jobbing trade 
ing with railroad siding. Located in excellent business district, popula- from coast to coast. Reliable references. Prefer territory central and 

4 Address Box H-995, care of HarpwarE AGE, 


tion two hundred fifty thousand, only house of the kind in this district. western N. Y. and Pa 
Have good reason for selling. Address Box H-984, care of HARDWARE New York. , 


Ace, New York. 





IT WILL PAY YOU to investigate; we offer Financial Aid and Free | HARDWARE SALESMAN WITH 15 years’ successful selling experi- 
Sites to industries locating in Newton Falls. Three railroads, electric | ence to retail and jobbing trade and with following in the States of 
et are age oy mat gh for ae. the ghee | ot water oo: Michigan, Indiana, Ohio, West Virginia, Pennsylvania and Maryland, 

ahoning Valley, right in the heart of the greatest industrial center in the will be open for position about July 1st with reliable manufacturer. Have 
world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. been successful ‘a building business on profit basis. Commission preferred 

$$ $$ —_______— but compensation at start less important than opportunity. Highest refer- 
ence furnished. Address Box I-18, care® of HArpware Ace, New York. 





FOR SALE—A HARDWARE, PAINT AND HOUSEWARE STORE | 
with all new modern fixtures in a prosperous location in Westchester 
County close to New York City. Rental is very low and long lease. Best | 
location. Write Box I-5, care of Harpware Ace, New York. 





SALES ACCOUNTS WANTED 








OLD ESTABLISHED HARDWARE with modern fixtures in Northern | 
Indiana in good town and farming community. Excellent opportunity. 
Address Box I-17, care of Harpware AGE, New York, 








Salesman, having 20 years personal contact with hard- 
ware jobbers in Pennsylvania, West Virginia, eastern Ohio 


HELP WANTED and Kentucky, is desirous of adding one or two high grade 
lines to present small list. Valuable trade connections. 
atten Wilkikia eh Mane wine eases Commission basis. Best of references can be given. Ad- 
ae hates < ae s\eee °c TO WOR 70 a . 
WANTED—A SALESMAN WILLING TC KR POR $10,000 8 dress Box H-102, care of Hardware Age, 1002 Park Build- 
year. He must have earned this much in the past; be well-ac quainted with ; : 
the spori.ng goods and hardware trade; be an industrious worker not ing, Pittsburgh, Pa. 
afraid to assume responsibility; and willing to do a lot of traveling. The 
articles to be sold are of high quality, nationally advertised, and are in 
demand the year round. In letter of application, snecify age, past experi- x 
cane and Add a Se, ype nog se —_ in this EXPERIENCED) SALESMAN WITH 15 YEARS personal_ contact 
AEETERS 50% a ee ss thesia acs —— with hardware jobbers and large retailers in the States of Michigan, 
Indiana, Ohio, West Virginia, Pennsylvania and Maryland, is desirous 
of adding high grade line to present short line. Commission basis. Have 
POSITIONS WANT ED been successful in building up business on profit basis. Have valuable 
following in territory named. Highest reference furnished. Address Box 


1-19, care of Harpware Ace, New York. 




















position. 














EXECUTIVE WITH A BACKGROUND of National mer- SALES REPRESENTATIVES WANTED 





chandising desires connection with manufacturer—broad 
experience in purchasing, executive sales and general on GARG LLLTE LLL DDO GIOTTO 
ini i ili i i inci an JAN” ED—EXPE ENCE SOMMISS N SALESMEN calling on 
ministration, a a ee _ nciples Ad hardwa jobbers and lumber trade _to sell Sun-Tex. A_ weatherproof 
jobbers problems—twe ve years in last connection. o textile product admitting sun rays. For storm doors and windows. Also 
i i Large volume established. Give references and 


dress Box H-992, care of HARDWARE AGE, New York. used in poultry industry. 


state present line with application. 
Nebraska. 


ALLEN BROTHERS, Inc., Omaha, 
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Classified Opportunities 


SALES REPRESENTATIVES WANTED | SALES REPRESENTATIVES WANTED 


A NATIONALLY ADVERTISED SPORTING GOODS ARTICLE, 
l } 


















































| sel e ar around, is available as a si line le salesme 
SALESMAN CALLING ON STOVE HARDWARES, IMPLEMENT, | calling om fg Tere cnarcnigg elipreonn ahendie Deeta vig ee ate ae 
Plumbers, Builders Supply, Dealers, in the States of Ohio, Indiana, | de Sectudins Be eta ¥ : - L-14 eave 
Michigan, to sell on a straight commission, a manufacturers’ line of | tle Ce fing RE cs Vos ’ 
Globe Stoves, Wood Stoves, Laundry Stoves, Kettle Stoves, Hot Water | of ARDWARE \GE, .NeV — 
Heaters, Water Fronts, Stove Castings, Cess Pools, Slop Hoppers, i- sa 
Post Mauls, Clean Ont Doors, Man Holes. Furnace Outfits, Iron | — ep . ADE Cc es sar Verve = Cares ~ 
Kettles, Fire Place Grates, Stone Boat Heads, Cement Tampers and | EXPERIENCED HARDWARE SALESMEN WITH ESTABLISHED 
quite a number of other articles we manufacture. Address Box | trade in and around the Metropolitan district to sell for a progressive New 
1-10, care of Hardware Age, New York. York Jobber featuring low prices and quality merchandise. Good oppor- 
tunity for the right man. State whether you own car and full particulars. 
\ Address Box I-2, care of HarpwaAre AcE, New York. 
SPECIALTY SALESMEN AND MANUFACTURER’S AGENTS DOOR HANGERS SALESMAN WANTED, one experienced in above 
calling on the hardware and implement trade, etc., can greatly increase line. Give age, experience and salary expected. Address Box 1-16, care 
their commissions with profitable side line. For full particulars, address of HarpwareE AcE, New York. 


Box H-996, care of HarpwArE AcE, New York. 
eben Sate an sae : PEE en eee WANTED COMMISSION MAN TO SELL hardware ind cutlery in 
MANUFACTURER OF BUILDERS — ARE has opening for Pennsylvania. None but experienced men need apply Address Box I-11, 

representative in Alabama and Georgia where ade has already been care of HARDWARE y Pary New York. 

established. In replying, state lines carried, houses "represented and exact 

territory covered. Reply Box I-12, care of HARDWARE AcE, New York. | —— aay = ——— = 

Cee Te Ware reset “hfe i % WANTED COM MISSION MAN TO COVER NEW YORK STATE 

| 
| 
\ 








COMMISSION SALESMEN IN EACH STATE for manufacturer of outside of Metropolitan New York and Ne vy Jersey handling well known 
hand tools and hardware specialties. Advise territory covered and houses line of hardware and « ule Address B I-13, care of Harpware AGE, 
represented. Address Box H-638, care of HArpware Ace, New York City New York. 








Do YOU Want a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 

And right now some one may be looking for you. 

The best meeting place is in the Classified Opportunities Section of Hard- 
ware Age. 


Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern. 


Send your ad to 
r Classified Opportunities Dept. 


HARDWARE AGE, 239 W. 39th St., New York 








Quality Wood Turni 
bp Specialists in all kinds of white birch turnings. We are also expert finisners 4 


in all celors with enamel paints, stains and lacquers. 
Our new modern equipped plant will assure you of: 
Prompt semis Te Turnings—Lowest Price Obtainable. 
Send us and hes for quotations. 


NATIONAL WOOD PROCESS ; L 
Executive Offices: NEW BEDFORD, MASS. Mill: Farmington, Me. 

















that give Real Service! 


Stand up under toughest work. Improved 
design. Made of highest quality materials. 


Equipped with knife blade cutter wheels. 
(BEL) Wette for new Oatelog. Far Small Tools, Uesnalte, Dyes yes o> Ete. 
Enameling, both baked a aw dried. 
ARMSTRONG BROS. TOOL CO. 


Barnes Type 314 N. Franciseo Ave., Chicago, U. S. A. STRATTON MFG. CO. Stratton, Maine 


Saunders Type Sell PIPE CUTTERS STR A T TON —_ — 
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N-E-W-S 


North- East-West-South, the 
four corners of the world. 
That’s where the 
comes from, 
origin of the word. 

It may be news to you that 
COES WRENCHES are used 
in every corner of the globe— 
but we doubt it. 
an universal language of sat- 
isfaction wherever nuts and 
bolts are used. 

How’s your stock? Don’t for- 
get there are seven (6” to 21”) 
in both wood and steel han- 
dles. 

All good 
“COES.” 





> POULTRY NETTING 
Galvanized Before and Galvanized c4fter Weaving? 
— = / a Neo ae 
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= € Look for the tag, carrying our name, at the end of every roll! 
oo ~ The Gilbert & Bennett Mfg. Co. 
Established 1818—America’s Olden Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 




















COES WRENCH Co. 


Worcester 


Pee oe ge a a er tee 253 Broadway, New York 
JOHN H. GRAHAM & CO......... 113 Chambers St., New York 


FENWICK FRERES............ 8 Rue de Rocroy, Paris, France 


NEWS 
and that’s the 


They speak 


handle 


jobbers 





“In Business Since 1841” 
Mass. 


Selling Agents 





Also 61 Shoe Lane, London, E. C., England 
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Closing or RO 
This Shows You + é a 


what 


DOMES 
of 
Silence 
look like 


Every Genuine 
Dome _ has_ the 
words Domes of 
Silence stamped 
Domes of Silence are practical 





inside. 
for ALL furniture—hence their large 


sale. Six sizes. Set of 4 for 10 cents. 
Dealers supplied with beautiful FREE 
Steel Display Cabinet. 


If your Jobber cannot supply you— 
write us direct. 


We also anaiee all grades of Sliding Casters, Pin 
lides, Felt Slides, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street New York City 
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Many 
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sides of 


quire 
about Rose 
entering 


Install a 


Rose Check 4 
on your 
stores front 


pogge 
A Worderful Check 
and Selling Plan! 


“14 check sales in one day” ... 400% 
check sales increase this season” ° 
ordered three times in two weeks,” say 
en’ dealers! 


Rose checks SELL and SELL FAST! 

Note their selling points—Pneumatic action. 
Swift, silent closing all the way. Big barrel. 
Plenty of checking power for screens and 
all light doors. 3 way adjustment, re- 
versible right or left. Gold lacquer finish. 
Popular $2 price. 


Use the Rose Selling Plan and demon- 
strate those points to your customer, without 
extra effort on your part! Read at the left 
how this plan works. Try it out. Make a 
profitable salesman out of your screen door. 











must use it 
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iction demonstra- 
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Check 


Men 





Novel counter HERE 


lemons t rator Boost your door check sales! 
ses sales IS THE Write us for the Free Cards, 
Shows ROSE ac- <€<« PLAN NOW! 
». tion in closeup 
Attractive Con- 
vincing sales FRANK ROSE MFG. CO., Hastings, Neb. 


maker 























HARDWARE AGE for JUNE 28, 1928 


No.1010 
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Outstanding—zin Beauty, ‘I(oo 


est quick room-warming capacity. A dis- 
tinctive combination that is bringing 
sure-fire sales to hardware merchants 
wherever gas is used. 


— men were quick, per- 
haps the quickest, to grasp fully the 
merit of the new Reznor Orthoray gas 
burner—unequalled for sustained heating 
efficiency. 


And they are alert to the sales making 
beauty of the entire Reznor Orthoray 
line. The fireplace today must be attrac- 
tively, correctly appointed; it is woman’s 
decree. 


Here in Reznor Orthoray are com- 
bined this rare beauty and art with high- 


Reznor Orthoray is nationally adver- 
tised; nationally accepted as the one 
most advanced type of Gas Heater. For 
1928 we have doubled our advertising 
effort; you can double your sales. Early 
display will bring you pre-season sales. 


Your request, by wire, telephone or 
letter, brings Reznor Orthoray catalog. 


REZNOR MANUFACTURING COMPANY 
ercer, Pa. 














HARDWARE AGE for JUNE 28, 1928 






<4 Hour 
VALSPAR 


CLEAR AND IN COLORS 


FOR FLOORS and INTERIORS 
Dries in 2 to 4 hours! 


Now ready for the market. A fast seller because it fills the present demand 
for SPEED! It dries fast enough so that people don’t “put off” redecorat- 





ing jobs. 

Dries in FOUR HOURS—and dries hard—hard enough to second coat 
or rub down. Dries in two hours when conditions are favorable. 

4 HOUR Valspar comes in clear varnish and 19 popular enamel and stain 
colors selected by interior decorators. 

The dealer who starts now to sell 4 HOUR Valspar will get the jump on 
all the others and reap a harvest of profitable business. 4 HOUR Valspar 
meets the modern demand for a quick drying, oil type finish for interior 


work and, furthermore,—+#t ts Valspar! 


yt aterproof—Heatproof— i earproof 





Valspar quality is known all over the world. All your 
customers know Valspar, and that makes it easy to sell. 






4 HOUR Valspar is backed by a typical Valspar ) 
National Advertising Campaign. It has already started | VALSPAR J 





| Drie ! 4S 4 < 





in the big national magazines, broadcasting the 4 HOUR 
Valspar message to every person in the country who can 


read. This means your own customers! 











Write us ahout 4 HOUR Valspar 








VALENTINE & COMPANY, 386 Fourth Avenue, New York 
CHICAGO —2500 Prairie Avenue BOSTON—49 Purchase Street 
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